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From a painting in color by Milton Menasco* 


THE NORMANDY INVASION 


For two long years after the costly “feeler” landing at 
Dieppe, German propagandists thumped their chests and 
screamed the invincibility of the Atlantic Wall. There it 
lay along the coast of France and the Low Countries, an 
obstacle of unknown proportions . the gun-bristling, 
concrete ramparts of “Fortress Europe”’. England patiently 
fended off sporadic shell-fire, diminishing aerial attacks 
and the new robot bomb threat while the invasion prepara- 
tions within her borders surged and swelled to monstrous 

size. 
D-Day was no Dieppe. It came after a month of almost 
ceaseless aerial bombardment that battered and disrupted 
supply lines to the coast. In 





AMERICAN the early morning of June 6, 


1944, the greatest attacking 








force in all the history of war struck like a tidal wave 
at the Normandy coast of France. Ahead of it, air and 
naval units had delivered a torrent of destruction. The 
Atlantic Wall cracked, then crumbled and through its 
breaches poured the might of the United States, Great 
Britain, Canada and France to carry war to the soil of 
Germany for the first time in centuries. 
* * + 


From war plants, in transportation, along docks and on board merchant 
vessels and fighting ships, right up to the line of battle, rope is used every- 
where to help move the men and the materiel of war. The rope once available 
for normal peacetime uses is now spread around the world. When the 
restrictions are lifted, first grade American Rope will provide all the quality 
that more than half-a-century of rope-making experience can produce. Mean- 
while, you will find good value in the wartime American Rope your dealer 
has. You can use it with confidence. 


*PREE PICTURE SUITABLE FOR FRAMING — A full-color reproduction 
of the above painting, with a chart and additional details about this 
engagement, may be had upon request. Write for your copy today. 


AMERICAN ROPE 


TWINE © OAKUM «+ PACKING 


AMERICAN MANUFACTURING COMPANY, Noble and West Sts., Brooklyn 22, N.Y. Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis 4, Mo. 
Sales Offices: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphio 


NAVAL VESSELS IN ACTION 
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WITH AN EYE TO THE FUTURE 


BUILD LEADERSHIP 
with Quality 


The winter-sports market is a growing one 
—with an unusually bright future ahead.... 
Identify yourself now with the best-known, 
fastest-selling line of skis and ski equipment 
in America—the NORTHLAND line. 

The Northland reputation for top-quality 
merchandise helps you develop—and main- 
tain—a substantial, profitable sales volume. 
For 34 years the Northland name has been 
the mark of ski excellence—a name firmly 
established by consistent consumer advertising. 

Feature the complete Northland line... 
ski bindings, poles, waxes, and other acces- 
sories .. . toboggans, snowshoes, and hockey 

sticks... Make your store 
winter sports headquar- 
ters. Build for a profitable 
future with NORTHLAND! 


NORTHLAND 
SKI MFG. CO. 


World’s Largest Ski Manufacturers 
30 Merriam Park « St. Paul 4, Minn. 


Hardware A published every other Thursday by Chilton Co. (Ine.). Bmtered as set ond-class matter March 24, 1983, at the Post Offce at Philadelphia under the Act of 
March 3, i675 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 154, No. 12. . , 
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» THE COMPLETE LINE OF 
PRACTICAL 
HOME APPLIANCES 


rN 


Sere 


SINCE 1925 Miracle 
has provided American homes with millions 
of electrical appliances of efficient design 


and practical usefulness. 


Today—with vastly expanded engineering 
and manufacturing facilities—Miracle is 
ready with a complete line of new appli- 


ances that are tested, perfected, and proved. 


When our Victory whistles blow, Miracle 
Appliances will start moving to your stores 
and your customers’ homes in rapidly in- 


creasing quantities. There they will build 





an enviable record of profitable sales and 


useful service. 


Include Miracle Appliances in your post- 
war merchandising plans. Be prepared. 
Write now for the name of your nearest 


Miracle Distributor or Jobber. 


MIRACLE ELECTRIC COMPANY 


DIVISION OF MIRACLE PRODUCTS CO., INC., 36 SO. STATE ST., CHICAGO 


« 














HARDWARE AGE 





ARMY-NAVY “E™ 




















Coaliin 


: 4 
. Aad AdUuCTTIICA 





ONLY THROUGH 
JOBBERS | 


ink sopply- 





HARDWARE AGE 








Ce a ee 





A BIG MARKET=YOURS 
wits LUND SKIS ann ACCESSORIES 4 


These people are your market . . . the thousands of skiing 
enthusiasts who flock to the hills ‘with the first good snow. a 


* 


Let Lund prestige help build your winter sales volume. 5 
Let the Lund trademark be your key to handsome profits. e ' 
Feature Lund laminated skis, money-making leaders for 1 # L U ig D 
any sports department. Back them up with a complete 
line of Lund ski equipment— poles, bindings, waxes, 
and other accessories. Attract new customers with t ad H S 
sturdily built Lund toboggans, snowshoes, and 
hockey sticks. Lund is the only complete line of 


winter sports items carried by jobbers. Order 
from your jobber now. 





C.A. LUND Company 


24 MAIN STREET - HASTINGS, MINNESOTA 
LACONIA, N.H. 
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Glass Magnets 


THAT DRAW CUSTOMERS 


: . 8 cup VACUUM Coffeemaker: 
Jane Dunbar is telling your cus- Individually packed, 1 doz. 


( “rs ji he favorite magazines per carton. — 

tomers in their ta orite iT agazines Fair Trade List — $1.69 ec. 
about her lovely cooking glass in 

advertisements as illustrated below. 


I HE attractive appearance and popular prices 
of Dunbar Cooking Glass assure its quick sale. A 
quality line that is nationally advertised and brings 


new business to your store. Makes a good looking 
window or store display. Women like Dunbar Cook- 
ing Glass because it’s pretty, practical, durable, 
easy to clean, has non-inflammable plastic handles 
designed for easy lifting. Sells quickly at a good profit. 


DUNBAR GLASS CORPORATION 
waren rma BUBBLES ; aa DUNBAR, WEST VIRGINIA 


aad JEWELS “~ 1107 Broadway, New York 10 1836 Euclid Avenue, Cleveland 15 
‘ 1556 Merchandise Mart, Chicago 54 


DISTRIBUTORS AND FACTORY REPRESENTATIVES: BALTI- 
MORE 1: John A. Dobson & Co., 110 Hopkins Place. DALLAS: C. W. 
Rider, Baker Hotel. DETROIT 26: B. F. Feldner, 1229 Tuller Hotel. LOS 
ANGELES 14: Geo. H. Miller & Son, 656 S. Los Angeles Street. LOUIS 
VILLE 2: Geo. R. Espin, 207 Norton Building. NEW YORK 11: John L. 
Pasmantier & Sons, 5 West 20th St. PORTLAND 4: Holt Berni, 456 
Sherlock Building. Fisher-Meier & Co., 234 Sherlock Building. SAN 
FRANCISCO 7: Bennett & Johnson Co., 324 Fifth St. SEATTLE 1: 
Holt Berni, 102 Terminal Sales Building. Fisher-Meier & Co., 102 Terminal 
Sales Building. CANADA: J. K. MacLeod & Company, 90 Sherbourne St., 
Toronto, Ontario. 
EXPORT SALES REPRESENTATIVES: The American Steel 
Export Co., Inc., 347 Madison Ave., New York 17, N. Y. 
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Yes, there is reason enough for using screen made 
a) 
from Saran. - 


For one thing, Saran likes all kinds of weather and 
all kinds of atmosphere. It doesn’t mind being out 
in wet, driving rain—rain that causes iron screen 
to corrode and crumble. Saran is fresher than ever 
after innumerable rain or snow storms. In fact, it 
doesn’t even ask to be repainted. 


Saran likes to be out in fog . . . in salt air found 
along the coasts . . . in coal smoke and in- 
dustrial fumes encountered in large industrial 


areas. If it does become dirty, a little brushing 








C2SARAN 


Dow Plastics include 
Styron, Saran, Saran Film, Ethocel 
and Ethocel Sheeting 


From Dow plastics comes an improved 
screen that can’t rust or rot 


or washing with soap and’ water soon restores its 
freshness and appearance. 


All these advantages come naturally to screen made 
from Saran. For Saran is a Dow plastic that has 
won high honors in many fields because of its 
unique characteristics. From this remarkable plastic, 
Saran screen inherits its ability to withstand the 
corrosive action of most chemicals and water as 


well as its all-round toughness and flexibility. 








REASON ENOUGH 
Jor using 


SCREEN made from 


All these advantages of screen made from Saran 


.add up to a wide acceptance by the public as soon 


as it returns from war duties in Pacific jungles— 
work, incidentally, under which even the finest 
metal screens deteriorate but which Saran takes in 
its stride. And because of this coming popularity, it 
holds excellent profit possibilities for wide-awake 
dealers. Why not write today for further informa- 
tion so that you will be prepared? 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 


New York « Boston + Philadelphia + Washington + Cleveland «+ Detroit 
Chicago «+ St. louis + Houston + San Francisco + Los Angeles «+ Seattle 
































PLASTICS 











DISTRIBUTOR: 


MODERN APPLIANCE & SUPPLY CO. 


MORROW-THOMAS HARDWARE CO. 


WESTERN METAL SUPPLY COMPANY 


WOOD, ALEXANDER & JAMES, LTD. 





MR. DEALER, MEET 
YOUR TRU-TEST 


WALTER H. ALLEN COMPANY, INC. 
Dollas, Texas 
AMERICAN WHOLESALE HOWE. CO. 
long Beach 1, California 
8. C. SUPPLY COMPANY 
Bottle Creek, Michigan 
BAIRD HARDWARE CO. 
Gainesville, Florida 
BARKER, ROSE & KIMBALL, INC. 
Elmira, New York 
W. BERGMAN COMPANY, INC. 
Buffalo 3, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON COMPANY 
Winston-Salem, No. Carolina 
DUNHAM-CARRIGAN & HAYDEN 
San Francisco, California 
DUTTON-LAINSON COMPANY 
Hastings, Nebraska 
FONES BROTHERS HARDWARE CO. 
Little Rock, Arkansas 
C. D. FRANKE & COMPANY, INC. 
Charleston, So Carolina 
GREER & LAING 
Wheeling, West Virginia 
HERR & COMPANY, INC. 
lancaster, Pennsylvania 
HOLMES HARDWARE COMPANY 
Pueblo, Colorado 
HUNT & MOTTET COMPANY 
Tacoma |, Washington 
IMPERIAL HARDWARE COMPANY 
El Centro, California 
JELCO MICWAUKEE CO. 
Milwaukee 12, Wisconsin 
JENSEN-BYRD COMPANY 
Spokane, Washington 
KEITH-SIMMONS COMPANY, INC. 
Nashville 1, Tennessee 
KING HARDWARE COMPANY 
Atlanta, Georgia 
LARSON HARDWARE COMPANY 
Sioux Falls, So. Dakota 
MAY HARDWARE COMPANY 
Washington 7, D. C. 
C. H. MILLER HARDWARE CO. 
Huntingdon 19, Pennsylvania 


New Orleans 19, Lovisiana 
MOREHOUSE & WELLS COMPANY 
Decatur, Illinois 


Amarillo, Texas 
RAILEY-MILAM, INC. 
Miami, Fic. 

READER'S WHOLESALE DIST. 
Houston 2, Texas 
REHM HARDWARE COMPANY 
Chicago 8, Illinois 
J. RUSSELL & COMPANY, INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY 
Decatur, Indiana 
TYRRELL HARDWARE COMPANY 
Beaumont 10, Texas 
JOHN B. VARICK COMPANY 
AA. Ss " 3 New H 1p ‘5 e 
WAITE HARDWARE COMPANY 
Worcester 8, Massachusetts 





San Diego 12, California 


Hamilton, Ontario, Canada 
ZORK HARDWARE COMPANY 


= 





El Paso, Texas , 
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TRU-TEST 
Merchandise Mart 
Chicago 54, Illinois 


Please send booklet explaining the TRU- 


TEST System. 


Name__ 
Company 
Address 


City. State 


Chicago: “a 


Ore. Detroit, 


* 


ich. 
Portiond. , 


No. Konses City, Mo 
Memphis, —_ 


The facilities of eight of America’s most efficient roofing plants, strategically 
located throughout the country, insure low manufacturing 

and shipping costs, making TRU-TEST Roll Roofings and Shingles real 
sales-builders for you! You're selling your customers real roof 

protection, too, for TRU-TEST Roofings are constructed of the finest 

long fibre rag felt, saturated, then coated with 100% pure asphalt, and surfaced 
with brilliant colored, non-fading Vermont slate granules. 


Ask your TRU-TEST. Distributor about Roll Roofings and Shingles . . . and 
also about the complete TRU-TEST line of Toys, Hardware, Automotive 
Supplies, Furniture and Home Appliances. He’ll tell you how others have 
profited from the TRU-TEST System of bringing modern mass 

distribution methods and sales-stimulating dealer helps to independent retailers. 


Meanwhile, mail the coupon for the new, free 


booklet giving all the facts about the TRU-TEST System. 






MERCHANDISE MART= CHICAGO 54, ILLINOIS 
Eastern Offices: 225 Fifth Avenue, New York, N. Y. 
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PAINT SPRAYING EQUIPMENT, AIR com- 
PRESSORS, SPRAY GUNS, PUMPS, air 
TOOLS, INSECTICIDE SPRAYERS, SAND- 
ERS AND ALLIED FINISHING EQUIPMENT 













LIC CYLINDERS, VALVES, PUMPS, AND 
CONTROLS FOR AIRCRAFT, AUTOMOTIVE, 
AND OTHER INDUSTRIAL APPLICATIONS 





Sigue of the Times 


OOD SIGNS are all around us...signs of re- 

laxed civilian production restrictions ... signs of 
merchandise for private use...signs of a steady flow 
of Sprayit and Elsco products. 

These products will come quickly too... simple 
reconversion problems...enlarged manufacturing 
capacities...mass production facilities...and a well 
trained organization will set in motion, complete 
cycles necessary for early delivery. 

Never in the history of commerce has American 
business faced a condition like that to be encountered 
when full civilian demands are resumed. Orders will 
come from every corner...industry...stores...oflices 


..-homes...everywhere. It is the purpose of Sprayit 
and Elsco to release a steady flow of merchandise to 
these markets, and the finest products we have ever 
produced. 

An outstanding new line of paint spraying equip- 
ment, air compressors, spray guns, insecticide spray- 
ers, air tools, sanders, and allied finishing equip- 
ment will be made available to leading jobbers by 
Sprayit. And a fine line of electric motors, genera- 
tors, hydraulic cylinders, valves, pumps and controls 
for aircraft, automotive and other industrial applica- 
tions, will be produced for manufacturers in these 
fields by Elsco. Your correspondence is invited. 













TIE-IN WITH 
LIGHTNINGPAK’S ALL-WINTER 
NATIONAL ADVERTISING 

IN COLLIER’S 


h tshtningpeh—comnpuiiii, quick, efficient 
—is the ideal gift for every member of the 
family, for travelers, for men and women in 
service. Everyone likes Lightningpak, the 


handy heat pad that leaps to 160° and gives 


8 hours of comforting warmth every time: 


you add 2 tablespoons of water . . . clever 


Lightningpak cartoon ads appear regularly in 


COLLIER’S great national weekly. 











LIGHTNINGPAK HEAT PAD 
---- the ideal Christmas Gift 


RETAILER'S PRICE 
$8.00 per dozen 
(Minimum Retail $ 1.00) 

Refills $3.60 per dozen 








ATTRACTIVE 
COUNTER CARTONS 





Tie-in with them! Feature Lightningpak on 
your counters and in your windows as the 
perfect last-minute Christmas gift—the gift 
that’s always welcome. And remember: It’s 
easy to build bigger unit sales by suggest- 
ing that customers include extra refills with 
their Lightningpak gifts. Immediate delivery 
from your Lightningpak wholesaler now! 


Lightningpak, Newton 58, Mass. 


BUY THROUGH YOUR LOCAL WHOLESALER 


IN WESTERN STATES: 
RETAILER'S PRICE 
$9.00 per dozen 
(Minimum Retail $1.25) 
Refills $4.32 per dozen 
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The Cub, an inexpensive “spare” 
for grown-ups; ideal watch for 
youngsters. Curved wrist-fit back, 
chromium plated case, unbreakable 
crystal, metal bracelet or leather 
strap. Easy regulation. 


“Square” a popular model, one-day 
alarm clock, 454” high, convex glass, 
top shut-off, loud enclosed bell. A 
very successful pre-war and post- 
war clock. 
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Only the best get 
through. Corbin --- 
Screws go through a 
constant screening 
process to sift out 
every “irregular.” 
Their uniform accu- 
racy is guaranteed by 
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HIGHLIGHTS 
from a Best Seller 





Inspection in a big way, by highly 
skilled inspectors who weed out all 
the little “troublemakers” that 
damage assemblies and delay pro- 
duction. Yes, you can.... 


RoC RRRIS 5. 


Reach for a Corbin blind-folded 
and get a good one every time. 
Slots are clean-cut, Phillips 
Recesses truly formed... 
heads correctly centered .. . 
shanks straight, sharp and 
burr-free. Besides, they’re.... 





r | | 
abd i a J You don’t have to “know 
9 someone” to sell Corbin 
Screws... . Everyone 
knows Corbin. Their reputation for 
top quality makes sales without un- 
necessary sales talk. And... . 


Fast-moving business getters. 
Corbin Screws meet the con- 
stant, endlessly varied de- 
mands of both industry and 
the home — and lead directly 
to sales of fastening tools and 
" x materials. So, let’s.... 

4 You don't have to carry a “mike” to 

persuade customers that Corbin will Put that inventory back to 


meet their specifications. “Corbin or work. Get the most out of 
equal” is a trade slo- these profitable little tran- 


We 











gan, due to the well- sients. Corbin will cooper- / 
ne known fact that....‘ ate with you in establishing : 
—— a complete stock of Screws, : 


” Nuts, Stove Bolts and Chain 


to give prompt, economical 

service to your customers. 

CORBIN-PHILLIPS Your Corbin representative is 
and ready with helpful informe- 

tion. It 


REGULAR SLOTTED 

















ST-16 CORBIN-PHILLIPS — Wood Screws, Machine Screws, Hardened Sheet Metal go 
Self. eee Screws, Stove Bolts ur 

REGULAR SLOTTED — Wood Screws, Machine Screws, Steel Drive Screws, M 
Hardened Sheet Metal Screws, Self-Tapping Machine Screws, Stove E} 
ALSO — Lag Screws, Cap Screws, Set Screws, Hex Semi-finished Nuts, “] pl 
Machine Screw Nuts, Escutcheon Pins and Chain. oe sti 
AIRCRAFT— Screws and Nuts to government specifications. ag m 
s 6 (di 

SCREWS - NUTS -: CHAIN , if 
“g ye 

THE CORBIN SCREW CORPORATION - NEW BRITAIN, CONNECTICUT st: 
The American Hardware Corporation, Successor - Warehouses: New York, Chicago nc 
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MASCOT HEATING UNITS—LIKE STREAMLINED 
LOCOMOTIVES—ARE HEAT ENGINEERED 


The Greatest lmprovements 
are Under the Jacket! 














It’s true that Mascot Stoves and Heaters are 
beauty leaders in their field. But you have 
got to get inside to appreciate their full tri- 


umph of design. Each 
Mascot model is HEAT 
ENGINEERED. It is so 
planned and so con- 
structed as to utilize the 
maximum BTU of fuel, 
distribute heat evenly and 
for the longest time over 
the desired area, and give 
years of efficient, out- 
standing service. Right 
now, because of prevail- 
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sTo 


Engineered 


VES-HEATERS. 


ing shortages, Mascot’s efforts are devoted 
largely to planning still greater improvements 
for the post-war era. 


However, there are a 
limited number of HEAT 
ENGINEERED Mascot 
models available. Ask 
about them today. 


Write for Full Information 
M.A $ 4.0.3 


STOVE COMPANY 
DEPT. A 


CHATTANOOGA 2, TENN. 


15 











Woday’s !Precision 
will produce better clocks 
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UW. So precision standards have sharp- 





ened ZUX craftsmanship to its highest degree LUX CLOCK MFG. CO., Inc., WATERBURY, CONN. e 
Sales Division: a F 
of skill and efficiency. Tomorrow when the DE LUXE CLOCK & MFG. CO., Inc. E ‘ 
New York —1107 BROADWAY be Ba 
bigger job is finished, this skill and efficiency San Francisco— 833 MARKET ST. e FF 


will be devoted to the production of better 


clocks for you and your customers. em —_ 
* BUY MORE WAR BONDS 
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PARALLEL ACTION TOOLS 
Give Wlore Power to You!” 


9 8 0 ae oat © 0); at Oop. iy ay, Wn Pa @ 2 


THE WM. SCHOLLHORN COMPANY 


Mew HAVEN. CONNECTICUT 
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THE BRIDGEPORT AMBERLITE WOOD CHISEL 
is quality from its electrically heat-treated and 
oil-tempered cutting edge to the butt end of its 
genuine, clear, yellow Amberlite handle. It not 
only has the appearance of quality, it has the 
feel, and looks the exceptional value that it is. 


This quartet of Bridgeport Wood Chisels, with %, 
%, % and 1 in. blades, has outstanding signifi- 
cance as an item of merchandise, and will be 
available in greater quantities as civilian produc- 
tion increases and Victory comes closer and closer. 


Bridge poaat 
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SMiapaco 
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There’s PROFIT in 
This TRAFFIC-STOPPING 
VOLUME PRODUCER 





HANDY PACK DEPARTMENT 


Remember the Milapaco HANDY PACK in lace 
paper Place Mats and Doilies! Already sales-proven 
in the country’s leading stores as the “outstanding 
merchandising idea in paper,” the Handy Pack boosts 
unit sales from two to nine times over the ordinary 
dime-a-package unit — and with less sales effort. 


You'll want to use this colorful, self-selling bargain 
package of beauty as the center eye-stopping, traffic- 
stopping display in your paper goods display —a 
volume-producing HANDY PACK DEPARTMENT. 
It will be your most profitable promotion when par- 
tially restricted production is again increased. Re- 


member it — for future promotion and profits! 


we 


TODAY...BUY MORE WAR BONDS... 
Plan for a Milapaco Handy Pack 
Department later. 


Ne e _ 
pers gs es 
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MILWAUKEE Lace Paper Co. 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Established in 1898 
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FROM ONE 
SMALL TOWN 
TO THE EARTH’S 
FAR CORNERS 


UT to the Far East; to ports on the seven 

seas identified only in code on the pack- 

ing cases, goes war material so vital that it is 

needed on every beachhead and before the 

beachhead is created—poured out of ove ship- 

ping room in just ove factory in just ove small 
Connecticut town! 

Incredible? Not when Yankee ingenuity is 


taken into consideration——the same Yankee 





ANKOSEAL multi-conductor 


insulated cables are among the 








ingenuity that stems from many lifetimes of 
meeting difficult situations. 

That’s the case here at Ansonia—typical of 
our approach to the problems which any form 
of electrical cables can solve. However difficult 
the requirements of peace may be, we feel 
that we can be of assistance in meeting them 
in new ways, as we have met the changing 


problems of war and peace before. 


THE ANSONIA ELECTRICAL COMPANY 


Specializing in “Ankoseal” a Thermoplastic Insulation 


ANSONIA ¢ CONNECTICUT 





most promising of Ansonia 
war-proven developments. If 
you have, or expect to have, 
a use for electrical cables— 


CHECK ANKOSEAL! 
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A Wholly-Owned Subsidiary of 


NOMA ELECTRIC CORPORATION 
GENERAL OFFICES e NEW YORK, N. Y. 
—In peacetime makers of the famous Noma Lights—the greatest name in decorative 


lighting. Now, manufacturers of fixed mica dielectric capacitors and other radio, radar 
and electronic equipment. 
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Large Assortment of 
BOOK ENDS Colored Beautifully 


















NO. 4282 RACE HORSES 





In natural colors, so magnificent that they look 
as if alive. 53 inches high. Weight 36 Ibs. per 
doz. $24.00 per doz. pairs. Packed |/6 doz. pairs 
in carton. From $18.00 to $45.00 per doz. pairs. 








Completely Illustrated Price List Z sent to 
any HARDWARE DEALER on application. 


We carry a complete line of GIFT GOODS ranging 
in price from $1.80 to $90.00 per doz. 
115-119Z 


So. Market St. 
Chicago 6, Ill. 








LEO KAUL cinc® 

















Make Your Store 


Waterproofing Headquarters 





You can stand 
squarely back of 


KAY-TITE 


It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 


Any one can apply 








Ponds 
P . Boller and Elevator 
Reservoirs 
Silos 
Field and Quarry Stone 
also can be used as a mor- 
tar for pointing up brick 
and masonry, also to patch 
concrete. 
Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 lb. bags. It comes in 
Grey and White. A 10 lb. package will waterproof 100 to 150 aq. ft 
Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 
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We’re not in the 
front lines 


but we’re working 
as hard as we can 


for the boys who are. 


* 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 


ARCADE 


HARDWARE & TOOLS 




















































VAUGHAN NOVELTY MFG. CO., INc. 


"World's Largest Manufacturer of Can Openers and Bottle Openers "’ 
3211-25 CARROLL AVENUE CHICAGO, ILL U.S.A. 







BUY WAR BONDS AND STAMPS * *© *& *® 


* . * = 
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we MAIL FOR (Oa hO) StS 


AT TRAPS are going overseas to guard the health of 
American troops. We’ve even gotten V-mail about them! 
Read this unsolicited letter from a serviceman, stationed in 
New Guinea, who writes: 
“tt’s-a morale builder-to see your traps here helping to win the war, 
not directly against Japs, but disease that’s just as harmful.” 
MOUSE AND RAT 


“Stay at home” Victor Rat and Mouse Traps perform the same 
essential service as those shipped overseas. They, too, are made 
to protect health. Help them do their job by keeping them dis- 


Neo oe bey NA EM AD 


played out in front where customers can see and buy. 


ANIMAL TRAP COMPANY OF america WORK L712, PA. 
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“THIS 


The Greatest 


HAT’S COMING 


SPRING? 


Watch for it—profit by 
it! Vigoro’s advertising 







National Adver- campaign this Spring 
oe c will be bigger than 
tising Campaign ever—tuned to the cur- 

: rent trend in gardening. 

Ever Put Behind You'll see it in all the 


Vigoro or Any 






leading gardening ma- 
gazines — big colorful 


Plant Food in ads. And newspapers 
all over will carry 
the Garden- the salesmaking story 


ing Field! 









of the Vigoro Beauty 
Treatment. 

We confidently believe 
that this Spring’s cam- 
paign will sell Vigoro— 
like it’s never been sold 
before! And that’s some- 
thing when you consider 
Vigoro’s present leader- 
ship in the field. 

Better stock up now. 
Order a good supply — 
you'll need it. Order now 
so you'll be sure to get it 
promptly. 





A Product of Swift & Company 





MODERN SCIENCE 
PROVES THAT 


offe 


















GETS THE 
SMART RATS 


It is being generally accepted by those study- 
the rat problem that prebaiting is about the most 
ctive way to get the smart rats and make a thor- 


ough clean-up. 

KAZOO PRE-BATE Extract used 
with KAZOO RAT BREW solves 
that problem—the proof is in the 
rapid increase in sales and many re- 


| 








PAPER TWINE 


MADE BY 


ey => Smooth— 
Strong— . 
Flexible F 
Made from Strong 
Northern Kraft 
Twisting Paper 


and sold under the 
Fitler Trade Name 





“WOOD FIBER TWINE" 


* 
PUT UPS 
On Wood Reels Approx, 50 Ib. each @ In Strand Form M/E 
Coils 100 Ib. each @ In Balls 5 and 10 Ibs. each 
® 


THE EDWIN H. FITLER CO. 


Manufacturers of 
Quality Rope for Over a Century 
ESTABLISHED 1804 


* 
MAIN OFFICE 
5625 Tacony St., Philadelphia 24, Pa. 














‘ 


peat orders wherever this combina- | 


tion is tried. 

















DEALERS 


MAKE MONEY 





One sale immediately encow many 
more. National advertising is. familiaris- 
ing your customers with this product. 
Be the first in your community to cash 
in on the profits already being made 
wherever these products are stocked. 
Ask your jobber for Kazoo Rat Brew 
and Kazoo Pre-Bate Extract—or write 
direct giving jobber’s name, 


BAILEY, PRIHODA & CO. 
342 W. Kalamazoo Ave., Kalamazoo 11, Mich. 











. . 


7 a -_ 
* a ‘ a 
Out of this war is coming a new era of com- 
fortable farm living — a higher standard, a 


desire for better things. Millions of farm families 
with no immediate hope of electrification want 
running water from sky power .* . to take the 
drudgery out of their lives . . . to increase the 
productiveness of their farms. You can supply 
them with better living and reap a handsome return. 
The present Monitors have the same storm-safe 
features that made them popular before the war. 
t Start getting your share of sales while the de- 
mand is at its peak. 
Pressure water systems, with automatic control, 
can be attached in the future to the windmills you 
sell. This assures you of profitable follow-up sales 
to be made later. Ask your nearest Baker branch. 


BAKER MANUFACTURING CO., EVANSVILLE, wis. 























_ a CASE ig p 
UNCTURE-pRooe AGainsT 2 ar 
les 





0 D 


* BRANCHES + 


BAKER MFG. CO. Minneapolis, Mina. 
Madison, Wis.: Fort Dodge, la: Coder 
Rapids, la.; Omaha, Neb.; Kansas City. 
Me.; Enid, Okla; Hutchinson. Kansas 
BAKER MFG. LTD., Winnipeg. Canada 

CO. Fort Worth, Tex; Amarilie, 
Tex: Lubbock, Tex; San Angela, Tex. 









HARDWARE AGE 














th 








rong 
aft 
per 
r the 


M/E 








of com- 
dard, a 
families 
yn wont 
ake the 
ase the 
supply 
> return. 
rm-safe 
he war. 
the de- 


control, 
ills you 
Pp sales 
branch, 


£, wis. 





















HAT’S a fair question! If one of your cus- 

tomers asked for a Fishing Guide or a Baby 
Thermometer, and you told him he couldn’t get 
it because of the war, he’d naturally wonder 
why. Of course, you know the army, along with 
the navy and war industries, is taking practical- 
ly every Taylor Instrument we can make. And 
though they’re not using Fishing Guides, they’re 
using all the manpower and materials it takes to 
make them. 
We wish we could tell- you definitely when we'll 
be able to supply you with Taylor thermometers 
and barometers again. Rest assured, you'll get 


your shipment just as soon as our manpower and 


materials permit. 
Meanwhile, we’re making sure Taylor remains 
the No. 1 name in household instruments with 
big space, hard-selling national advertising. To 
the best of our knowledge, it’s the only national 
advertising campaign on thermometers and 
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BUT WHAT COULD THE ARMY WANT 
WITH A TAYLOR FISHING GUIDE? 


barometers. And it’s among the best-read of all 
national advertising campaigns. So when you’re 
selling Taylor Instruments again, all you "Il have 
to say is ee Look, it’s made by Taylor!” Taylor 
Instrument Companies, Rochester, N. Y., and 
Toronto, Canada. 


BUY MORE WAR BONDS—AND KEEP ’EM! 











‘Taylor ) es 


—————— MEAN 


ACCURACY FIRST 








INDUSTRY 


IN HOME AND 
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Bass .. Tuna .. 
Tarpon .. Surf. . 
Cuttyhunk . Silk 
and Nylon Cast- 
ing and Fly 
Lines 


More Than 100 
Years of Skill 
in Making the _ 
Fine Lines You 


Sell 













Abvrite Tor Catalogue and Price List Giving Name of Your Jobber 


HALL ire Grporarion 


HIGHLAND MILLS, NEW YORK. 











‘ee 


HARDWARE JOBBERS 
and RETAILERS! 


Rogers sells its famous fish glue 
only through the Hardware Jobber 
who serves you independent re- 
tailers. Your profits are protected — no need fo 
fear chain-store or other volume buyers’ cut-price 
competition in selling Rogers Famous Fish Glue. 
ge prices and national advertising keep Rogers 
Fish Glue at the fore-front of consumer demand! 


Ask your Jobber. 














RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled —in one plant — from raw cotton to finished 
glove. This single close supervision of every detail 
results in unexcelled quality — durability — economy. 


Sold by Leading Wholesalers 










U 
ac. 


Riagek 
RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 


“The Right Glove For Every Job” 

































Blaisdell 
METAL MARKERS 


MARK ALL 
METAL SURFACES 
EASILY 










The versatile Blaisdell Metal Marking 
Pencil makes a vivid mark at every 
swift stroke on china, glass, or metal. 
The original, patented Nick and Pull* 
string feature saves time. Write for 
free sample today. 


792-T with thin black lead 
795-T with thick black lead 
Write on your business letterhead 


for free sample. Or buy from your 
dealer today. 


NICK with string, 
PULL the poper. 
*(U.S.Pat.No.1,756,953) 


V8 lcriscell METAL MARKING PENCILS 


Blaisdell PENCIL COMPANY, PHILADELPHIA 44, PA. 
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Te DAZEY De Luxe Can Opener (with- 
drawn from the market because of wartime 


shortages) will soon be available. 


DAZEY has always been a favorite in mil- 
lions of American homes and demand for this 
popular household helper will be greater 
now than ever before. One of the outstanding 


features of the new De Luxe is a cutting wheel 





mounted to reduce friction to the minimum, 


adding years to its already wonderful wear- 
ing qualities. Built to last a lifetime—guar- 
anteed 5 years. Conveniently swings out of 
way when not in use. 

Delivery schedule on the De Luxe Can Opener 
will be announced in the near future. In the 
meantime, DAZEY Senior Can Openers will 


be available in increasing quantities. 


Before Long, These DAZEYS Will Also Be Available 











DAZEY SENIOR DAZEY JUNIOR 
CAN OPENER CAN OPENER DAZEY 
DAZEY TRIPLE A lighter, simplified DAZEY For can openers retail- erent 
ICE CRUSHER version of DAZEY De SUPER-JUICER ing under $1.00, Dazey ang puts a fine cut- 
‘ _ Luxe, possessing many ; oe Junior has yet to mect ting edge on knives, 
Ceushes ice fine, medium of the latter's impor- Spins all the juice from ators sitet, ehdtles- abd 





or Coarse. 





tant features. 








citrus fruits. 


other edged tools. 


ALL THESE FAMOUS DAZEY KITCHEN HELPS FIT 
THE “ONE-FOR-ALL” BRACKET 


ZEY CORPORATIOn 


ST. LOUIS 7, MISSOURI 











Our application for aluminum was 
one of the first to be approved by 
the War Production Board, and 


our orders for aluminum were 
placed with the mills early in Sept. 

At the start we will manufacture 
the most needed utensils, and while 
we will not be able to produce 
enough to satisfy the demand, pro- 
duction will be increased from 
month to month as rapidly as 
manufacturing facilities and man- 
power are released from war work. 

Loyal Priscilla Ware dealers will 
logically receive first consid- > 8 a 
eration in accordance with } pat ane 
the Priscilla Policy of Fair poles; 
Dealing. 

It pays to be a Priscilla - psndle nent 4”. seped 
Ware Dealer—in more ways Liner tt iy ts 
than one. = , es 


Leyse Aluminum Company 


Kewaunee, Wisconsin al TO OUR CUSTOMERS 


We are doing our best to keep FEDERAL PRACTICAL 
HOUSEWARES moving to you . . . despite curtailed production 
caused by critical shortages of material and manpower. We ap- 
preciate your understanding, your cooperation, and your con- 
tinuing goodwill; and assure you that our impartial shipping 
policy guarantees your order equal rank with all others. We 
regret sincerely that we still must say “no” to new accounts. 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO 12, ILLINOIS 
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fe the professional user every KKE Take FAVORITE* WYTEFACE 
product has great attraction. It Steel Tape, for instance. It has black 





looks right, feels right, makes people 
want to own it. Why? Because K&E 
make things not to please just them- 
selves, but also to meet the desires of 
customers. Precision manufacture and 
quality control are vital to K&E, 
but there is something else that is 
just as important. That is design for 


graduations on white, because every- 
body reads black on white best. The 
white surface is easy to clean, and 
being firmly bonded to the steel, affords 
protection against rust. In addition, it 
is easy to read when the light is dim. 
No wonder anyone who picks up one 


of these tapes wants to own it. To SELL 













daily use. it—SHOW it! 


KEUFFEL & ESSER Co. 


NEW YORK + HOBOKEN «+ CHICAGO «+ ST. LOUIS 
DETROIT + SAN FRANCISCO + LOS ANGELES - MONTREAL 











FAVORITE* WYTEFACE STEEL TAPES are 34” wide, and come with either 
plain end yng, or K&E end fastener, Graduated in feet, inches, eighths. Lengths, 
25’, 50’, 75’ and 100’. Ask your jobber or write us for illustrated folder, prices 
and discounts. 











DISPLAY CARD. Has proved effective ia stores 
all over the country. Sent free on request, 





TICAL 
duction 
We ap- 
if con- 
ipping 


FAVORITE* 


ie a ee oe 





Drafting, Reproduction, Surveying 
P. Equipment and Materials. 


Slide Rules. Measuring Tapes. STEEL MEASURIN G TAPES 


O's 







* TRADE MARK REG. U. S. PAT. OFF. 
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Make 1945 a prosperous year 


Your resolution can now be fulfilled! 





Ye @S, we can safely plan 

ahead now with the assur- 

ance that 1945 will find 

industry in a better posi- 

tion to fulfill demands for 

oT civilian goods. More and 

‘e more government con- 

A National . » tracts are reaching com- 

BUILDERS’ & ae pletion and materials are 

s. HARDWARI ; b . ilable once 

ecoming availa c 

¢ Tore et it ie “ ae again for manufacturing 

an a many of the products that 

have been absent for the 
duration. 


— = Natienal 
SeSRaMBE neces 
facilities, new materials, 
TE: desi d methods will 
ad saesee ae aay 
at ete et 


National Builders’ Hard- 
ware. We are planning 
now to be ready to supply 
the postwar building 
boom with all the fine 
hardware products that 
have served so faithfully 
in the past, and added to 
the extensive line will be 
entirely new products, 
fashioned with the same 
CL Fi an ang TTT care and precision. 
Many of your present re- 
nf on. : ala Ai quirements may beserved 
de: 1 from stocks on hand. 





























Make application on gov- . 


HEN ; les |; ernment priority forms to 


aon 8 eS facilitate early delivery. 





STERLING 


National Manufacturing Co. tiiinors 
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Factory: Little Falls, N. ¥ 


HENRY CHENEY HAMMER CORPORATION | S#les Office: 217 Broadway 
ew Yor ity. 
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The World’s Finest Grass Shear 


The minute the war is over we will be out with our complete new 
D66-Klip line. We believe it will be the finest line of lawn tools 







the same aggressive policy of advertising and merchandising will 
be back of the line. e It will pay you to remember D6o-Klip. 


THE LEWIS ENGINEERING & MFG. CO. 
ALLIANCE « OHIO 
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ever offered. e Quality will be maintained in every particular, and Fria; 
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DIAMONDS 
CERTAINLY ARE THE 
TOOLS YOU CAN 
DEPEND ON / 






















DIAMOND 
TOOLS 


Are On Every 
Fighting Froat 








DIAMOND CALK 
HORSESHOE CO. 





4622 Grand Avenue, DULUTH 7, MINN. 
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No. 32-S Headlight Lantern 
A super-power headlight with 





dependable service . . 


The New Justrite Safety Flashlight 
The handy flashlight that has everything . . . 1500 
candlepower beam ... uses 3 standard dry cells... 
. enclosed in a plastic case 
with all the Justrite Safety Features “‘sealed-in.” Fits 





the easily adjustable, moisture- 
proof headband. Battery case 
carried in pocket or clipped to 
belt. Uses 4 standard flashlight 
cells. A dependable light that 
leaves both hands free for work. 





No. 46-S Inspector's 
Safety Lantern 
With the extra powerful beam 
«.. 7-inch polished reflector. 
Movable base permits adjust- 
ing to any angle. Uses standard 
6-volt battery. Sturdy construc- 
tion . . . twin-bulbs for safety 
and service. Approved for safety 
by the U. S. Bureau of Mines. 


in the palm of your hand, on belt clip or stands on 
a flat surface. It’s tops in the flashlight field. 


Approved for Safety 
By Underwriters’ Laboratories, Inc., by the U. S. 
Bureau of Mines and by the Bureau of Marine In- 
spection and Navigation 
+ + » your assurance that 
when you recommend 
Justrite you’re recom- 
mending the best in safety. 


Model 
44-S 


This sturdy, dependable, 
all-purpose safety lantern 
meets the same rigid safe- 
ty tests and approvals listed above for the Safety Flash- 
light. It’s safe against the hazards of bulb failure too 
. ++ with its “kick-out” bulb sockets. The relief bulb is 
instantly moved into center position by simply throw- 











wih @ 2: WM. 


Safety Can 








MINN. 
accra 
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The Justrite Safety Can pictured at 
left provides the safe method of 
storing and handling flammable 
liquids. Non-drip lip allows con- 
tents to be poured without spill- 
ing. Strong construction finished 
in high gloss, baked on, red 
enamel . . . for easy identification. 





Twin-Bulb Electric 
Safety Lantern 


Mill and Factory Safety Containers 


Zoe poate Oily Waste Can pic- 
tured at right is safe for storing 
oily waste, and other flammable 
refuse. Both the Safety Can and the 
Oily Waste Can are approved for 
safety by Underwriters’ Labora- 
tories, Inc., and by the Associated 
Factory Mutual Fire Insurance 
Companies. 


Your Justrite line brings Safety plus Service to your customers. 
Remember to demonstrate "'Justrite’’ today. 


Modern industry recognizes that the protection of men, material and property 
through safety approved methods is not only an obligation, but a sound business 
policy. Justrite Safety Products have top rating wherever approved safety and 
service is required. Serve yourself and your customers best by stocking, demon- 
strating and selling . . . Justrite. 


Model 17-S 


ing a switch. It’s the light that’s always there when 
and where you need it and with safety . . . Justrite. 


Oily Waste Can 


JUSTRITE MANUFACTURING COMPANY 
2063 North Southport Avenue, Dept. A-3, Chicago 14, Ill. 
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“DUCK BILL” 


LONGS FOR THE 


CENTRAZ Adhesive 


Sets loose tile 


d linol 4 | eee Repairs cracks 
renner MON ae Stay on {| : 
joints from : Seakion te. War Work SN 


working loose. 5 tures. Dries Pure 020 we 


rm 25° vw: 35° Bilas long as necessary! 


CENTRAZ Brick Point CENTRAZ Cleaner The entire capacity of our plant is still required for 
Pe) For filling brick Removes paint, essential war products carrying top ratings. 


ia joints in fire- grease, oil from Wh his vical k i teed iI - 
“ ; en this vital work is completed we will again serve 
ee ’ Fam ee you by supplying Duck Bill Ballcocks. 


ROCKFORD BRASS WORKS 


cve pits, incine- 
Prices west of Rocky Mountuins, slightly higher 
ORDERS OF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT ROCKFORD, ILLINOIS 


A READY MARKET— ATTRACTIVE PROFITS 
CENTRAZ Products ore nationally distributed — Ask your Jobber or write The Complete Line of 


NY ° ; 
CHRISTY COMPANY, INC “Plumbing Brass Goods Since 1890” 


1417 PINE STREET . ° ST. LOUIS 3, MO. 

















Champion 
Planning 
For 


Postwar 


CHAMPION 

To maintain Champion quality in 
building and shelf hardware 
products; 

To provide new items that will be 
easily and profitably sold by 
dealers; 

To simplify our lines and use only 
metals technically correct; 

To give close cooperation to those 


who sell Champ ion hardware— The greater part of our production is still going into the war 


effort where most types of Chicago Spring Hinges are used in 
These are our postwar p lans. plant construction and a ships of our ore eee 
° many types not now available will again be re r distribution 
Nearly all hardware jobber s through the hardware stores of America. 


buy some Champion products. 


(Thicano Spring Hinae Co. 


HARDWARE AGE 
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A. Hume, proprietor of 
HUME?’S, Good Furni- 


ture, Youngstown, Ohio. 
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Dealer Confident White Star 
Ranges “Will be Second to None” 


Mr. A. Hume, of Hume’s, Good 
Furniture, Youngstown, Ohio, is 
one of the DVS “old-timers,” hav- 
ing enjoyed profitable dealing in 
White Star ranges for 10 years. 
Says Mr. Hume: 


“We have always been treated fair 
and square by DVS, and we have 
confidence that when the green 
light is again flashed on full pro- 
duction, the new line of White Star 
gas ranges will be second to none!” 


Mr. Hume’s statement is typical 
of the enthusiasm of DVS direct 
dealers everywhere. It reflects the 
satisfaction that comes from han- 
dling a product that sells easily and 
that increases goodwill for the 
seller. 


DETROIT VAPOR STOVE DIVISION 
Borg-Warner Cérporation 
Detroit 26, Michigan 


A BORG-WARNER INDUSTRY 


3 <EADERs i 
SINCE 
1895 
















THE 
HEAVY 
WEIGHT 
CHAMPION 


On independent scien- 
tific tests by engineers in 
leading universities, Daniel 
Boone Handles withstood 37% 
more pressure before fracturing 
than the average of all other grades 
of hickory handles. 













Reason —the finest, all white, heavy 
weight, second growth hickory only 
is selected for Daniel Boone Handles. 
Whether it be one or one thousand of these 
handles, there is no variation from this 
distinctive quality. Order from your jobber. 














TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD'S LARGEST HICKORY HANDLE MANUFACTURE 


ead 


FOR ALL 


SALES OFFICES: 
A. E. Fuller, 16 Hudson St., New York 13, N. Y. 
Lynn-Paul Associates, 219 No. Jefferson St., Chicago, III. 
Fuller Tapi Co., Ltd., 645 Wellington St., Montreal 

M. M. Davis, 6724 No. Smediey St., Philadelphia 26, Pa. 
Hardware Agency Co., 89 Broad St., Boston 10, Mass. 














War Work Limits Supplying All Demands for 
CHICAGO LOUCKS 


eee but ees 


We Leok Forward to the Day When We Can 
Again Fully Supply All Our Customers 


In the meanwhile, please remem- 
ber—All CHICAGO Locks—lock 
BOTH SIDES of Shackle... . 
This ‘‘Double-Locking — Double 
Security’’ promotes quicker, easier 
sales—with every sale winning ex- 
tra Customer Good Will—for YOU! 


There's a “CHICAGO” 
Lock for Many Needs 
Padlocks, “Ace” Locks, Cylinder 


Locks, Single, Deuble Bitted Locks 
for Burglar Alarms and Airplanes. 








Drawer Lock No. 1970 


Cut Open View, Actual Size Shown Half Size 


CHICAGO LOCK.COr??*2shexss%i 
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EVERY SCREW DRIVER BRANDED & WARRANTED 
Note these “De Luxe” Features 
EXTRA LARGE 
TWO TONE 
UNBREAKABLE AMBER HANDLES 
OIL TEMPERED TOOL STEEL 
GROUND, MIRROR FINISH TOOL STEEL BLADES 
SURE-GRIP 
DEEP FLUTE 


Sold Only Through Hardware Jobbers 
JOBBERS: Write for Catalog Pages for Salesmen's Use 


DEALERS: Fuller Line Is Stocked by All Leading Jobbers 


FULLER TOOL COMPANY 


207 West 25th Street, New York 1, N. Y. 
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The 
GREENLEE 
bine. 


Auger Bits 
Expansive Bits 
Socket Butt Chisels 





HEAD 
AUGER BIT NO ' 
BODY Diam | 
TWiST BItY NO 


TWiST BIT NO FOR THREAD 


Socket Firmer Chisels 





Car Bits 





AUGER BITS 
EXPANSIVE BITS 
SOCKET BUTT CHISELS 


SOCKET FiRMER CHISELS 
CAR BITS BELL HANGERS ORTLLS 


RAZR BLADE DRAW 


si toa . VD” — 


HANDY CALCU 


sce co ¥ SPIRAL SCREW DRIVERS 


AUTOMATIC 


Razor Blade Draw 
Knives 


PUSH DRULS 


BIT EXTENSIONS 


Automatic Push Drills 


TURNING TOOLS 
ANO MANY MORE 


Spiral Screw Drivers 


Bit Extensions 


LATOR ‘| 








teem Ose 
tne nen eo ote 


ee ee 
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Bell Hangers’ Drills 


Turning Tools 


And many more. 
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Making Thousands of New Friends-For You! 


carpenters and homecraftsmen are using their Handy Calcu- 


Meet the Handy Calculator, latest device to promote the 
famous GREENLEE family! It’s a new circular “‘slide rule”’ for 
woodworkers. But since it speaks best for itself, we'll be glad 
to send you one, with our compliments. 

A fast, easy-reading tool, this Calculator gives bit sizes for 
head, body and thread of standard screws, nail specifications, 
tool sharpening tips, slope per foot in degrees. Converts linear 
to board feet, compares hardness, weights, shrinkage, warp- 
ing, ease of working of various woods, too! Soil-proof, heavily 
constructed, it fits neatly into a tool kit. 

Uncle Sam has long had first call on GREENLEE production 
facilities and we haven’t been able to satisfy all civilian de- 
mands. So we prepared the Calculator as a special wartime 
promotion to keep the GREENLEE name “up front” .. . 
offered to mail it for a dime, way less than cost. Then through 
a powerful ad campaign in Popular Science, Popular Me- 
chanics and The Carpenter we introduced it to millions of 
potential customers. 


And it went over with a bang! Already tens of thousands of 
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lator. It’s doing a good job for GREENLEE—and for you! 
These thousands of amateur and professional craftsmen know 
the name GREENLEE now. After the war, they'll be ready to 
accept the GREENLEE tool you recommend! But, 

see for yourself—write for your free Calculator 

today. With it, we'll send a free copy of a new 

booklet you'll want to read, “Tool Profits”. 

Greenlee Tool Co., Division of Greenlee Bros. 


& Co., 1812 Herbert Ave., Rockford, IIl. 


REGISTERED TOOLS 


FOR THE CRAFTSMAN 














DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


suneins, Sotery, and 
tures 
It's the’ Quality line that leads in sales 
from coast to coast. 


FEATURES THAT SELL 


Ultra-smart A Air I 

Cabinete—Hi Crown wl eer = 9 
matic Lighting—Syphonsire Chassis— 
Super Glo Radiants—A.G.A. Ap- 
proval. These are features that make 








heaters truly Outstanding. 
They Offer a Talkable—Visible = 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 


inst the w 
. No seared fingers. "Ne burned syphonai 
aya me patented. Dearborn’s famous cool cabinet feature is 
safety. 


NAT. 
ure. 
mex. 


FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 
5s yh i pt C- ge * Hi-Crowa Burner 
Pi You eens tues Derformance plus tt» 


DEARBORN STOVE COMPANY 


8256 Milwaukee Ave., Chicago, Ill. 3625 8. Grand Ave., Les Angeles, Calif. 








The RICH 
“DUREX”’ 


DEPENDABLE 
HOUSEHOLD 
LADDER 


FOR IMMEDIATE NEEDS 
CONTACT YOUR JOBBER 


The RicH LADDER & Mec. Co. 


DEPOT ST. CINCINNATI 4, OHIO 




















A NUMBER OF 


RUBBER 


HOUSEHOLD ITEMS 
NOW AVAILABLE 


@ Rubber Sink Stoppers 
@ Rubber Plate Scrapers 
@ Rubber Soap Dishes 

@ Rubber Castor Cups 

® Rubber Door Stops 

® Rubber Tank Balls 

@ Rubber Force Cups 

@ Rubber Basin Plugs 

@ Rubber Crutch Tips 


WRITE 


FOR NEW in addition to our gen- 











CATALOG eral line of specialties. 








KEYSTONE BRASS & — ep bergzies INC. 


eo! OF s: Gr Av 


PHil ADELPHIA 32 PA. 





GETTING SET 
TO "GO" 
Though demand still exceeds supply 
of available materials, look to your 
jobbers for growing allotments as 
rapidly as production controls are 
relaxed. 


Falund 


EGG BEATERS 
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CoAttract More Women who Spend More... 











DISPLAY BEAUTIFUL VOLLRATH WARE— 
FAMOUS FOR DURABILITY AND SERVICEABILITY 


Successful housewares dealers know that women, who appreciate the 














Porcelain Enameled Sauce Pot 


value of quality kitchenware will buy when they spy Vollrath Ware 
on display. They realize that, since 1874, daughters have observed 
their mothers’ satisfaction with beautiful, durable Vollrath Ware . . . 





And, today, regard the simple, blue-and-white oval trademark as the 
true, exclusive symbol of quality kitchenware. So, do as leading dealers 
will do to attract these better customers who spend more — reserve 





choice display space for the complete line of Vollrath Porcelain 
play sf if 


Porcelain Enameled Dishpan Enameled and Stainless Steel Ware. 


The 


BUY MORE BONDS! Meath: 
Co. 


GENUINE VOLLRATH WARE BEARS THIS LABEL 


SHEBOYGAN * WISCONSIN 








ESTABLISHED 1874 
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BROWER 


(em WORLD'S LARGEST LINE OF POULTRY SUPPLIES — 
OVER 425 ITEMS 





“If it’s available, Brower’s have it,” has been a by-word of poultry 
equipment dealers for many years. 

When wartime material shortages developed, Brower continued to 
deliver the goods by making use of durable, non-critical materials. 


Now, with metals again available, Brower has swiftly introduced many 
newly designed, improved items . . . the very latest in poultry equip- 
ment! So, as always, “look to Brower’s for the best.” 


Send for your 1945 Brower Catalog 


BROWER MFG. CO. 318 .N. 3rd St., Quincy, Ill. 


SALES BEGIN WHERE 
SQUEAKS END 


e*The 3-color SLIPSTICK point-of-sale 

gf merchandiser with one-dozen sticks of 
@ DIXON’S new soft, wax-like graphite 
# lubricant is available to help you increase ‘ / 
your sales. , Working full-tilt on war contracts, 
Sell this handy stick for fast rub-on applica- Columbian is nevertheless able to 
tion to bicycle chains, fire arm actions, to produce limited quantities of rope 
doors, windows and drawers — wherever for civilian use, from the best pos- 


icki i i ible fibre authorized by the 
sticking, squeaking, squealing demands eff- sible 
cient friction-fighting graphite. — per eg pl > 
Write for name of nearest jobber ‘ use Columbian. - 














COLUMBIAN ROPE CO. 
JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. is 








Push-Pins 
Push-less Hangers 


Sell them TOGETHER for every 
pin-up or hang-up need. 44 
years of dependable service. 
Ask your jobber. 


FAULTLESS CASTER CORP. 


Factory Evansville, Indiana 
Stratford 
Ontario Branches in Principal Cities 











QUALITY PERFORMANCE 


We take pride in knowing that our products 
are meeting the strenuous tasks of war and when 
victory is ours we will again be ready to produce 
to our full capacity the same high quality hard- 
ware that Imperial Bit and Snap has long been 
noted for. 





Baie. 6 8S ee eee Fe ee RACINE, WISCONSIN 


HARDWARE: AGE 





“YOU BET, THERE’S PLENTY 
OF CUSTOMER INTEREST 
IN HOMECRAFT POWER 
TOOLS! DELTA CONTEST 
ENTRIES PROVE THAT!” 


And Delta homecraft dealers get the 
promotion and the products to make the 
most of this big post-war opportunity... 





From North and South, from East and West, even 
from Canada — thousands of entries in the Delta 
Post-War Shop Planning Contest have poured in. 
¢ Here’s tangible evidence of the growing en- 
thusiasm for homecraft as a hobby — and valuable 
information that helps us to help Delta homecraft 
dealers cash in — in a big way — on this tremen- 
dous post-war market! « We know now — because 
your prospective customers themselves have told us 
in their entries — just which Delta 
Homecraft Power Tools to ship first D 
after the war, to satisfy the greatest 

demand, « And we know, also — be- 


Sn a 
3 


LTA 


cause those same prospects told us so — the price 
range that’s going to help Delta dealers do a lion’s 
share of the homecraft power tool business! ¢ 
These reasons — plus the fact that most present 
and prospective home workshop “fans” recognize 
famous Delta Homecraft Power Tools as quality 
tools—mean dollars and cents in the cash registers 
of Delta Homecraft dealers! ¢ Investigate the pos- 
sibilities of taking on the Delta Homecraft Power 
Tool line in your locality. 


THE DELTA MANUFACTURING co. 


600 E. VIENNA AVE., MILWAUKEE 1, WISCONSIN 


MILWAUKEE 


HOMECRAFT 
Power Tooke 


— with big-space, full- 

color advertisements in 
magazine supplements 
distributed with Sun- 
day newspapers! 
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Stimulates ad- 
ded interest among 
present enthusiasts 


— with a continu- 
|; oe ; : ous schedule of 
SCIENCE and full pages in the 





- 


his Business-Building Polic 
_ Means profits for you 


I 


Speaking of 
Hard-Surface 
Floor Covering . . . 


The next time a salesman—any sales- 
man—comes into your store, ask him 
this pointed question: 


“What about your long-time business 
policy?” 


Don’t be satisfied with vague gener- 
alities. For the right business policy 
may easily mean the difference be- 
tween profits or loss to you. 


And that’s exactly why there’s never 
been anything vague about Bird’s 
Business Policy. It’s a practical com- 
mon sense idea that’s been successful 
for nearly 150 years. 


Some people call it fairness, under- 
standing, friendliness, appreciation. 
But here at Bird it's called Co-opera- 
tion, the sincere day-by-day co-oper- 
ation that begins with the first call— 


and never ends ... that keeps one 
thought constantly in mind: 


Every Bird Floor Covering Dealer 
must be continually satisfied with 
Bird Products, Bird Service and Bird 
Merchandising. 


Just as this Practical Co-operation has 
been proven in the past, and is prov- 
ing constantly helpful today under 
wartime restrictions and allotments, 
so it will be doubly valuable tomor- 
row, when salesmanship faces the 
strain of post-war competition. 


Bird-Co-operation begins with your 
Bird Floor Covering Distributor. Look 
to him for active assistance in your 
own post-war planning. Let him ex- 
plain to you Bird's 4 Keys to Post-War 
Profits. Let him help you get ready to- 
day in every possible way for a bigger 
and better floor covering business 
tomorrow. 








HARDWARE 


AGE 








ALABAMA 


Birmingham—Alabama Appliance Company, Inc. 


ARKANSAS 

Fort Smith—Williams Hardware Co. 

Little Rock—J. T. Lloyd Company 
Texarkana—Buhrman-Pharr Hardware Company 


COLORADO 
Denver—Barwick and Company 


CONNECTICUT 


Hartford—Associated Oi! Burner Co., 
New Haven—Associated Oi! Burner Co., 


FLORIDA 

Jacksonville—Graybar Electric Company, Inc. 
Miami—Graybar Electric Company, Inc. 
Tampa—Graybar Electric Company, Inc. 


GEORGIA 

Atlanta—The Yancey Company, Inc. 
Augusta—Augusta Grocery Company 
Macon—Jackson-Wynn Company 


ILLINOIS 

Chicago—Westcott, Hindmarsh, Inc. 
Decatur—Wait-Cahill Co. 
Peoria—Williams, Inc. 
Quincy—McDonald Stove Co. 


INDIANA 

Fort Wayne—The Wayne Hardware Company 

Indianapolis—The Diem & Wing Paper Co. 
Bend—The Wayne Hardware Company 


IOWA 

Cedar Rapids—Harper & McIntire Company 
Des Moines—Langan Paper Co. 
Dubuque—J. F. Stampfer Co. 
Ottumwa—Harper & McIntire Company 
Sioux City—A. Y. McDonald Mfg. Co. 


KANSAS 
Wichita—Ryan-Radio & Electric Company 


Inc. 
Inc. 


FOR HOMES 


KENTUCKY 
Harlan—McComb Supply Company 
Louisville—Louisville Tin and Stove Company 


LOUISIANA 

Lake Charles—Murray-Brooks Hardware 
Co., Ltd. 

New Orleans—B. V. Redmond and Son 

Shreveport—The Lee Hardware Co., Limited 


MAINE 
Bangor—Rice & Miller Company 
Portland— The Emery-Waterhouse Company 


MARYLAND 
Baltimore—Baltimore Floor Covering Sales Co. 


MASSACHUSETTS 
Boston—Henry N. Clark Company 

Ben Elfman Carpet Company 
Pittsfield—Aird-Don Co. 
Springfield—Associated Oi! Burner Co., 
Worcester—Ben Elfman Carpet = 


MICHIGAN 
Detroit—Eidelman Bros. 
Grand Rapids—Republic Distributing Company 


MINNESOTA 


Duluth—Dewitt-Seitz Co. 
St. Paul—Motor Power Equipment Company 


MISSISSIPPI 
Jackson—Orgill Brothers Hardware Company 


MISSOURI 

Kansas City—Ryan-Radio & Electric Company 

Springfield —General Wesco Stove Company 

St. Louis—Ryan-Radio & Electric Company 
Witte Hardware Company 


NEBRASKA 
Lincoln—Schwarz Paper Company 
Omaha—Major Appliance Company 








ASPHALT SHINGLES - 
a bitie Silo), B-lery ish) 


WALLBOARDS - 


Bird & Son, inc. * 


East Walpole, 


INSULATEC SIDINGS 
* FLOOR COVERINGS 


BUILDING PAPERS 


1 SERVICE 
2 RIGHT PRODU 
3 SALES AIDS 


CTS 


4 CO-OPERATION 


Locate your Bird Floor Covering Distributor on this page. He’s 
a practical business man, schooled in co-operation, who 
knows floor coverings, and how fo sell them. Don’t make 
your Post-War Plans final until you have talked to him. He'll 
be among the first to know what Bird will do tomorrow. 


NEW YORK 

Albany—Aird-Don Co. 

Binghamton—W. A. Case & Son Mfg. Co. 

Buffalo—W. A. Case & Son Mfg. Co. 

Jamestown—W. A. Case & Son Mfg. Co. 

Kingston—Aird-Don Co. 

Newburgh—W. A. Case & Son Mfg. Co. 

New York—Eskay Carpet Corporation 
Kane Carpet Company 

Plattsburgh—aA. H. Marshall Co., Inc. 

Rochester—W. A. Case & Son Mfg. Co. 

Syracuse—W. A. Case & Son Mfg. Co. 

Tarrytown—Goldberg Wholesale Supply Corp. 
Troy—Aird-Don Co. 
Utica—W. A. Case & Son Mfg. Co. 


NORTH CAROLINA 

Charlotte—American Hardware and 
Equipment Co. 

Lexington—Peerless Mattress Company 

Magnolia—J. A. Smith & Company 


NORTH DAKOTA 
Fargo—Dakota Hardware Co. 


OHIO 
Cincinnati—The Diem & Wing Paper Co. 
Cleveland—Edward W. Daniel Co. 

The Kane Co. 
Columbus—The Palmer-Donavin Mfg. Company + 
Toledo—V. J. McGranahan ne Co. 
Youngstown—R-K Specialty, Inc. 


OKLAHOMA 
Oklahoma City—Wm. Mee Company Inc. 


PENNSYLVANIA 
Allentown—Royal Wholesale Co. 
Altoona—Electric Appliance Distributors 
Erie—W. A. Case & Son Mfg. Co. 
Lancaster—Eshelman Supply Co. 
Philadelphia—Warren M. Koons 

Benjamin Lewis & Son 
Pittsburgh—J. A. Williams Company 
Wilkes-Barre—The Bravman Company 
Williamsport—Electric Appliance Distributors 





RUBBERLIKE FLOOR RUNNERS 
PRESSBOARDS 


SHOE CA 
BIRD 





New York 


Shreveport, La. ° 


RHODE ISLAND 
Providence—Ben Elfman Carpet Company 


SOUTH CAROLINA 

Columbia—Graybar Electric Company, Inc. 

Greenville—American Hardware and 
Equipment Co. 


SOUTH DAKOTA 
Aberdeen—tThe Jackson Hardware Co. 


TENNESSEE 
Chattanooga—Archer Paper Company 
Johnson City—Summers Hardware & 

Supply Company 
Knoxville—House-Hasson Hardware Co. 
Memphis—Orgill Brothers Hardware Company 
Nashville—W. A. Case & Son Mfg. Co. 


TEXAS 

Amarillo—Amarillo Hardware Company 
Dallas—Graybar Electric Company, Inc. 

Fort Worth—Nash Hardware Co. 
Houston—Graybar Electric Company, Inc. 

San Antonio—Graybar Electric Company, Inc. 
Texarkana—Buhrman-Pharr Hardware Company 


AH 
Salt Lake City—Barwick and Company 


VIRGINIA 

Danville—Piedmont Hardware Co. 
Lynchburg—Perrow-Evans Hardware Corporation 
Norfolk—Commonwealth Sales Corporation 
Richmond—Commonwealth Sales Corporation 
Roanoke—Roanoke Hardware Company, Inc. 


WEST VIRGINIA 

Bluefield—Bluefield Hardware Company 
Charleston—R. HW. Kyle and Company 
Fairmont—Fear & Sons 

Logan—Logan Hardware & Supply Company, Inc. 
Wheeling—Greer & Laing 

WISCONSIN 

Green Bay—Brauman Paper Company 
Madison—Wisco Hardware Company 
Milwaukee—Westcott, Hindmarsh, Inc. 


INDEX 
SHIPPING CONTAINERS 
RTONS BUILT-UP ROOFS 
FIBRE WOOD FRAME CASES 


Chicago, il. 
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A Message to Myers Dealers 


Myers national advertising is continually telling 

millions of farm and non-farm families about 

Myers Water Systems and urging them to “SEE 

THE NEAREST MYERS’ DEALER.” Do these 

Myers prospects in your territory know YOU? 

To make this advertising work for you, tie up 

with it locally by using the cost-free material 

included in Myers complete program for local 

cooperation. Don’t take it for granted that every- 

one locally knows you are in the pump business, 

—— Make sure—keep on reminding them — and 

“paopuction wit ee cash in on the public acceptance enjoyed by 

ner Sve peste aus Myers pumping equipment. As the Myers dealer 

. ere you are entitled to this free service and we 
recommend that you use it. 


THE F. E. MYERS & BRO. CO. 
1011 Church St., Ashland, Ohio 
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4 
WATER SYSTEMS + PUMPS + SPRAYERS + HAY UNLOADING TOOLS 


HARDWARE AGE 





[cc ae ee we rw Vw SF ee 


aT a SS !6hlCUlm! CUM 


DECEMBER 7, 1944 


All nails the same? Better not say so in the presence of an 
experienced carpenter, for his views on the subject are apt 
to be very decided. And who ought to know nails better than 
the man who’s working with hammer and nails every day 
of his life? 

Bethlehem Nails are made for men who know their nails 
and insist on the strong, tough, true-driving kind. They are 
made of the proper quality steel, to close tolerances, on 
modern, automatic machinery. Heads are uniformly strong; 
points are sharp. 


Bethlehem Nails, Brads and Staples, like the other Beth- 
lehem products listed below, are now available in limited 
wartime quantities. 


Other Bethlehem Products for Farm Use 


WOVEN WIRE FENCE BARBED WIRE 
FENCE POSTS 
BOLTS AND NUTS BALE TIES 


GALVANIZED SHEETS FOR ROOFING 
AND SIDING 





Semi-School Days 
* 


Yes, it’s been a 
TOUGH SEMESTER! 


—but, lamentable as war is, it has set manufacturing miles 
ahead. Far more is now known about materials, tensile 
strengths, tolerances, surface treatments, product design, 
work flow, etc., than was ever dreamed of in prewar times. 
In this hectic “schooling,” we have profited much. When 
peace returns, it will be our happy privilege to share what 
we have learned with returning soldiers, jobbers and 
dealers, and with our patient friend, Mr. John Q. Public! 


THE NEW HAVEN CLOCK CO., New Haven, Conn. 


new HAVEN CLOCKS wa Flee Timepleces 
Since 1817 


























Here i is the proved, most effective, labor-eaving way to rid 
livestock of grubs, wolves or warbles, lice, flies, scab, skin 
diseases, etc. Saves hides! Saves fences! Saves labor! Is 
always on the job. Allows livestock to treat themselves 
when and as needed. Used by leading livestock producers 


and feeders everywhere! 
ationally Aduertised in arr tHe THOUSANDS 


LEADING LIVESTOCK PUBLICATIONS Ii SOLD ) BY poche — 


As a result of intensive national advertising acceptance Mt readily sells by 
continuously for more than 2 years... such was the “case with Automati Curr; 
there’s a ready-made demand for Automatic [qAAA Asi. i/ssiiii/ssi7 Aina 
Currying and Dipping Machines in your ter- 7i=——7—————an — 
ritory! DEALER FRANCHISE PLAN 
Write Today For DESCRIPTIVE FOLDER and AVAILABLE NOW FOR apn TIME! 


DEALER FRANCHISE PLAN * bee 
i@, EQUIPMENT MFG. CO. pepr. 404 
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YOU HARDWARE DEALERS 
GAN HELP SOLVE HOME GIFT PROBLEMS, sit iy w 
». 
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It’s Smart to Give Practical Glass Gifts 


More and more the Hardware Store is be- 
coming the place to buy gifts for the home 
...and this year the Dealer can sell a wide 
variety of useful, helpful presents made with 
Libbey-Owens-Ford flat glass. 

There are scores of practical gifts, such 
as Mirrors, and Table and Furniture Tops 
made of L-O-F Polished Plate Glass. (All 
that’s needed for making glass tops is a 


template or pattern as a cutting guide.) Per- 


haps some Hardware Dealers already are 
utilizing salvaged glass for coasters and 
small shelves for the home. 

Of course L‘O-F Glass is preferred by 
more Hardware Dealers, because the public 
recognizes this well-known name and knows 
that the L-O-F label stands for high quality. 
If your supply is low, phone your L‘O-F 
Distributor today. Libbey‘Owens:Ford Glass 
Co., 36124 Nicholas Building, Toledo 3, O. 





5 mr oRtant 


was Pale Pe LIBBEY: OWENS - FORD 


40007 





—_ 





a Gneat Name in GLASS 
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FOUR EXCLUSIVE 
FEATURES 


1 Patented double-angle cutter. Cuts 
absolutely clean, leaves no edge. Leaves ab- 
solutely no metal shavings to drop into food. 


2 Compensating spring. Allows cutter 
to operate smoothly over heavy seams or 
on thick walled cans. 


3 Easy-pierce cam. The Smoothcut cam 
and compensating spring make piercing 
almost automatic, and practically effortless. 


4 All parts die-cast or precision ma- 
chined. Not even the wall bracket stamped. 
Strong at every point. 


NGLE Cutter 


MELINA 


CAN OPENER 


Production has been resumed on the famous 
Regina Smoothcut in a limited way. Orders are again being 
taken on the can opener that’s “‘ Best by Test,’”’ with delivery 
anticipated next April. Customer demand for the Regina 
can opener is great. And it will continue to grow, because 
housewives everywhere have found Smoothcut the better, 
the more efficient can opener. 

While present restrictions will not permit us to fill in full 
the vast number of orders received, we promise fair distri- 
bution of Regina can openers as they are produced. During 
the coming year, we shall strive to speed more and more 


Smoothcuts your way. 


GET ON THE ““FLOOR POLISHER RENTAL PLAN’’ BANDWAGON 


There’s still time to add your name to the ever-growing list of dealers who 
have received the profit-making Regina “‘Postwar Floor Polisher Rental 
Service Plan.’’ Write in and get your copy plus a preferred reservation 
blank entitling you to early delivery of Regina electric floor polishers. 


ay tHE REGINA corporation, RAHWAY. NEW JERSEY 


Fine Products tor the Home sin 
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By the time this message reaches you, we hope 
production of Wear-Ever utensils will be only a 
few weeks away, to continue employment for those 
gradually being released from our war work. 





Of course it will take us time to catch up on all 
of the Wear-Ever saucepans, teakettles, roasters, 
baking pans, percolators and other utensils you 
need. So we ask your consideration—because of 
our continuing, important war work. Genuine 
Wear-Ever quality will be worth waiting for . . . 
and we shall speed it on the way to you as soon 
as possible. 

Why Wear - Ever Aluminum is 
WORTH WAITING FOR 


I. LASTING QUALITY. Millions of women know that 
the Wear-Ever trademark means quality that 
lasts from mother to daughter to granddaughter. 


anion, 
mp Home- 


d in this cam 


Good 


2. BETTER, EASIER COOKING. Heat spreads through- 
out an aluminum utensil approximately three 
times faster than through other commonly-used 
utensil metals. This rapid spreading of heat dis- 
tributes it more evenly throughout the entire 
utensil, avoiding hot spots and scorching. 

A pint of milk can be boiled down to one quarter 
pint, over low heat, without stirring, and it won’t 
scorch. In baking and roasting this rapid spread of 
heat through aluminum means more beautiful, 


3. FUEL SAVING. The faster heating of aluminum, 
its lower radiation of heat and faster spreading of 
heat cut fuel bills. 


4. ALUMINUM IS FRIENDLY TO FOOD. Aluminum pro- 
tects natural colors, flavors and wholesomeness of 
foods. For example, aluminum is without effect on 
valuable Vitamin C. 








The Wear - Ever 
PRESSURE COOKER 


Would you like more delicious meals, 
with less time in the kitchen? Would 
you like more time to spend with your 
children, more time for reading and 
recreation? 

You can put potatoes or string beans 
in a Wear-Ever Pressure Cooker with 
only a little water. The cooking tem- 
perature is reached speedily . . . then 
potatoes are done in only eight minutes 

. . string beans in only two and one half! 

Your family wil] exclaim over the 
appetizing. garden-fresh colors of vege- 
tables, and they'll compliment you on 
the new deliciousness of flavor. 

Economical cuts of meat are cooked 
to savory tenderness in a fraction of the 
time they used to take. 

You'll be glad you waited for a genuine 
Wear-Ever aluminum pressure cooker. 





WEAR-EVER 


ALUMINUM UTENSILS 


TRADE MARK 


REG.U.S. PAT. OFF. 


Made of the Metal that Cooks Best — Easy to Clean 





THE ALUMINUM COOKING UTENSIL COMPANY, NEW KENSINGTON, PENNSYLVANIA 
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Handsaws Hacksaws 
Crosscut Saws Keyhole Saws 
Z, Circular Saws All Other Types 








E. C. ATKINS AND COMPANY, 410 So. Illinois St., Indianapolis 9, Ind. 








THE BECK-NOR 
SIMPLIFIED ACCOUNTING 
SYSTEM IN SUCCESSFUL 
USE BY THOUSANDS 
SINCE 1920 


Anyone who can read it can 
understand it and anyone who 
can read can use it. Always 


BLADE COMPARTMENT —— 
“ know just where you stand. 


In THE = 

has capac —— > “ as 

ras hee c Three sizes: $3.75 Bound 

EXTRA BLADES be : Book for annual volume up to 
$25,000; $7.50 Junior Loose 

Leaf System, for volume up to 

$40,000; $12.50 Standard Loose 


am?’ 
are available again: fasten frame 
$40,000; Sent PREPAID. 
DEALERS: Order thru your Jobber at once. ORDER ON APPROVAL 
JOBBERS: Write or wire for prices and sample. and join our list of SATISFIED USERS TODAY,—or write for folder 
giving full description. 


SEED FILTER CO. « FREEPORT, N. Y. THE BECK-NOR COMPANY Salina, Kansas 





























* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 














M, ADE of the finest steel obtainable 

. . electrically tempered . . . diamond 
point tested for hardness . . . beau- 
tifully finished and numbered separ- 
ately for easy reference in re-ordering. 


Dasco supplies a complete line in a 
wide variety of dealer displays . 
these sales-making displays are fur- 
nished without charge. Write for 
literature. 


DAMASCUS STEEL 
PRODUCTS CORP. 


ROCKFORD, ILLINOIS 


Sold by 


heading = | Jam | = : Che Sheffield Bronze Powders Stencil 
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rite for folder C-1038 
ine, Kanses HIGH CARBON STEEL 


The Same 
C-1038 
High Carbon Steel 
is Used in 
Both® Lines 


RECOMMENDATIONS a 
SHINYHEADS— Bright Finish — eS 
= 


with Hexagon Heads completely 
machined, top and bottom, with we a 


all six (6) faces bright mirror Ss 
SS 


finish—are recommended for all 
; 


a 


5 


general purposes and can be heat “al 
treated by customer in emergen- 
cy cases where heat treatment is 
required of certain particular 


s 
sizes for additional strength. Y= 
i 


sé y, 
= wih 
A 
eo 


THE FERRY CAP & SET SCREW CO. 


CAP AND SET SCREWS » CONNECTING ROD BOLTS + SPECIAL ALLOY STEEL SCREWS 
HARDENED AND GROUND BOLTS + FERRY PATENTED ACORN NUTS 
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ZINC PLATED STEEL GRIP For'voncer service 


WHITE ASH HANDLE Clear Cacauen Finish 


STURDY CONSTRUCTION Eve-apreat 


EXPERIENCE 


AN ROUND OR SQUARE POINT 
KNOW-HOW ABILITY ASA \" 


,» HIGH CARBON STEEL BLADE 


WAX PROTECTED 


PRODUCTION FACILITIES 


SALES APPEAL AND DEMAND ‘ 
HIGH QUALITY AT SAME LOW COST _ \ 


aN 





The High Quality Line that Enables You 


to Make Money at Competitive Prices. 


MAMBO 


METAL PRODUCTS CO. AKRON 8, OHIO 












TION 


/ICE 


FINISH SELL DEMING “OIL-RITE” 
FOR LONG-LASTING SERVICE 


id “ “Sold the Deming OIL-RITE for years, but 
. 4 Ne i} never any major repairs for them,” said 











TOMER f a) y) one leading dealer. 
htt. aie “Heavy duty construction makes the 
he Deming OIL-RITE a long-lasting pump,” 
is the statement of another successful dealer. 
= 7 The reason? RUGGED STRENGTH is 
*. engineered into every part. 
a i 
) N if f “ Mb =} With only six moving parts, replacements 
i 3 due to wear are reduced to a minimum. 
| : When you sell the Deming OIL-RITE 
| aa Deep Well Pump, you sell a pump that 
will back up your recommendations 100%. 
J Write for complete information. 
TED : een RUGGED CONSTRUCTION! 


Pinion and crank shaft bearings are 
extra large and easily renewable. 
Crosshead has exceptionally large 
wearing surface. Crosshead guides are 
extra long and wide and designed for 
quick, easy adjustment. 








Capacities range 
from 190 to 3635 
gallons per hour. 
Made in 6, 10, 
14, and 18-inch 
strokes. Write for 
complete infor- 
mation. 

















PUMPS AND WATER SYSTEMS 


The Deming Company + Salem, Ohio 
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THE ONLY 
HOUSEHOLD REPAIR 
CEMENT THAT 


X-PANDOTITE 


Wow tt can be sold { Immediate deliveries 


to the American and Canadian trade — no priorities 
required . . . permission has been granted us to 
manufacture X-Pandotite in increasing quantities 
and to pack it in metal containers. Until now pro- 
duction has, of necessity, been limited. The au- 
thorities ok’d production for X-Pandotite because 
X-Pandotite is a repair cement that replaces new 
materials and because it is so easy to use that it 
saves calling in skilled repairmen. X-Pandotite is 
the only cement that expands as it sets. The ex- 
anding action causes a permanent, perfect, strong 

nd. No other cement has this amazing advantage- 


FOR THOUSANDS OF PERMANENT 
HOME AND BUILDING REPAIRS 


T's Easy to Hse _ Mold it, trowel it, or 4 


pour it. Use X-Pandotite in any desired consistency. 
It’s so simple to use that home repairs become a 
pleasure. 


T's Economical — You won't have to make 


repairs a second time. Anyone can use it. A little 
goes a long way. 


Wakes nepacrs last because it is leak- 


proof, moisture-proof, vibration-proof, and water- 
proof. It completely fills cracks in marble, plaster, 
tile, concrete, terrazzo and wood. A perfect anchor- 
ing material. It’s guaranteed not to shrink. It 
expands! X-Pandotite is unaffected by heat, oil, 
soap, or caustic solutions. 











Order from your nearest job- 
ber. If his stock is short, write 
us and we'll arrange for ; : 











X PANDOTITE 


A High Profit, Quick 
Selling Repeat Item! 
Accredited Jobbers a it sers 


please write! srg POR Peamanen 
Me ] 


AS 


X-PANDO CORPORATION 


43-15 36th Street © Long Island City 1, N.Y 


HARDWARE AGE 





ye 4 ~ 


@ 


‘U/L 


-iT’S 7 WAYS BETTER! 





pam cee. ona Proven Omg LONGER TIP — the tip has been lengthened to 7/16 in. 
fy the nennsiiien steel tape which enables user to operate his Streamline with one 
hand, and even to take measurements out of arms reach, 


rule — already famous with 
the trade. It is slimmer and caliper rounds up to nearly 1 in. diameter. 


sleeker and has more honest- 
value advantages than has EASIER TO REPLACE THE BLADE — the interior design has 


ever been put into any rule. been so simplified that anyone can change the blade. 


LESS FRICTIONAL WEAR — straight, smooth top edge of 
the case forms a frictionless channel through which the 
blade slides — no more scratchy graduations! 


LARGER BRAKING SURFACE — the braking surface for the 
lever lock is now as wide as the tape itself and twice as 
long as formerly — thus the blade is held immovable. 





SIMPLE DISASSEMBLY FOR CLEANING — a large flat head 
screw in the face of the case is all there is to remove. 


EASIER TO READ INSIDE MEASUREMENTS -— the back read- 
ing edge has been brought down flush to the tape. Readings 
are the same from every angle. 


LEVER LOCK MORE CONVENIENTLY LOCATED — the lever 
lock has been reset at the back édge of the case — makes 


inside measuring a simple one motion operation. 
spare blade 


65¢ list {Patent Pending) 


MASTER RULE MFG. CO., INC. 


DEPT. A-12 
815 East 136th Street, New York 54, N.Y. 
BRANCH: 


541 S. Spring Street, Los Angeles, Calif. 
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1871-1944 


ROUND OAK’S 
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BUY ANOTHER WAR BOND TODAY! 
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Head Your Buying 
List with ZIM 


When the war is over we will supply 
you with the familiar Zim appliances 
pictured on this page, and some strictly 
“postwar” new ones. Meanwhile, we 
are apportioning the products which 
conditions and regulatiofs permit us to 
manufacture so each customer will 
get some. 


CAN OPENER—Opens any shaped cans, 
leaving edges clean. Strongly made for long 
service. Folds up when not in use. 


JAR OPENER—Removes screw caps, bottle 
caps, pry-up caps and friction caps. Folds flat 
against wall when not used. 


FLATIRON REST — Every ironing board 
needs one. Leaves entire board for ironing. 
Folds back when not in use. 


Visit our exhibit ® January Housewares Show— 
at the Palmer House—Room 839 


ZIM MANUFACTURING CO. 


HEADQUARTERS FOR LABOR-SAVING HOME APPLIANCES 
3037 CARROLL AVE., CHICAGO, 12, ILL. 








Tungsten 


oe ek 
as 


That’s because only thetooth-edge 

is hardened, which leaves the body 

of the blade tough and limber to 

y stand hard use, and enables the blade 

to deliver many hours above the average 
So you can give of fast, smooth, trouble-free cutting. 

So now you can stock, once again, the com- 

plete Simonds “Red End” line of Hacksaw 

the right blade for every job _ Blades . . . High Speed Tungsten, High 

Speed Molybdenum, and Standard Steel, 

each type made either with hard edge or all 

hard. Get your order in today to the nearest 


. : : . i y ANCH OFFICES: 1350 Columbia Road, Bos- 

flexible . . . so flexible that it stoutly resists Simonds office ton Ba Mass.; 127 §. Green St Chicggo 7 

Il.; 8 First St., San Francisco 5, if.; 

24 sven if i AS i i ' 311 S.W. First Ave., Portland 4, Ore.; 520 

breakage even if it twists or binds in the cut. Be LE ye Ee 
yi Ave., Spokane 8, Wash. 

Cut the war WAR BONDS 


your customers 


Your customers will welcome back the 
Simonds “Red End” Tungsten Blades. For 
this is the blade that’s not only tough but 


PRODUCTION TOOLS 
FOR CUTTING METAL, 
WwooD, 


PAPER, PLASTICS 
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om- 
saw 
igh 
eel, 
all 
rest 
| Road, Bos- 
) Si, ; 


Ore.; 520 
1 W. Trent 


YAR BONDS 





“vie 
pat 


dependent wholesalers 


HAZARD INSULATED 
WIRE WORKS 


Division of The Okonite Company 


Wilkes-Barre, Pennsylvania 


W 


3879 
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LINE UP 
New Apartment 


Building Sales 
with STANLEY HARDWARE 


All over America, new apartment building 
plans await materials and labor. Stanley Hard- 
ware will be specified and installed by a major- 
ity of architects and builders who know they 


can count on its fine quality and helpful variety. 
This preference will give the Stanley dealer 
an inside track to sizable sales and profits when 


\ AR My 


apartment construction begins again. Plan your 
stock and aim your selling program to cap- 
ture this future business in your community. 
Stanley, as always, will be ready with displays 
and other material to help you make the most 
of this approaching opportunity. The Stanley 
Works, New Britain, Connecticut. 


N be (©) aw 
































HARDWARE AGE 

















We never stop 
working to improve 
Cyclone Quality 

ho design 
Even today the men whe '™ 
and produce U-S-S Cyclone 


“Red Tag” Products are busy on 
ible 1 ents. This 1s 4 
possible improvements. 


: AYBE you can get Cyclone 
job that is never finished. 5o M y : ' 


oods are plentiful “Red Tag” Hardware 
pas peer find it profitable to Cloth and Screen Cloth. After 
pare Cyclone line—Hardware war orders are filled, there is usu- SCREEN CLOTH 
Cloth, Screen Cloth, Lawn Fen ally a small supply of these products left 
Burner Baskets—all identifie to meet essential home needs. Naturally, 
the famous “Red Ta¢. the requirements of the Armed Forces 
come first, and there isn’t nearly enough 
to fill all home front wants. But, we urge 
you to keep in close touch with your job- 
ber. He’ll do his best to distribute his 
limited supplies of “Red Tag” products 
fairly and he'll be glad to keep you posted 
on what is available. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in principal cities 
United States Steel Export Company, New York 


UNI FB STATES STL 
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FREE—MATS and ELECTROTYPES 


Tie in with Mortite’s National Advertising Campaign running in magazines, newspapers, on 
radio stations. 


Advertisements in your local papers will bring customers to your store for Mortite Utility 
Tape. It’s fast selling and profitable. Order through your Jobber. 


Here are some of the mats and electrotypes furnished free to merchants who handle Mortite. 
Write for them by number to J. W. Mortell Co., 508 Burch St., Kankakee, III. 


( Vietlila 


THE UTILITY TAPE OF MANY USES 
A pliable plastic that comes all ready 


~ Ao nate or a, wy ~ like U T ! a ! T Y T A P E . 
ri n. eres to any clean, dry sur- 
9 he’ press - holes ant opens BETWEEN YOu 
wi e fingers and it stays put. Will not 

crack, shrink or chip off. Can be painted. and the COLD 

























New pliable plas- 
tic stops heat 
leaks— saves fuel. 
Weatherstrips 
windows, doors, 
baseboards, case- 
ments. Keeps out 
dust and dirt. 
Plugs cracks 


© A good plugger- © Permanent pie around drainboards, bathtubs. 
toenel< i ing for wood or metal 








AHA 





W-281 Electrotype from woodcut 
W-281M Mat from woodcut. 


|AAAEH 














‘o 
cracks in Seal ‘ 
sadwesieeh, cash Use inside or outside. Can be 
around screens, win- painted. 







dows, casements, tran- @ Plugs leaks around 

soms, baseboards bathtubs, toilets, sinks, EASY TO APPLY 

© Keeps out dirt, dust "dry tubs, etc. Unrolls like ribbon. Just pressinto place 
and vermin andit stays put. Does not crack, chip or 





@ Makes good pack- 
@ Stops rattles ing and gaskets 


About 80 feet to box, 
enough for $ windows 


shrink. A roll covers about 80 feet, enough 

for 5 windows. 

At your Dealer’s . . . . $1.25 
Higher West of Rockies and Canada 
































W-290 Electrotype of complete advertise- W-296 Electrotype of complete advertise- 
ment for ment for newspaper use. 

W-290M Mat of complete W-296M Mat of complete advertisement for 
Newspaper newspaper use. 






















































W-273  Electrotype for all uses, 2” wide. 






by onestyee See all uses, 2” wide. W-273M Mat, 2” wide. 
-294 at, 2” wide. W-285  Electrotype, 4” wide. 
W-295 Electrotype, 4” wide. W-285M Mat, 4” wid 










W-295M Mat, 4” wide. 









W-292 Electrotype for all uses, 2” wide. 
W-292M Mat, 2” wide. 
W-293 Electrotype, 4” wide. 


W-293M Mat, 4” wide. 
DISPLAY 


Attractive 2-wing dis- 
play printed in 2 colors. 
15” high, 21” wide. Set 
it up on counter or in 
window with several 







































UTILITY TAPE boxes of Mortite Util- 
“ ity Tape from stock 
W-283  Electrotype, 144” wide. and watch it make sales. 
W-363M Mat, 1%" wide. 
W-384 3° wide. 









W-284M Mat, 3° wide. 
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e Authorities agree that much of 
Mr. and Mrs. America’s savings 
are definitely ear marked for 
quality houses after the war. 
These people will be building or 
buying “lifetime” homes. They 
will be prime prospects for qual- 
ity brass and bronze “lifetime” 
hardware. 


Inasmuch as-Corbin is the best 
known name for “Quality Hard- 
ware” it stands to reason that 
Corbin dealers will be all set to 





P. & F. Corbin 


pats Ses 


1| Good Buildings Deserve Good Hardware | 


SK 
wy 


Ste er ee 






get their share of this “cream of 
the crop” business. 


Corbin hardware, in designs, 
materials and finishes to meet all 
your requirements, will be avail- 
able as soon as restrictions are 
removed. 


A Corbin representative will 
be very glad to tell you how you 
can prepare now to capitalize 
locally on the Corbin reputation 
and to build a sound, profitable 
builders’ hardware business. 









Quality products 
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iT COOKS 


IT RETAINS 
HEAT LONGER 


HERE’S YOUR 


RECIPE FOR 
BIGGER POSTWAR 


PROFITS! 





SALES DEPARTMENT: 1490 MERCHANDISE MART, CHICAGO, ILL 


DECEMBER 7, 1944 


IT 
DISTRIBUTES 
HEAT EVENLY 


IT’S EASY 
TO CLEAN 


IT HAS 
LIFETIME 
DURABILITY 


Take an item that is manufactured of correct design and quality 
materials; add a bit of beauty and attractiveness that gives it instant 
appeal; stir in a considerable portion of utility, dependability and 
long life; garnish with generous amounts of well-planned adver- 
tising and merchandising . . . and you have a profit item that you 
can’t afford to overlook in your postwar selling plans. 


That is Auto City Iron Chromeware! 


And there are other reasons, too, why you'll want to give this 
fast-selling cookware a prominent position high on your list of 
postwar profit items ... its remarkable sales records before the 
war, our increased production facilities that will assure quick 
deliveries once production is resumed, and our selling proposition 
that includes generous profit margins for you. 


WRITE TODAY for complete details of the sales and profit 
opportunities of Auto City Iron Chromeware. 


BUY ANOTHER WAR BOND TODAY! 


FACTORY: 3450 DENTON AVE., DETROIT 11, MICH 
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phe are two ways 
td look at these CAMPBELL HAMMER-LOCK COTTER PINS — 
both favorable. 

First, take the Hammer-Lock feature: Insert the 
pin, hit it on the head with a hammer—and it’s 
locked, positively and permanently without need 
for spreading the prongs. That means high speed 
on a production line. 

“But,” your customer may say, “I just want regular 
Cotter Pins — don’t need that Hammer-Lock feature.” 

In addition to and apart from the Hammer-Lock 
feature, you have in CAMPBELLS a cotter that is true to 
size, fits snug and doesn’t vibrate in the hole. The 
centered tip inserts easily as a nail; the hook-nosed 
prong is easy to spread. CAmpsBEtLs are clean—free 
from burrs or loose grit. 

So, in campsetts, you have the kind of cotters your 
customers want, whether they buy for the Hammer- 
Lock feature or for over-all performance advantages. 


We also make acco (regular type) COTTER PINs. 
Both acco and CAMPBELL CoTTERs are made from wire 
drawn to accurate size. They come in Monel, Stain- 
less Steel, Brass and Bronze; also Carbon Steel in 
the following finishes:—SRP electro galvanized, 


cadmium or coppered. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


a word about Manila Rope 


Many are successfully substituting weld- 
less chains for small and medium size 
Manila rope. The American Chain Chart 
lists the correct chain to replace rope of 
given sizes. If you do not have a copy of 
this chart, mail a postcard for your copy. 
It’s free of charge. 





AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 
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Informal Editorial Comments... 


Just Among Ourselves 


... By Charles J. Heale, &ditor of HARDWARE AGE 








Properly Handled “Special Requests” 
Create Good Will for Stores:— 


A YOUNG and 


successful hardware merchant 
in a small eastern village has 
done an outstanding job of be- 
ing very agreeable in the 
handling of his customers. 
People like to trade at his 
store. He has been particu- 
larly good natured about 
“special requests” and has 
earned considerable good will 
for the way in which he has 
handled them. 

In the last two years, how- 
ever, shortages in many lines 
have made it increasingly dif- 
ficult for him to maintain his 
one-time fine record for 
handling special requests 
promptly. This was not his 
fault but some customers acted 
as though it were. Many were 
not only unreasonable but also 
were quite outspoken in their 
attitude. Being in a small 
community, the situation was 
quickly and clearly appre- 


ciated by this merchant. Sens- 
ing the long haul implication 
of holding or losing good will, 
he started to investigate and 
was able to uncover some 
interesting reactions among his 
customers. Outstanding (and 
surprising to him) was this 
criticism, “Bill always seems 
anxious to promise to try to 
obtain anything special, makes 
a written record and gives you 
the feeling that it can be done, 
with reasonable speed. Then 
nothing happens. If he can’t 
get it, you just don’t hear any 
more about it. When you 
check up on him later he dis- 
misses the matter by saying 
that he couldn’t get it and that 
is all there is to it. 

“If he didn’t think the 
goods were obtainable he 
should make that point quite 
clear in the first place and 
then, after a reasonable try, he 
should notify me so I can try 
some other place or plan to go 
without it. He thinks because 


he was willing to try that he is 
giving good service. I don’t 
think so. I am sure he tries 
to fill special requests but he 
is too indifferent on the follow 
through.” 

This was bitter, but good 
medicine for Bill. He now 
handles all special requests in 
a thoroughly business-like way 
in a special, dated book. He 
is more cautious in his promi- 
ses, follows up these special 
requests and, whether or not 
he is able to get the goods, the 
customer is kept informed and 
therefore is less likely to feel 
neglected. 

This is a simple experience 
on a situation that could easily 
exist in many other stores. 
Goods are short, help is short 
and, as a result, the patience of 
customers is often short. There 
isn’t any advantage to being 
agreeable on special requests 
if you don’t handle them 
efficiently and do a complete 
job from start to finish. 
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Post-War Hardware Stores 
And Post-War Competition:— 


A J. LUTHER has pre- 

¢ pared two _ interesting 
articles presenting some ideas 
about probable merchandising 
development in post-war retail 
hardware stores. The first in- 
stallment of this helpful dis- 
cussion was published in the 
November 23rd issue of Harp- 
WARE AGE starting on page 
88. In this issue, starting on 
page 72, is the second half of 
Mr. Luther’s message. Both 


articles merit careful and 
thoughtful, consideration by 
all hardware men, as the au- 
thor has long been a keen and 
competent student of retail 
hardware merchandising prob- 
lems with special emphasis on 
store arrangement and dis- 
plays. His two articles pro- 
vide some thought-provoking 
fundamentals which hardware 
dealers must consider if they 
are to hold their own in the 


post-war competition for retail 
sales. He gives proper thought 
to lighting, color schemes: and 
the kind of fixtures which m- 
vite store trafic and encourage 
additional sales. He: stresses 
the need of brighter, more at- 
tractive and more interesting 
stores, recognizing the fact that 
there will be many large eper- 
ators competing for consumer 
hardware business whem the 


war is over. 


The Three Men Appointed 


To Surplus Goods Commission:— 


T seems to us, that one by 
one the experienced practi- 

cal business men are leaving 
the Washington surplus goods 
disposal arena. At press time, 
it is reported that President 
Roosevelt, subject to Senate 
confirmation, will appoint Lt. 
Col. E. J. Heller, Calif., 
former Connecticut Governor 
Robert A. Hurley and Senator 
Guy M. Gillette, as the three- 
man surplus goods commis- 
sion or administration. Sena- 
tor Gillette, defeated for re- 
election, would serve as chair- 
man. 

Without pretending to have 
any detailed knowledge of the 
private and public lives and 
experiences of these three 
gentlemen, we do feel strongly 
that at least one of these three 


jobs should have gone to some- 
one identified with the distri- 
bution business. The proposed 
appointments appear teo 
heavy on the political side. 

The disposal of surplus 
goods will be’a major under- 
taking, sorely needing the best 
distribution brains this coun- 
try affords. A man like Don- 
ald M. Nelson would have 
been an ideal chairman. The 
job would be “right down his 
alley.” 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 136 








Presumably, there will be 
various advisory committees 
from many segments of the 
business world but the au- 
thority would rest with the 
commissioners or administra- 
tors. 

Business men who have 
served on advisory commit- 
tees for WPB and OPA know 
the difficulties of such pro- 
cedure. Many will not have 
much enthusiasm for partici- 
pation along these lines but 
must realize that unless the 
services of experienced, com- 
petent distribution executives 
are made available, the han- 
dling of surplus goods very 
quickly may become a serious 
economic liability in the post- 
war period. 
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“FIRST We'll Go to the 


Hardware Store” 





That’s the homeowners’ chorus nowadays. And they 
mean it! As Victory draws ever closer, householders 
are making definite plans for long-delayed repairs and 
replacements. In fact, home improvement is at the 
very top of the list for released spending. 

These plans will be put into action before very long. 
In the meantime, ILCO must continue to devote most 
of its effort to its present all-important job — pro- 
ducing the war goods that will help speed our fighting 
men’s return. But when Victory is won we will again 
devote all our manufacturing skill to supplying the 
Hardware Dealers, who have done so well with so 
little, aiding them in serving their waiting customers 
with a full line of ILCO Security Hardware. 




















x *k * 


You can still buy ILCO Security Hardware for war essential needs, 
under WPB-547. Such orders will receive our best attention, and we will 
gladly assist you toward interpreting priorities. 
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Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 











SECURITY HARDWARE BY ILCO HAS GONE TO WAR 
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| an impressions are important and 


many people judge you, your store and your mer- 
chandise for the first time by your store front. The 
modern store front: 

Stops and pulls in customers. 

Cashes in on other forms of advertising. 

Sells more goods or services. 

Establishes the character and individuality of your 
store. 

Produces the effect of outdoor billboards. 

Provides quick identification of store, type of 
merchandise and price class. 

Offsets competitive disadvantages, including loca- 
tion. 

Adds to store display facilities. 

Controls store traffic. 

Makes display more effective. 


More Glass in Store Fronts 


Like the interior of the store, the post-war front 
will be opened up to show more actual merchandise. 
Fronts will be more simple and direct with larger 





EDITOR'S NOTE:—Our thanks to the following firms for 
valuable assistance: Armstrong Cork Company, Floor 
Division; Pittsburgh Plate Glass Company; Westinghouse 
Electric & Manufacturing Company; General Electric Com- 
pany; W. C. Heller & Company, and Kawneer Co., Niles, 
Mich. 





THE POST-WAR 


The concluding instalment of a 
store of the future and giving 


By A. J. LUTHER 


Archer-Daniels-Midland Company 
Minneapolis, Minn. 


expanses of plate glass and less evident posts and 
frames. The wide entrance doors will be of clear 
plate glass. More of the store will be placed on 
view from the street. 

Having the ceiling of the store front and the 
store interior the same height makes them more 
nearly one unit and therefore helps eliminate the 
idea of a barrier between inside and outside. 

One store front plan places the display window 
back from the building line, thus lessening reflec- 
tion in the displays and allowing customers to shop 
in stormy weather. Another plan features an en- 
tirely glass-enclosed window and uses glass panels 
at the ceiling to obtain daylight. 


Backgrounds for Display Windows 


Much has been written about eliminating all back- 
grounds in display windows. Without a background 
to concentrate the attention of customers on the 
merchandise displayed instead of the entire store in- 


Store fronts will be opened up to place more of the store on view from the street. Note the simplicity of 
this Pittsburgh Plate Glass Co. front which features wide plate glass entrances. 
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two-part article describing the 
reasons for changes anticipated 


EDITOR'S NOTE: For more than 20 
years, Mr. Luther has been a keen 
student of store arrangement and 
display and an accepted authority 
on the subject and its relation to 
competitive merchandising. 


terior, the value of window displays drops at least 
half. In smaller towns and low traffic locations 
where the selling value of display windows is smaller, 
or in cases where the dealer does not have the 
facilities to make effective displays, an open window 
is preferred. However, much of the success of some 
stores is based on the selling power of their win- 
dows, in which case a background is desirable. 

The entire cost of one of the new improved store 
fronts can often be written off in a few years as 
point-of-sale advertising. 


Larger Selling Space for Broader Lines 


One of the first points to consider is how to ad- 
just store space and fixtures to handle many of the 
new lines of merchandise available now and after 
the war, as well as regular pre-war lines. 

The tendency in retail distribution for many 
years has been to broaden lines—a throwback to 
the old time general store. Many retail outlets will 
be considered only as so many square feet of dis- 
play space to display and sell merchandise with 
high sales, profit and turnover possibilities. 

One of the cardinal rules of good store operation, 
to select and put sales effort behind merchandise in 
direct proportion to its earning capacity, should 
be carefully considered when selecting and featur- 
ing post-war merchandise. Many large store op- 
erators know the profit rating of all table display 
merchandise and give items space and sales effort 
in proportion to earning ability. Unit of sale and 
turnover should be considered as well as gross 
profit. 

The trend toward higher incomes in the lower 
economic groups will continue after the war. This 
means a greatly increased market for luxury and 
semi-luxury lines of merchandise. 

Lines that have helped during the critical war years 
such as china, glassware, pottery, toys and gift lines 
will probably be maintained. Such items as floor 
coverings, small rugs, unpainted furniture, porch 
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A throwback to the old time general store. 





Merchandise will be selected and given space 
and sales effort according ‘to earning ability. 





Wider stores are necessary to take full advantage 
of the selling power of the island arrangements. 
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Basement stairways should be at least 7 ft. wide. 


and lawn furniture take up considerable space if 
effectively displayed. Major appliances will be big 
sales producers, with many stores exhibiting com- 
plete model kitchens and laundries. Hand and power 
tools have been popularized through wartime experi- 
ences. Complete farm service departments will be 
popular in rural communities. 

The paint department, because of its favorable 
sales and profit possibilities in comparison with other 
lines, earns and deserves more space and promotion. 
New sales opportunities will be opened up in every 
department in the store. 

The trend will be toward more selling space— 
larger unit stores—basement or second story sales- 
rooms—or an additional store building—in line with 
local sales oppurtunitics and competition. 

Experts on store layout have long pleaded for 
wider stores in order to take complete advantage of 
the island arrangement of tables. A store wide 
enough to accommodate a front of three or four 
islands is desirable. This means a store 35 to 50 ft. 
wide. 

There are a number of points that should be con- 
sidered before opening up additional selling space. 
For example, the following factors should be checked 
in connection with a basement sales room: 

1. It should sell at least $10,000 worth of mer- 
chandise a year. 

2. The ceiling should be at least 8 ft. high. 


 @ 
ane 








Self-service simplifies and shortens selling time. 
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3. The basement must be dry. Proper ventilation 
should be insured. 

4. The stairway to the basement should preferably 
be placed toward the front of the store, in the center 
of the floor and facing the front door. 

5. Stairways should be at least 7 ft. wide. 

6. The well (or opening) to the basement should 
be so designed that merchandise can be seen from 
the main floor. Landing displays have proved effec- 
tive. 

7. The basement should be lighted at all times. 

8. There should be at least one clerk in the base- 
ment at all times. 


Handle More Customers With a Greater 
Degree of Self-Service 
Any store set up to handle more customer sales at 


an equal or lower cost of operation will be in a 
favorable competitive situation. A greater degree of 


cd 





Grocery and self-serve stores force customers to 
make a complete circuit of the store—60 per cent 
of all independent grocery stores have turned to 
self-service as a means to lower operating costs. 


self service in hardware stores is helpful in accom- 


plishing these results. 

Sixty per cent of all independent grocery stores 
have turned to self service as a means of lowering 
operating costs. The first completely self service 
hardware store was recently opened on the coast. 

Partial self service as practiced so effectively in 
drug, housewares, variety and other stores, both 
before and during the war, has never been fully used 
in many hardware stores. One of the reasons is failure 
to check and improve the flow of traffic through the 
store. 


Customer Contact Essential 


Many dealers utilize every square foot of store 
space with attractive displays on the newest style 
fixtures properly arranged in center island forma- 
tion. However, effective displays in a store are of 
very little value unless a maximum number of cus- 
tomers comes in direct contact with these displays. 
Self service grocery and drug stores force customers 
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the war. 


Mix Goods and Customers 


Goods and customers should be mixed into a 
profit cocktail. 

Our first suggestion is that a rough sketch be 
drawn of the floor plan indicating all display units. 
Then stand in the rear of the store and chart the 
path of the first 20 customers who enter. This sur- 
vey will usually show a number of “blind” spots 
with limited customer circulation—areas that are 
not producing sales and profits. 





A merchandise island shows a lot 
of what customers want a lot of. 


By checking your store and also your post-war 
layout against the following five points, customer 
circulation can be improved: 


Check Against These Points 


1. How is the front door hung? If it is hinged 
on the left the door opens to the right which tends 
to direct customers down the right hand aisle in 
the store. Frequently, all that is necessary to equalize 
customer circulation is to change the hinges on your 
front door. The use of double acting doors is pre- 
ferred because store traffic is then evenly balanced. 

2. Are the aisles properly spaced? Customers 
follow the path of least resistance—the widest aisle. 
If four out of five customers go down the right- 
hand side of the store, traffic can usually be equalized 
by narrowing this aisle and widening the other aisle 
or aisles. This can be accomplished by moving the 
center island units. 

3. Are there attractive displays to draw traffic? 
Interesting attractive displays with talking signs 
lead customers from one part of the store to the 
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to take a certain path in passing through the store. 

Limited customer circulation stymies the benefits 
of partial self-service, results in considerable lost 
motion and unnecessary steps on the part of sales- 
people and reduces the number of sales opportunities. 
The trend away from an exclusive men’s and 
women’s side of the store has been accentuated by 
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Five ways in which to mix the customers 
and merchandise into a profit cocktail. 


other. Customers are naturally and unconsciously , 
drawn toward the rear of the store. 

4. Is extra lighting used? The use of extra light- 
ing in certain departments of areas of the store 
will eliminate blind spots and increase store traffic. 
People, like moths, are attracted by light. 

5. Is the wrapping counter properly located? The 
wrapping counter is the “center of activity” or “hot 
spot” and can be used to control customer circula- 
tion. Customers naturally gravitate toward the 
wrapping counter and salespeople tend to congregate 
there. Most transactions end at the wrapping coun- 
ter. The wrapping counter should be located toward 
the rear of the store and placed crosswise. 


Selling Is Simplified 


With complete customer circulation in a well dis- 
played and priced store a fair proportion of every 
dealer’s stock can be sold by self service. Selling 
is greatly simplified. The time of salespeople is 
conserved. In addition, most customers prefer to 
browse around from one display to the other and 
frequently select one, two or three extra items they 
didn’t intend to buy when théy came in. Making 
it easy for customers to buy is good sales logic. 

Merchandise should be divided into two groups— 
that which can be sold on a self service basis—and 
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How is your front door hinged? It affects the 
circulation of customers throughout the store. 
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The wrapping counter is the hot spof of the 
store because most transactions end there. 


that requiring sales effort. Less time spent on the 
first group permits more selling time for high unit 
of sale items, merchandise that must be explained 
or demonstrated, and to clinch sales. The emphasis 
is on greater sales and more effective use of the sales 
person’s time rather than fewer salespeople 

Many of the new post-war floor plans achieve easy 
customer circulation and interesting display effects 
but at the expense of valuable and necessary dis- 
play area. 

Proper store layout, attractive displays of price 
marked merchandise and complete customer cir- 
culation are basic principles around which all suc- 
cessful store operation and sales promotion are 
built. They— 

—increase sales per salesperson. 

~simplify and shorten selling time. 
-permit greater store efficiency. 

—increase stock turn. 

--allow better service. 

—help advertising produce results. 

—-increase customer satisfaction. 


Consistent Promotion and Selling Effort 


Most of the above mentioned points are predicated 
on getting customers into the store, at least for the 
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Semi-circular, pull-out shelves spot feature lines 
and dramatize goods normally in closed containers. 
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first time. This is the job of a planned, steady pro- 
motion program. 

An effective sales promotion plan will be even 
more necessary after the war, due to the large turn- 
over in customers, the many new lines to be carried 
and the stiff competition for business. While thou- 
sands of customers have money to spend, what, 
where and when they buy is dependent on your 
promotions. 


The Four Star Plan 


Under the highly successful Four-Star-Plan the 
year is broken down into seasonable, natural sell- 
ing events such as school opening, fall canning, fall 
sports, etc. Each type of merchandise is then fea- 
tured in four ways—advertising, window display, 
interior display and suggestion selling. This pro- 
gram starts with advertising as it reaches the cus- 
tomer’s home and then follows through the store 
right up to the salesperson who is at the point of sale. 

This program should be started now. Prospect 
lists even for merchandise not available, such as 
major appliances, should be begun immediately and 
should not be delayed. 

The opportunities as well as the responsibilities 
of post-war selling will be large. This requires care- 
fud selection of employees, consistent sales train- 
ing, delegation of responsibility, wage incentives and 
the greater use of women in such lines as glassware 
and housewares. 


Greater Cooperation Between Manufacturer, 
Jobber and Retailer 


Intensive post-war competition between the differ- 
ent distribution systems will bring lower margins 
and prices. The manufacturer—jobber—retailer 
combination can well consider closer working ar- 
rangements to reduce lost motion and lower dis- 
tribution costs. Concentration of purchases, lower 
selling costs full package buying and stock simpli- 
fication are just a few problems to be solved in the 
future. 


The Four-Star Promotion Plan reaches from customers 
right up to the salesperson at the point of sale. 
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Six Orders a Day for Stove Parts 


And Repairs During the Season 


That's the record of the 
Manistee Hardware Co. 
Window display and 
advertising help 

build business 


F. L. Bristol inspects a stove that 
has been brought in for repairs. 


A THRIVING stove 


business is done by the Manistee 
Hardware Co., Manistee, Mich., 
in practically all types of stoves, 
although during wartime the 
largest volume has been on coal 
and wood stoves and their repairs. 
F. L. Bristol, owner, says that 
during the fall and winter season 
his firm averages about six orders 
for stove parts or repairs every 
day, which gives an indication of 
the large number of stove cus- 
tomers who patronize the store. 


Use Wood Stoves 


Manistee has a population of 
8,675 and is located on the east- 
ern shore of Lake Michigan. There 
are numerous summer resorts in 
the area and there is also quite 
a bit of agricultural activity. Sum- 
mer visitors and farmers are 
natural users of coal and wood 
stoves. Local farmers have sizable 
woodlots and this means that they 
have considerable use for wood 
stoves. 

As a result of wartime man- 
power shortages, Mr. Bristol does 
a large amount of his own stove 
repairs. In quite a few instances 
he calls for and delivers large 
stoves that need repairs, although 
he frequently asks customers to 
try to bring in their own stoves 
and call for them. Many cus-, 
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tomers, especially farmers, co- 
operate, for they come to town 
regularly to buy feed, groceries 
and other items and can easily 
load the family coal or wood stove 
on the farm truck. 

Winters are severe in that part 
of Michigan which means that 
local ration boards have given 
considerable cooperation to people 
who want certificates to buy ra- 
tioned stoves. Much of this busi- 
ness has found its way to the 
Manistee Hardware Co. which has 
been able to fill many orders from 
time to time. 

Now that restrictions have been 











lifted’ on coal and wood, Mr. 
Bristol looks forward to a fine 
volume of business this year or 
early next year, as many people 
are in the market for new coal 
and wood stoyes when they become 
more generally available. 


Buys Other Items 


“We like to do business with 
the stove customer,” ‘says Mr. 
Bristol. “As a rule there is a good 
profit in repairs and parts, and 
also in the sale of accessories. The 
stove customer, too, often buys 
other items in the store. This is 
especially true of farmers who are 
in the market for numerous items 
for the farm.” 

Mr. Bristol promotes his stove 
repair business by numerous win- 
dow displays during the season 
and also through newspaper ad- 
vertising. He also sells consider- 
able bottled gas and other stoves 
on ration certificate and expects 
to do a fine volume on other types 
of stoves in the post-war era. 
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Secretary, 
Starline, Inc. 
Harvard, Ill. 


A MANUFACTURER 


approached a very shrewd and 
well-known executive-buyer with 
this statement, “Look at this at- 
tractive line we have designed. 
Should we plan to put it on ihe 
market in the post-war period?” 

The buyer answered with three 
words, “Have you distribution?” 

There is going to be a large 
post-war farm market. In addi- 
tion to large farm equipment ma- 
chines, there are many equipment 
and hardware items that can be 
successfully sold to the farmer 
who will have both the desire and 
the purchasing power. The “Farm 
Store” or “Farm Department” 
may be operated by any type of 
dealer, be it called a farm equip- 
ment store, hardware store, lum- 
ber yard or by any other name. 
But it must be known as head- 
quarters for such items—the place 
where farm customers will go first. 

All will agree that when trac- 
ing the product from producer to 
customer, distribution holds the 
spotlight. 


What's Ahead of Us? 
What’s ahead of us in the field 


of farm equipment and farm 
hardware? The American farmer 
today and for years ahead will 
possess buying power that will 
make him one of the hardware 
trade’s best customers. For many 
years back the farmer has not 
been able to buy all the things he 
needed. He did not possess suff- 
cient wealth. He did not have the 
profit margin to enable him to 


“They shall beat their swords into ploughshares 


The Huge Post-War Farm 


By H. B. MEGRAN 





H. B. MEGRAN 


maintain his farm buildings and 
equipment so that he could op- 
erate as efficiently as he wished, 
nor was he able to maintain the 
standard of living to which he 
and his family were entitled, and 
which they had always desired. 


Farmers Have Money 


Now this has changed. Farmers 
are accumulating funds. It is not 
because they are making so much 
more profit, but primarily because 
they haven’t been able to buy 
many things they want. Farmers 
are conservative. They do very 
little speculating. They are reduc- 
ing their debts and putting money 
away against the time when 
needed things become available. 
Farm purchasing power should 
continue even if a price lag comes. 

When the farmer begins to re- 
build and to put his farm build- 
ings in tip-top shape, to purchase 








time saving, profit making equip- suc 
ment and hardware — WHERE bec 
WILL HE BUY IT? ma 

We note two distinct divisions mai 
as to pre-war sales outlets for farm and 
machinery, equipment, hardware as 
and supplies. There is the “full” gar 
line of farm machinery, including seri 
tractors, combines, corn pickers, effo 


plows, harrows and all those large 


pieces of machinery that are manu- T 
factured by “full line” farm ma- I 
chinery companies. Nearly every line 
“full line,” to a great extent, is thor 
marketed by established dealers 150 
whose ‘selling efforts are largely witl 
behind some one line. In the past Mar 
such dealers have been known as Pro 
implement dealers, although they equ 
are now generally known as farm ing 
equipment dealers. The latter serv 
more inclusive term covers all had 
items that might be classified as in t 
farm machinery and equipment. M 

In connection with the sale of clas 


and 
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Market—Who Will Sell It? 


“Farm equipment, hardware and supplies 
can be most successfully sold, in the 


future, by any 


type or 


classification 


of dealer who elects to become known 
as headquarters for these lines.” 


Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


such a “full line,” and particularly 
because it includes power-driven 
machinery, such a dealer must 
maintain a repair and service shop 
and service farm machinery just 
as an automobile dealer provides 
garage service. Rendering such 
service means less time for sales 
effort and expansion. 


Thousands of Other Items 


In addition to these complete 
lines of big machinery, there are 
thousands of other items. Over 
1500 manufacturers are registered 
with the Farm Equipment and 
Machinery Branch of the War 
Production Board. Many farm 
equipment dealers, their time be- 
ing absorbed with selling and 
servicing heavy machinery, have 
had little time to become interested 
in these other farm items. 

Many of these items have been 
classified as hardware rather than 
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as farm equipment because many 
hardware stores have been selling 
them. But more recently, hard- 
ware stores have been specializing 
in tools, builders’ hardware, table 
and shelf hardware, glassware and 
gift merchandise. There is not 
much glamour in the sale of farm 
items such as hay carriers, track 
and supplies, for example, for they 
are not displayed on shelves and 
table but are often stored in the 
basement or back room. So the 
trend among hardware dealers is 
all too often to pass up the sale of 
these items and to confine their 
efforts to merchandising lines 
more in demand by city people. 


Lumber Dealers 


Lumber dealers, sensing the 
situation and noticing that imple- 
ment dealers and hardware dealers 
were not making the most of many 
of these farmequipment lines, have 





in later years become successfully 
interested in their sale. Many 
farmers go first to the lumber 
dealer for cement and lumber for 
their farm buildings. Therefore, 
is it not logical for the lumber 
dealer to attempt to sell the farmer 
roofing, nails, ventilators, hay car- 
riers—in fact everything that is 
needed for the farm barn or shed? 


Who Will Sell It? 


So who will sell the farm ma- 
chinery, equipment, hardware 
and supplies in the post-war 
period, when all of these lines are 
again available in quantities? Will 
it be the hardware dealer, imple- 
ment or farm equipment dealer, 
or the lumber dealer? It may be 
dealers of all three classifications 
or perhaps in a new type of 
“Farm Store.” Whichever it is— 
it will be the dealer who has 
really decided to go after the farm 
trade. 

Where will the farmer buy? 
How about this approach to the 
question as we seek the answer? 

A large and nationally known 
department store had Mr. Gallup, 
of “Gallup Poll” fame, determine 
why people wanted to trade with 
it. Business was conducted strictly 
on a cash basis and goods were 
presumably offered at a slightly 
lower price level than the store’s 
competition. The store’s manage- 
ment supposed that its trade posi- 
tion was held because its prices 
were so low. However, results of 
the poll showed that price ranked 
third. The first reason was that 
people said they knew they could 
always find what they wanted in 
that store. The second reason was 
that all merchandise was well dis- 
played with prices clearly shown. 
Customers did not want to waste 
time going to several other stores 
unsuccessfully seeking things they 
needed. They went to thgt par- 

ticular department store _ first 
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because they were sure they could 
get what they wanted at that store. 

Drug stores sell many non-drug 
items because they have become 
known as places where these items 
can always be found, and because 
such items are competitively 
priced in such stores. 

Farm equipment, hardware and 
supplies can be most successfully 
sold, in the future, by any type 
or classification of dealer who 
elects to become known as head- 
quarters for such lines. 

Consider this situation. The 
customer goes to a store to buy 
an item which he finds in its stock. 
That store holds his complete con- 
fidence as the place having what 
he wants at the right price. Think 
of the selling advantage and the 
opportunity for a quick non-com- 
petitive sale provided by eliminat- 


Join the Hardware Age Post-War Forum! 


The competition of today is on the field of battle. Tomorrow the com- 
petition will be in the field of business. It will be of a much more 
strenuous nature than it has been in the past. New products will emerge 
from the field of manufacturing and there will be many new factors 
entering into the field of distribution. Every branch of the hardware 
oe 4 


b nufacturing, wholesaling and retailing—should be engaged 
in preparing for the future: And the time to prepare is nowl 

The Hardware Age Post-war Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 





ideas upon this vital subject. 








“shop 


ing the temptation to 
around.” 

Now here is another angle to 
the “where will he buy it?” prob- 
lem. Will it be in a new type of 
“Farm Store?” Remember, the 
25-ft. store front on Main St. has 
definite limitation as a place for 
the successful sale of larger and 
heavier items. 

Farm lines must be well dis- 

















(WHEN STATEN ISLAND WAS 
BOUGHT FROM THE INDIANS --THE 


and I SVORY | 
by Unbter Gall 





played, which requires space. 
These lines cannot be successfully 
merchandised if kept in the base- 
ment or in the warehouse or be- 
hind the counter waiting for cus- 
tomers to come in and ask for 
them. An ideal “Farm Store” 
would be one 50 to 60 ft. wide, 
located where there is ample park- 
ing space, and not necessarily on 
Main St. If a dealer can create 
the reputation of carrying needed 
items in stock and as being the 
Number One place to go for farm 
equipment then customers will 
“beat a path to his door” even 
though he may be located a short 
distance off Main St., especially 
so if there is more parking space 
nearby. 

We are aware of the advantage 


DUTCH WEST INDIA COMPANY GAVE 

IN EXCHANGE “SOME KETTLES, AXES, 

HOES, DRILLING AWLS, WAMPUM, 
AND DIVERS SMALL WARES” 


of store traffic. As a store gains 
the reputation of being headquar- 
ters for farm supplies—the lead- 
ing “Farm Store” in the com- 
munity—store traffic will naturally 
multiply. 

If farm items are well displayed 
and plainly priced, think of the 
desire that will be created as cus- 
tomers pass up and down the aisles 
to do their weekly trading. They 
will go home with the items they 
came for and leave with a firm 
resolve to return for items they 
see and need and will purchase 
on their next trip. Displays for 
selling farm equipment must be 
equally as tempting as those used 
for selling many hardware items. 

Here is another question to be 
asked. Can a dealer handle all the 
lines, we have been talking about, 
which should be offered for sale 
in a “Farm Store?” It is more 
than a one-man job and may be 
more than the small independent 
dealer can swing. He needs to buy 
the right items at the right cost, 
to price competitively, to merchan- 
dise and sell, to finance. Much has 

(Continued on page 9%) 


A\nousn IT 
'S SAID THAT INDIA- § 
‘ RUBBER HOSE WAS 
IROUGHT OUT IN ENGLAND 
IN 1827--HOSE USED FOR FIRE PROTECTION 
UP TO THE YEAR 1859 WAS MADE OF LEATHER !..AT 
THAT TIME HOSE MADE OF COTTON WITH A RUBBER 
LINING WAS EXHIBITED AT A FIREMAN’S PARADE // 





U.22 WiLL BE PAID FOR EACH INTERESTING AND UNUSUAL FACT ABOUT HARDWARE USED IN THIS COLUMN? 
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RECONVERSION 


FOR A 
DEALER! 


DEALER we know made the following comments 
A on reconversion and we pass them on to you to 
paste in your hat: 

“I’ve heard a lot of big talk about the business of 
reconversion and wondered how it applied to me. 
When I stopped and analyzed my situation, I real- 
ized that, although reconversion is looked upon as a 
problem of industry, it also affects the dealer. In 


fact, reconversion seems to be taking place in my . 


store—right now. 


“I still have the same shelves and counters—in 
the same store—in the same location . . . and most 
of my customers are the same old gang. But, metal 
goods and other products that have been restricted 
because of material shortages are slowly coming 
back. My reconversion problem is to rearrange my 
shelves to take care of new stock which moves. . . 
and fast. I jot down in a little book all my cus- 
tomers’ requests for merchandise which is unavail- 
able. When the merchandise they want is available 
again, I’ll fill the orders.” 


In the past, firearms and ammunition have been 
an important part of every sporting goods depart- 
ment. The day is coming when that will be true 
again .. . and we hope it will be soon. In making 
your reconversion plans, don’t forget that Reming- 
ton is an accepted and leading brand among hunters 
and target shooters because they know that “If It’s 
Remington—It’s Right.” 
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“REMEMBER 
PEARL HARBOR” 


It’s been just three years since the Japs 
hit us below the belt at Pearl Harbor. 
We’ve come a long way since then, and 
now Japan is feeling the heavy hand of 
American wrath. 

We of Remington are proud to have 
played an important role in the winning 
of the “road back.”’ For months on end 
we produced, per day, more than 30,000,- 
000 rounds of ammunition and enough 
military rifles to equip an entire infantry 
regiment. 

With this third anniversary of Pearl 
Harbor, let’s once more rededicate our 
every effort to total Victory. 
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A Remington shot shell is more than a simple little 
piece of paper and brass wrapped around some 
shot and powder. There are over 100 chemicals 
used in the manufacture of this one small item 
which provides hunters with so much pleasure. 
r r 7 

Did you ever hear of the apteryx? He's a bisd in 
New Zealand and the natives call him the “Kiwi- 
Kiwi.” He has a long bill, big legs, a tail-less 
body—and no wings. 














“He wants to know if he buys two $25 bonds 
instead of one $50 does he get two kisses.” 
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This section, 35 ft. long and seven shelves high, holds plenty of paint—and sells it. 


Good Display and Expert Knowledge 
Combine to Swell Paint Sales 


George L. Nesbitt, Traverse City, 
Mich., has built up a big volume 
by knowing the line and its uses 
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Mr. Nesbitt explains the details of a painting job to a customer. 
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a. needs display 


to be sold in volume! That is 
the theory that George L. Nes- 
bitt of Traverse City, Mich., goes 
by, and it has been successful for 
him the 45 years he has been in 
the hardware business. 

Paint has always been a volume 
builder and a profit-maker at this 
store, because Mr. Nesbitt puts a 
lot of merchandising effort behind 
the line. He has given his paint 
department a 35-ft. long display 
section, with shelving giving him 
seven rows of paint display from 
floor level all the way to the ceil- 
ing. Both large and small sizes 
are shown in abundance, and this 
helps to convince the prospect 
that here is a store which handles 
paint in any size and quantity de- 
sired. 

Despite wartime difficulties, Mr. 
Nesbitt has managed to do a fine 

(Continued on page 87) 
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* HAMMERS *® HATCHETS * AXES 


* HEDGE AND PRUNING SHEARS 


% STAR No. 5 
STEEL GOODS 











N the early days of the last century,.forks and rakes 

manufactured in this country and sold through hard- 
ware distributors were made of wood and were known 
to the trade as “Wood Goods”. The only forks available 
made of steel were produced by local blacksmith shops; 
they were poorly designed, heavy clumsy tools. 


Over one hundred years ago, Mr. Lyman Batcheller 
established at Wallingford, Vermont, the first factory in 
this country for the commercial manufacture of steel 
forks. That was the introduction of “Steel Goods” which 
were soon to replace “Wood Goods”. 


The Batcheller Works very much improved the design 
of forks; one development was the “oval-shaped”’ tine. 
This design improvement made possible stronger and 
lighter forks. They were better balanced and served better. 


The steel used was imported from England, and as the 
fame and prestige of Batcheller Forks grew in this 
country, it resulted in a demand for Batcheller Forks in 
England. Soon forks were shipped back to England in 
payment for the steel from which they were made. 


That was the beginning of The American Fork and 
Hoe Company, makers of TRUE TEMPER Products. 
The goal of our pioneers who set out to build a better 
product has been faithfully maintained, for TRUE 
TEMPER has originated, developed and marketed 


THE AMERICAN FORK AND HOE 


JRuE TEMPER 
THE KNOWN VALUE EIGHT STAR LINE 


* SHOVELS 


. 
* STEEL GOODS * RODS AND BAITS 


*® SCYTHES, WEED AND GRASS TOOLS 


every important Steel Goods improvement and every 
important tool since that early date. 


The production of TRUE TEMPER quality and uni- 
formity is an art, requiring, injaddition to knowledge and 
skill, specifically designed production tools. 


Just as important is the gathering, grading, seasoning, 
finishing and driving of handles of the correct quality, 
size and design to best fit each tool. 


Today these fine TRUE TEMPER Steel Goods ai 
produced in six large, modern factories located at 
Wallingford, Vt.; Memphis, Tenn.; Fort Madison, Iowa; 
Ashtabula, Ohio; Geneva, Ohio, and New Haven, Indiana. 


Constant improvement in design, steel and heat treat- 
ment make possible better, stronger and lighter tools. 
We have just completed a careful study of today’s needed 
designs, sizes and grades, and have selected for our future 
production only those that are best in use. 


Because we tell and retell millions of consumers 
through the pages of America’s finest magazines about 
these basic advantages of True Temper Products, they 
have become a KNOWN VALUE, sought and preferred 
by millions’. Merchants who stock and display these 
True Temper KNOWN VALUES reduce sales expense, 
eliminate dead merchandise, and thus increase profits. 


COMPANY «+ CLEVELAND, OHIO 


Makers of 


TRUE TEMPER PRooucrs 
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Dark, knotty pine 
sidewalls in this 
department serve 
as effective con- 
trasts for china, 
glassware, gifts 
and other items 
displayed there. 
Framed pictures 
are shown upon a 
ledge at the top. 


Large stocks and an up-to-date 
system of selling also help to 
double business in these lines 
for Copenhaver & Henneberry 































Unusual Displays Increase Sales 


| Ser displays, 


large stocks and up-to-the-minute 
sales methods have combined to 


double sales in the china, glass- 


ware, picture and gift section 
for Copenhaver & Henneberry 
of Farmington, Minn. Added to 
these is a gift wrapping service 
which has done more than its 
share to increase the firm’s busi- 
ness in this department. 

Acting on the principle that 
beautiful dress will increase the 
attractiveness of a beautiful girl, 
this firm has made these lines even 
more. outstanding by providing 
an unusual setting for them which 


Framed pictures are featured 
on ledges above this section 
and also are spotted in many 
other locations in the store. 


HARDWARE AGE 








mm Hh -« 3 & «2A wlUCUelCU 


~s» me *® © fF mw 3 OF 















les 


ays, 
tute 
| to 
ass- 
‘ion 
ITY 
| to 
vice 

its 
usi- 


hat 
the 
irl, 
ven 
ing 
ich 











of gift items are featured 
upon this centrally located 
table. It's a very popular spot. 


is sure to attract the attention of 
the feminine customer. In the first 
place, the display windows have 
open backs making it possible for 
the passersby to obtain an ex- 
cellent view of the store’s interior. 
This serves to draw attention to 
the displays inside with the re- 
sult that many of them enter the 
store and make purchases. 

The entire sidewall of the store 
against which these lines are dis- 
played is of dark knotty pine. 
This background has been built 


into attractive sections, each 
of which has aan _ individu- 
ality of its own. The _light- 


colored merchandise stands out 
against this dark background in 
such a way that it compels the 
attention and cannot be _ disre- 
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Pictures, vases and a number 
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garded. When the section is illu- 
minated the effect is decidedly 
pleasing and conducive to addi- 
tional sales. 

Dinnerware and white pottery, 
which is featured close to the 
main display window, is ranged 
attractively on glass shelving. The 








only exception to this arrange- 
ment is in the case of several 
dinnerwear patterns which are 
shown in wire racks which are 
placed against the lower wall. The 
upper part of this section is given 
over to a display of pictures, a 
line that has+been exceptionally 





The glassware bar 
shows a profusion 
of glassware upon 
glass shelves in 
front of a mirror. 
This section re- 
sembles an ingle- 
nook and gives an 
impression of be- 
ing a department 
which is separate 
from the others. 


&5 


railroad men 


are fighting men! 


MER 





Veteran railroaders weor 
BOSS Engineers Special 602 


‘ 


Fighting a constant battle against time, meeting diffi- 
cult schedules, the railroad men are winning the biggest 
battle in their history. They depend on Boss Gloves 
for necessary hand protection. Essential war glove 
needs come first, but carefully determined allotments, 
shipped to our distributors at established intervals, 
assure your fair share of available Boss production. 
The Boss Manufacturing Company, Kewanee, Illinois. 


WORK GLOVES ARE WAR GLOVES! 





Buy War Bonds—Buy More Bonds 
For the Sixth War Loan 








ON AVAILABLE GOODS 


popular with the store’s customers. 

Next to this area is a glassware 
bar which is partitioned from the 
rest of the sidewall display. 
Glasses are shown on four glass 
shelves in front of a large mirror 
which reflects the articles on dis- 
play. The casual onlooker view- 
ing the reflection gets the impres- 
sion that there are many more 
glasses on display than there actu- 
ally are, although a considerable 
number of them are shown. 

“Since we dressed up our din- 
nerware, glassware and gift sec- 
tion, our sales have doubled on 
these lines,” says R. C. Copen- 
haver. “The knotty pine back- 
ground makes it possible for us 
to obtain some extremely effective 
display features which appeal to 
women. These lines have helped 
us greatly during wartime and we 
are going to continue them in the 
post-war period. The more women 
we can get into the store the more 
merchandise we know we are go- 
ing to sell.” 

Dinnerware sets in this store sell 
from $4.95 up with the $15 and 
$20 sets being exceedingly popu- 
lar. Business is done with both 
townspeople and farmers, with the 
latter purchasing sets of up to 93 
pieces. Farmers also buy a great 
deal of replacement dinnerware 
and a lot of plain white stock for 
everyday use and for threshing 
crew service. Townsfolk purchase 
sets of from 32 pieces up. 


Framed Pictures Popular 


Framed pictures have proved 
to be an excellent line at this store 
and a large stock of them is car- 
ried. Prices range from 25 cents 
up to $5.60 each and they are 
shown in many locations through- 
out the store in addition to the 
section above the dinnerware and 
white pottery. Many a housewife, 
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who comes to the store to pur- 
chase dinnerware, glassware or 
gifts, sees these pictures and pur- 
chases one or more. 

The firm carries quite an ex- 
tensive stock of gift items. For 
several years the management has 
provided a free gift wrapping ser- 
vice to customers and this has 
been an important feature. A local 
plant formerly employed many 
war workers and these employees 
continually asked for this free 
gift wrapping service. The war 
plant personnel has since been 
transferred elsewhere but the 
store’s regular customers have 
found this type of service to their 
liking and the firm has found that 
it is profitable to continue it. 


Good Display and 
Expert Knowledge 
Swells Paint Sales 
(Continued from page 82) 


business on paint. His shelves have 
always had enough room between 
them, and this means he did not 
have to remove shelving when the 
new wartime containers came into 
use. 

Mr. Nesbitt takes a real interest 
in the merchandising of the line. 
His knowledge about it, gath- 
ered over a 45-year period, has 
equipped him with much paint 
lore, so that he can help paint 
customers with difficult problems. 
He is always willing to explain in 
detail just how the various paints 
should be used. 

“The average person who does 
painting sticks at it year after 
year,” declares Mr. Nesbitt. “One 
year he will paint this, and the 
next year that. For this reason 
I have found that if you sell the 
customer on your paint line and 
service and help him to apply it 
properly by giving him correct ad- 
vice, he will continue to buy 
paints and supplies for many 
years. We have customers who 
have bought from us for ten or 
fifteen years or more.” 

Mr. Nesbitt has two roomy 
windows, and several times a year 
he displays paint in a mass show- 
ing along with supplies such as 
brushes, sandpaper, and other 
items. He also does some news- 
paper advertising on paints from 
time to time. 
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Urge Your Customers lo 


Give A SET For CHRISTMAS 


Each Ketxtocc Quauity Brush is scientifically designed and 
shaped to do a particular job of cleaning quicker and more effi- 
ciently than by ordinary methods . . . yet, when seen hanging side 
by side in the KeELLoce Quarry Brush merchandiser, they present 
a pleasing uniformity of appearance that encourages customers to 
pe not just one but a Sef to fully equip the modern kitchen 

rush cabinet. The uniformly styled Kellogrip handles, an exclusive 
feature of KeELLoce Quarry Brushes, are all fitted with convenient 
hangers for just this purpose. There is one sure-fire way to cash in 
on the eye-appeal of KELLoGG 
+ sim Brushes . . . keep 
them prominently displayed at 
Christmas time and all the 
time. 

a 


FREE — This beautiful, per- 
manent counter merchandiser 
with small assortment of fast 
selling styles. Ask your whole- 
saler about the 14-J deal. 


your wholesaler 


KELLOGG BRUSH MFG. CO. WESTFIELD, MASSACHUSETTS 


KELLOGG QUALITY BRUSHES ARE SOLD ONLY THROUGH RETAIL STORES 
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THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 


PRINT toughest, knottiest 
woods. 
mina Paedl 
ME Alumiriy roti If your customers have war uses for 
ithowt 9° these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 144" by sixteenths; with 
machine shanks, from 154" to 3” 
by eighths. 


Jhe PROGRESSIVE MFG. CO 
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Leak Masters are friends in need for home 
owners, farmers, janitors, and maintenance men 
because they stop leaks permanently—installa- 
tion is quick and easy. The everlasting ductile 
lead alloy flows into the hole and expands to the 
surrounding wall area making a _ permanent, 
inside seal. Leak Masters work on flat, curved, 
or irregular surfaces, and corners too, of all 
types of metal containers. 


CARRY OWN STORY—Each Leak Master is 
attached to a colorful price card which shows 

how the Leak Master makes a permanent, inside of Pm hole Fasert 

seal and gives simple installation instructions. pm wish sliers 

and draw up tight * By 

Sold by leading jobbers everywhere. with screw driver. : 


To install. Just turn 


am METAL PRODUCTS 4 


2322 West 58th Street, Chicago 36, Illinois 
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A SPECIAL MESSAGE TO DEALERS! tere is 


i f Am 
addressed to 1 50,000 painter-readers ° 
in chemical research behind these Du ho ee 
i itali thusiastic 
ing campaign to capitalize on the en 
- for paintbrushes bristled with Du Pont nylon. Why 


your community for these new nylon-bri 
just as soon as wa 


rtime restrictions are removed. 





erica’s leading trade magazin 
red nylon-bristled brushes, 
interest in them, a large po 
not plan now to 


stled brushes. They will be ava 


the second in a series of advertisements 


es. With one of the greatest names 
and with a hard-hitting advertis- 
st-war demand is being built 
make your sfore headquarters in 
ilable for civilian distribution 








IN PAINTBRUSH bristles are constantly 

revealing their superiority to hog bristles 

in durability, ease in handling and uniform 
brushout. Here’s the story: 

Under the authorization of the War Pro- 
duction Board, many paintbrushes bristled 
with Du Pont nylon were sent to master 
painters and industrial paintbrush users 
throughout the country for test purposes. 
These brushes were used to apply all types 
of paints to various kinds of surfaces, indoors 
and outdoors. Thousands of square feet of 
surface were covered. Reports were en- 
thusiastic. , 

Eighteen painters, out of a representative 
group of 20, reported that the nylon-bristled 
brushes sent to them lasted longer and did a 
better all-round job than natural-bristled 


Because of their lcnger wear and superior 
performance, the entire output of Du Pont 
nylon bristles has been allocated by the gov- 


U2 





ernment for war purposes. After Victory, 
however, nylon-bristled paintbrushes will be 
made by leading brush manufacturers for 
civilian use. 

Free Facts Book! Explains why nylon 
paintbrush bristles last longer—paint so well 
and are more economical to use. Send today 
for your copy to E. I. du Pont de Nemours 
& Co. (Inc.), Plastics Dept., Arlington, N. J. 
In Canada: Canadian Industries, Ltd., Box 
10, Montreal. 


Slim Bristle says: 





= 
“When available... 
look for the brush 
with the word 
NYLON on it. 


Jt is your guarantee of bristles 
with better service!” 











DU PONT NYLON BRISTLES 


S . » THROUGI 
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O,.. inch outside 


our front door was the curb of a 
cobble-stone street. It wasn’t .as 
wide as two ordinary sidewalks; 
not wide enough for an Ameri- 
can automobile. It amounted to 
a tolerably wide, cobble-stone 


walk between buildings. Such 
were the thoroughfares of Kwei 
Hsien. Traffic on them consisted 
largely of people walking, usually 
carrying burdens. Occasionally 
one passed a wheelbarrow piled 
high with merchandise, wabbling 
under the load. 

One open space in the squat 











Du. GEORGE 8. BENSON 


The author of this article, the president of 
Harding College, Searcy, Ark., has come. to 
the fore as an advocate of economical spend- 
ing by government, of sound financial structure 
for the nation and of private enterprise as the 
secret of our past prosperity and our hope for 
the future. 

In addition to a lecture program averaging 
three addresses a week, he writes a weekly 
column, entitled “Looking Ahead”, for 2500 
newspapers and conducts a weekly radio pro- 
gram on 30 stations in 13 states. In 194], as a 
private citizen, he appeared before the House 
Ways and Means Committee and proposed 
cuts in non-essential expenditures amounting to 
$2,000,000,000, a great number of which were 
ultimately achieved. 


Copyrighted 1944 The Institute 


of Business Economics 


By DR. GEORGE S. BENSON 
President, 

Harding College, 

Searcy, Ark. 
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The Chinese lug their oil on 
a stick 100 miles in 10 days 
at 10 cents a gallon. Chinese 
coolies draw a dime a day. 


and crowded town was the mar- 
ket place. My southern American 
up-bringing made me think of it 
as Court House Square but it was 
really an open air market for farm 
produce, surrounded by shops. 
Please don’t think of concrete 
walks and drives with street lights, 
plate glass show-windows and dis- 
plays of merchandise. There was 
nothing of the kind. The market 
place was drab. The shops were 
dim at night and dingy all the 
time. 

Kwei Hsien, the principal town 
of its district in Kwangsi Province, 
China, had 60,000 population, 
but covered no more acres than 
Searcy, Arkansas, where I livenow, 
which has less than 3,000 people. 
Kwei Hsien was inland 500 miles 
up West River from Canton. The 
closest seaport was Pak Hoi, 100 
miles overland to the south. 

After renting some rooms and 
opening some boxes, my first trip 
down town was for kerosene. The 
oil store had been “out” for days, 
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but now the coolies were coming 
into town from Pak Hoi with a 
fresh supply, and our lamp needed 
filling. The light I got at the oil 
store on economic and industrial 
conditions in China was worth in- 
finitely more to me than the oil 
I bought, and cost me nothing. 
Tired was not the word to 
describe those sweaty, brawny, 
young coolies. They were ex- 
hausted. They had walked for 10 
days over an uneven trail from 
port, covering about 10 miles a 
day. Each yellow workman had 
carried 10 gallons of kerosene the 
full distance; one 5-gallon tin 
swinging by a cord from each 
end of a bamboo pole which !ay 
across his calloused shoulders. 
The local oil dealer was paying 
off his carriers when I came in, 
and the tariff was no secret. These 
men expected to get, and actually 
received, the equivalent of 10 cents 
a day for their work. At first I 


From Pak Hoi 


America has railroads 
and tank cars and can 
move its kerosene 200 
miles a day for about 
one cent a gallon. The 
Chinese coolies draw 
ten cents a day and 
walk. American rail- 
roaders get $8.50 a 
day and ride. It is a 
matter worth looking 

into carefully. 
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felt a twinge of anger toward the 
merchant, offering such paltry pay 
for such arduous work. Then I 
priced the oil and found that 10 
cents a gallon had been added to 
cover the cost of coolie transpor- 
tation from port. I paid the bill 
and went away pondering. Prices 
much too high, wages much too 
low. 


China Can't Feed Itself 


This incident led me into more 
serious research. It made me hunt 
for economic factors that con- 
trolled industries more basic than 
oil, as far as China is concerned; 
agriculture for example. More 
than 80 per cent of China’s 423,- 
000,000 people live on farms and 
work the soil, but year after year 
China imports more food stuff 


than it exports—much more. The 


nation can’t feed itself although 
there is no richer soil on earth. 


Less than 20 per cent of the 
132,000,000 people in the United 
States live on farms and work 
the soil, but, for some reason, 
America exports vastly more food 
than it imports, year after year. 
“For some reason,” I said. There 
is a reason. It is no accident that 
we have a good country and they 
have a poor one. China has 
abundant natural resources, in 
greater quantity, and in some in- 
stances better quality than has 
America. Think of this: 

China’s interior had a civiliza- 
tion before the year one. America 
was a _ wilderness long after 
Christopher Columbus was laid 
to rest. Now, 500 years from 
start, America’s interior has rail- 
roads and tank cars and moves 
kerosene 200 miles a day for one 
cent a gallon, but the Chinese still 
lug their oil on the end of a stick 
100 miles in 10 days at 10 cents 
a gallon. Chinese coolies draw a 


Or the relationship of capital to 
local wages and national prosperity 
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dime a day and walk; American 
railroaders get $8.50 a day and 
ride. It is a matter worth looking 
into, 

How is it that in America we 
pay such high wages to every- 
body who works, get so much bet- 
ter and faster service and yet, ob- 
tain it at a mere fraction of the 
cost paid in other lands? I studied 
it by a process of elimination. 


Discarded Guesses 

Was it because China was av 
old, worn out country? Could it 
be because China’s land was 
eroded away, its forests hewn 
down, its coal and iron and oil ex- 
hausted? The answer was always, 
“No.” China’s soil is fertile and 
well watered. There are forests, 
untouched veins or ore unex- 
ploited and, in some cases, tested 
oil land. China has everything and 
does nothing about it. 

Was it because the Chinese 
people were poor and stupid and 
lacking in ambition? Again, 
“No.” The Chinese are naturally 
as smart as anybody. Some of 
them have proved their business 
ability by building wp huge for- 





tunes in other countries. Besides, 
acquaintance with a few Chinese 
will convince any person from the 
western world that they yearn for 
improvement. They like the 
things we like and wish for a 
chance to procure them. 

There are great opportunities 
in China and the people who live 
there see these opportunities and 
let them pass. Why? Simply be- 
cause they don’t dare invest their 
money in anything. The economic 
system is such that both bandits 
and government rob business. 
Capital hasn’t got a chance. Under 
the local war-lords, whose tenure 
is by force, it is a government of 
grab. If a wealthy man, or an 
association of well-to-do men, or 
a rich corporation of small stock- 
holders invests money in some- 
thing, it’s gone. They lose it, The 
rulers take it if bandits don’t beat 
them to it. Private business on 
any new scale, as soon as it pros- 
pers, is confiscated. As a result 
nothing prospers. 

Capitalists in the United States 
have invested sums in railroads 
that add up to $25,000 per rail- 
road employee. Consequently our 





Many Youngsters Attracted by Toys 
To Be Assembled 


TEYHERE are available for sale in 
many stores at the present time 
toys which youngsters can assemble 
themselves. These are usually con- 
structed of wood and range from 
jeeps to railroad engines. 
Robert F. Illian, Milwaukee, Wis., 
has a display of such items on a 
special counter, just inside the front 


This display catches the eyes of the children, parents do the rest. 





door of the store and sells many 
of them. Children have learned to 
build things because of their work 
with erector and other sets, includ- 
ing model airplane kits, and they 
like to assemble’jeeps and the like. 
These toys move well at the Illian 
store, and sell from 57 cents to $4.00 
and more for complete sets. 





railroaders ride at work and live 
well at home. A common carrier 
in China is a coolie. Investment 
in equipment is about 10 cents 
each for a tough bamboo pole 
and some strong cord. The wage 
scale is 10 cents a day. The 
worker only exists. 

Most adult Americans would 
sooner die than exchange lives 
with a coolie. The average 
Chinese has one chance in five 
to survive infancy; one chance 
in 600 to own an automobile if 
he lives to be grown. There is no 
incentive in China, no reward for 
working, no advantage in think- 
ing, no point to saving, no per- 
centage in investing and no ad- 
vantage in inventing. So we have 
railroads and the Chinese have 
bamboo poles and stone bruises, 
and there’s nothing they can do 
about it. 

With big investments in rolling 
stock, road bed, terminals, etc., 
the American workman is able to 
move such a quantity of freight at 
such high speed that he can earn 
good wages in spite of low rates. 
Had the American workman only 
a 10-cent investment, such as the 
coolie, he could accomplish no 
more, and earn no more. It is 
the facilities provided by the in- 
vestment that makes the difference, 
the entire difference. 


A Broad Principle 


The rule’s application is not 
limited to transportation. The 
average Chinese farmer cultivates 
only a few acres, often less than 
one acre. His total investment in 
tools is only a few dollars. Crops 
are planted, cultivated and har- 
vested by hand. Nearly all of a 
farm’s production is required to 
feed the farmer and his family. 

In America we have an average 
investment in tools of $3,000 per 
farmer. Counting the value of the 
land, farm investment averages 
$6,000 per farmer. With good 
tools, each workman of the soil 
cultivates 50 to 400 acres. He 
can’t eat up a modicum of what 
he raises. The surplus is ex- 
changed for improved equipment 
and learning, for automobiles, re- 
frigerators and radios; for dress 
suits, jewelry and oriental rugs 
that a Chinese family spent their 


(Continued on page 100) 
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YOU CANOFFER 


A BIG VALUE / 


. and a natural for your paint and brusb 
department. “Little Doc” Brush Cleaner re 
news old brushes and keeps new ones in top 

condition. Comes 24 to a colorful 
counter display. 

\ Step up your volume with thie 


and the four companion items: 


centrate, Ten Minute Car Wash, 

tom Rug and Upholstery Cleaner Con- 
centrate and the Refrigerator Clean- 
er. Write today. 


% “Little Doc” Window Cleaner Con- 
(y 


534 Californie Ave 
Avalon. Dittsburgh. 2. Pe 








7 me 
dri-kleen 


for 
QuICK 
SALES 
& 
GREATER 
PROFITS 
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Large Economy size retails for 
$1.00. Makes 25 gailons. Im- 
proved, scientific, soluble-crys- 
fal home cleaner for dresses, 
suits, hats, ties, drapes, uphot- 
stery, rugs, ALLFABRICS! - 


QUICK FACTS ABOUT DRI-KLEEN 
® Simple to use. © Odorless, non-infilammabie, 
plosive, ¢ Contains no soap, animal fat, 
acid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. © Restores 
eriginal sparkle and brilliance to colors. © Keeps 
hands smooth and soft. @ A ing! ical 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 





































THE DRI oe Se ee 
325 West Huror Strect, Chicage 


For the Hardware Dealer who 
stocks dependable merchandise, 
we announce an improved 


EX-E2- 
READY MIXED 


BIS-KIT FORM 





The entire country is now suffering from 
heavy rat infestations. Customers are ask- 
ing for an effective rat exterminator, 
which can be used safely around homes 
and farms, without endangering livestock, 
pets or poultry. Most are asking for a high 
class red squiil exterminator, such as has 
been recommended by rodent control au- 
thorities. K-R-O Ready Mixed is such an 
exterminator. The name K-R-O, for the 
past 20 years, has stood for quality and 
dependability. Today K-R-O red_ squill 
Powder and K-R-O Ready Mixed Bis-Kits 
are sold in every state of the union. These 
lines are assuring dealers a steady repeat 
business.. , 


K-R-O products conform to all estab- 
lished standards and are the result of close 
cooperation with the leading rodent ex- 
terminating agencies of the country. 


Order a stock of K-R-O Ready Mixed 
and K-R-O Powder today. Retail prices: 
K-R-O Powder, 75¢—2 oz. can. K-R-O 
Ready Mixed Bis-Kits, 35¢ small package. 
K-R-O Ready Mixed Bis-Kits, $1.00 large 
farm package. 


K-R-O has been made by the K-R-O 
Company for 20 years and is affiliated with 
the Rat Biscuit Co. which has made Rat 
destroyers for 40 years. Enjoy the security 
and advantages of dealing with a company 
of so many years’ experience. 


THE K-R-O COMPANY 
Springfield, Ohio 


K-R-O products are advertised in national maga- 
zines and farm publications. 








The Chicago “‘V’’-Belt 
Palley Display 







will help 
. You 
make Sales 


A $15.00 
Valae 
for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 134” up to 5” in diameters. 

All pulleys are for “A” belts 
and come in 14” and 5%” bores. 

The Display Board is finished 
in red, white and blue and has 
aoe in the rear for additional 
siz 


es. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St., CHGO. 12, ILL. 
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Projecting Wings 


50° Stronger, Bal 


anced Ferrule of %, 
Greater Diomete 


on Shank Prevent 
Blade from Turn 
ing in Hondile 


Splitting \ \ 


An ingenious Shoulder 
Formed in Blade Gives 
Added Strength to Super 
Grip Handle 





SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it’... the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of # complete line of beautifully 
= gy FORSBERG Hand 
Drills, All popular sizes up to 
¥%” chuck capacity. 











WHALE BRAND COPING SAWS 


No. 24... An extra deep, finely finished frame. 
Stock %” x 3/16”, depth 634” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. 


orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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A LARGE and com- 


plete repair department, housed 
in the 100 by 100 ft. basement of 
the Waterloo Hardware Co., 
Waterloo, Iowa, has proved very 
profitable during wartime. One 
division of the repair department, 
the sharpening of saws, lawn mow- 
ers, clippers, etc., is owned and 
operated jointly by the Waterloo 
Hardware Co. and O. C. Capps & 
Son. The remainder of the de- 
partment, including the plumbing 
and tinwork section, is owned and 
operated by the former firm. 
More than 12,000 saws of all 
sizes are sharpened every year by 
Mr. Capps and his son, Robert. 
These range from the small hand 


saws used by carpenters to the 





~ Sharpens 12,000 Saws a Year 


Waterloo Hardware Co.and O.C. 
Capps & Son also sharpen 60 
pairs of clippers a week and 
1500 lawn mowers every year 


large circular saws used in mills. 
Prices charged for sharpening 
range from 40 cents to $1.00 and 
up, depending on the size of the 
saw. They are sharpened by ma- 
chine, which of course requires 
careful watching if the job is to 
be done well. 


Widespread Business 


This repair shop gets a large 
annual volume of business not 
only from Waterloo, but from 
other sections of Iowa and other 
nearby states. The setup has been 
operating for many years and 
saw owners know that saws are 
sharpened well there, and that the 
service is excellent 

Many saws are brought in by 
carpenters and home owners, while 








a large number are shipped in by 
express, mail and freight. This 
means careful wrapping of the 
items when they are sent back 
after sharpening, but an efficient 
system has been developed at the 
store for handling this particular 


' problem. 


The firm also sharpens about 
60 pairs of barbers’ and cattle 
clippers’ a week, including the 
electric type. Barbers from all 
over the middle west send their 
clippers here to be sharpened regu- 
larly. The charge averages around 
75 cents, depending on the type. 
Cattle clippers are sharpened for 
about 35 cents. There is consider- 
able repeat business on the clipper 
sharpening, for once the job has 
been done satisfactorily, the own- 


This 100 by 100-ft. shop can turn out an 
amazing amount of work. Machinery does it. 
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BECAUSE . . . No other item you've ever 


X-ACTO 
DISPLAYS 
CATCH 
THE EYE 





“the SURE 


—_—_— as 


RE-sharpen 


~ 





WAY t.— 


handled returns you so 
much sound, steady profit, 
or your customer such 
complete satisfaction .. . 





| MAKING SALES HISTORY! | 
a | 





and that’s why constant 
repeats make X-ACTO a 
sure way to profits. 
Address inquiries te Alfred 
ae & Co., sole distributors 
n . - 
bers Street, N. Y. | 
TO BOOST YOUR SALES | 
KNIFE-EDCED 
ADVERTISING THAT 
CUTS THROUCH 
Gur national “‘big push” in 
publications reaching people 
who buy from you. . . pilus | 
. compelling ‘“* 
Helps’’ will boost your sales. | 
X-Acto Knives with 8 inter- | 
— sy blade types offer a 
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QUICK-ACTION 
DRAIN OPENER 


E-JECT-O agifates and dissolves drain ob- 
structions amazingly fast. If actually boils 
cold wafer almost instantly! Stock this 
faster-acting, faster-selling solvent. 
Order from Your Jobber or Direct 


UNITED GILSONITE LABORATORIES 





SCRANTON, PENNA. 
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THE DATOM CO. 


200 Fifth Ave. 
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DATOM’S | 


OVAL DOUBLE 


ROASTER 


* Heat Resistant Glass 

* Interlocking Side Handles 

* Prompt Delivery 

* Good for the Duration— 
and After! 


Capacity: 12/2 Ib. roast 
Length: 16 inches 
Height: 6/2 inches 








| 


Popularly 
Priced 


New York 












For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves money 
by weeding out non- 
producing cows. Ex- 
tra adjustable indi- 
cator can be set to 
deduct weight of 
milk pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” 
x 2” x 17”. Heavy 
construction assures 
years of reliable 
service. 


cant make up her mind?” 


Who says. AWoman 














Ranson 


|| 
il 


CAPACITY 
60 Ibs. by 
1/10 Ibs. 


HANSON 
SCALE COMPANY 
525 N. Ada St 


List $5.00 Chicago 22, Ill 
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Get SOILAX from your jobber. 


Retail Price: 25¢, 1% 1b. 


Economics Laboratory, St. Paul, Minn. 





NOTICE of 
DELIVERIES 





BURPEE PRESSURE CANNERS 





Deliveries of Burpee drawn aluminum 
Pressure Canners begin December 15. 


Your jobber knows how many Burpee 
Canners he will receive. He also 
knows the approximate shipping date. 
The demand for 1945 will exceed the 
supply. 


BURPEE SIMPLEX CAN SEALERS 


Production has been stepped up and most jobbers 
have this “Best of All’ Home Can Sealer in 
stock. 


COMING SOON 
DOUBLE BOILER INSETS 


Just the min- 
ute the war 
lows, 
Burpee 
Pressure Dou- 


exclusive, 

patented fea- 

ture which 

makes a pres- 

sure double 

boiler of any Burpee Canner. The only 

combination of this kind—found in no 
other canner. 


Eliminates need for constant watching and 
prevents burning of slow cooking foods 
like jellies, jams, apple butter, syrups, cat- 
sup, cereals, etc. 


“HOT-LIFT" TONGS 


This will head many “Must-Have-When- 
Available” Lists. Dozens of uses. For 
removing baked potatoes and hot dishes 
from oven; inset pans, roasts and fowl 
from cooker. Handles hot tin cans and 
jars during canning season. 





OUR STRONG NATIONAL 
ADVERTISING 
CAMPAIGN CONTINUES 


If your regular Jobber doesn’t handle the Burpee 
Line, let us know and we'll send you a list of 
Burpee Jobbers. 


ee 





CAN SEALER CO. 
110 Liberty s. 








ers keep sending the clippers in 
regularly. 

In addition to sharpening saws 
and clippers for individuals, the 
department also does a large busi- 
ness with dealers in various parts 
of the middle west. In such in- 
stances large packages may arrive 
containing numerous saws and 
clippers and these are handled at 
a slight discount. 


Lawn mowers are another re- 
pair item that contribute con- 
siderable volume. The firm han- 
dles about 1500 of them yearly. 
Robert Capps makes a specialty 
of handling this end of the busi- 
ness. The firm sharpens and re- 
conditions both hand and power 
lawn mowers. There is work on 
these machines practically all 
year around, as people often turn 
in their machines in fall and win- 
ter to have them sharpened and 
ready for the following spring. 


An electric pipe cutting machine 
in the plumbing department paid 
for itself in 18 months. While 
his firm has not gone extensively 
into the repairing of large elec- 
trical appliances, many small re- 
pairs are handled in addition to 
plumbing and heating repairs. 
After the war the firm intends to 
service major appliances and also 
sell them. 


The Huge Post-War 
Farm Market— 
Who Will Sell It? 


(Continued from page 80) 


been published in the trade pub- 
lications on this subject. 

The manufacturer’s contribu- 
tion will be to produce competi- 
tively at low costs, offering more 
simple and stréamlined lines and 
few items in each line. 

Dealers must buy competitively 
which may possibly only be 
through collective buying or 
through tie-up with a close and 
successful wholesale distributor. 

Markets must be watched to make 
sure that lines and items offered 
are entirely competitive as to selec- 
tion and resale price. A “shop- 
ping” policy is essential. Herein 
lies an advantage of a tie-up 
whereby dealers can be serviced 
through some one wholesale dis- 





Our Research Department 


Develops NEW Ideas 
Our Distribution Policy 


Remains Unchanged 


In the future, as in the past, you can 
count on: 

e The SAME Company Policy 

e The SAME Top Quality 

e The SAME Distribution Channels 






The juicer that 
gets ALL the 
saive, Serre 
rind-oi “pa P, 







or see 





Opens cans of all shapes, 
and sizes, leaving smooth 
beveled edges. 


Easily crushes cubes or 
lumps, fine or coarse. 





National consumer advertising schedule 


includes: 


Ladies” 


Home Journal 








Bride’s Magazine 
House Beautiful 
Parents’ Magazine 


American Home 


*Trademark Reg. U.S. Pat. Off. 


MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


Couqunakuiis 


Pla 


HARDWARE AGE 








tri 








ent 


hanged 


you can 
licy 


Channels 





1 shapes, 
g smooth 


tubes or 





Z* 


hedule 


irnal 
yazine 
utiful 
igazine 


Home 











tributor organization which care- 
fully and currently studies com- 
petition. Such a tie-up matches 
advantages of the chain store set- 
up. 

When the store is stocked with 
carefully selected merchandise, 
bought right and priced right— 
not by a straight mark-up, but on 
a competitive basis. When dis- 
plays and demonstrating models 
have plenty of eye appeal, the 
owner can well be proud of his 
store. And with such a store the 
owner will make more money. 


Serves 400 Bottled 
Gas Accounts 
PROFITABLE bottled gas bus- 


iness is operated by Lawrence 
Mattix, of Scottville, Mich. Mr. 
Mattix has more than 400 accounts 
who buy bottled gas from him in 60 
and 100-lb. drums. This business 
has been the means of contacting 
many. town and farm families regu- 
larly during wartime, says Mr. Mat- 
tix. Deliveries are made several 
times weekly. The store has worked 
out delivery routes so that the terri- 
tory can be covered on the amount 
of gasoline available for the pur- 
pose. 


Post-War Business 


Not only is the bottled gas busi- 
ness profitable in itself, but before 
the war there were sales of numer- 
ous bottled gas stoves and attach- 
ments for heating water in farm 
home, milk house, barn, etc. All 
these sources of sale will come back 
after the war, believes Mr. Mattix, 
thus adding to the profit in the busi- 
ness. 

During wartime, the firm has also 
sold a number of new bottled gas 
stoves on ration orders. One truck 
is maintained for the delivery ser- 
vice-and the store’s service man is 
qualified to service all stoves and 
other equipment which may need 
adjusting from time to time. This 
store serves a large farm area, and 
Mr. Mattix says that many farmers 
have expressed their desire to buy 
bottled gas equipment after the war 
when it is more generally available. 


Contacts Customers 


Weekly contact with many cus- 
tomers, month in and month out, 
says Mr. Mattix, builds a close rela- 
tionship with many customers which 
should aid considerably in securing 
postwar appliance business. 
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AFTER THE WAR 


with the 





ADMAT......¢ CHICK FEEDER 


There are added sales for you in this 


new, practical idea. 


It is sturdy, long- 


lasting wood fibreboard, waxed to repel 


moisture—and does a better’ job, in 


many ways, than a metal feeder. Write 


for samples today! 


Ad NO CLEANING . +. you just replace them—they’re inexpensive. 


e NO METAL . . . priority-free, Less weight, low freight rates. 


© NO WASTE. . . conserves nation’s metal, saves customer’s feed. 





Cw wo 
CHICK FEEDER 


All 


















MANUFACTURED BY ADMAT, LTD. 
Sales Agents: DONHART SALES, LTD. 
CRICHTON (MOBILE) ALABAMA JSHARTLINERD 
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If you’ve had to wait for 

goods from Briddell that you 
once got promptly, the “Bazooka” 
rocket projectile is the reason. 
We've been making it for the Army 
since back in 1942—along with 16 
other war-essential items. 

Making products to U. S. pre- 
cision standards has sharpened both 
our skill and our speed, raised 
Briddell craftsmanship to an even 
higher level. Our customers are 
benefiting from this already, in the 
goods we're able to allot to civilian 
use; as they'll continue to benefit 
when we are back on civilian pro- 
duction only. 

Thank you for your patience; it 
will be rewarded with more and 
better Briddell goods—when the 


war rockets cease to flare. 


Flag awarded January 4,1944 Wx Stor awarded June 24, 1944 


WARTIME MAKERS OF ROCKET PROJECTILES 


CHAS. D. BRIDDELL, INC. 


MAESTRO 


| Stet Glassware 


Pure gleaming 
silver ... the ra- 


| diant glow of ruby- 


red glass! That's a 


| striking sales -win- 
| ging combination 


| for profitable holiday 


satiny finish aad 
magic pastel shad- 
ings of orchid sad- 
gold and green- 
bring you record 
Christmas sales. 
Inquire about 
assortments 
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Two RAY-0-VAC 
LEAKPROOF 
BATTERIES 


power the spark 
~ that fires this 
deadly Bazooka. 


TODAY...our fighters need and get all 
LEAKPROOFS we can make because they 


deliver the power when it’s needed. 


TOMORROW ... your customers will demand 
LEAKPROOES for the same reason, and 


because they stay fresh, even for years and years. 


FLASHLIGHTS @LVGOLTD BATTERIES 





oe 
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= , 
RAY-0-VAC COMPANY, MADISON 4, WIS. ' 
Other Factories at CLINTON, MASS. LANCASTER, OHIO - SIOUX CITY, IOWA FOND DU LAC, WIS.- MILWAUKEE, WIS. 


na SS 





“Joday Ray-O-Vac 
Leakproofs help spark the 
way to Victory. Tomorrow 
they will help spark your 
way to sales and profits! 


De at aad 
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It's being done. i 
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an am ae there, Army mess | 





Whoever it was forgot that Ameri- 
cans everywhere are learning a new 
science, one that will greatly affect 
the sale of your Hamilton Beach 
products. That science is mechanics. 
The grocery clerk in service, the part- 
time war-working insurance sales- 
man, the housewife next door who 
spot-welds airplane parts—everyone at 
home and abroad is getting a good 
idea of what makes mechanical things 
tick... and they’re learning that the 
ticking is often done with electricity. 

Current Hamilton Beach advertis- 


ing is dedicated to telling your cus- 
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Yeah, who said that? 


tomers thattheir needs are understood 
and that postwar Hamilton Beach 
products will fill the bill. 

It’s a safe bet that many of these 
people won’t be sold on the appeal 
of a fancy package; they’ll want to 
know what’s inside. They’ve had a 
chance to enjoy speed and conven- 
ience in their war jobs. They'll want 
those benefits at home. 

It’s our job, and yours, to see that 
they get them. Hamilton Beach 
Company, Division of 
Scovill Manufacturing = 
Co., Racine, Wis. 


BEACH 











One Hundred Miles 
To Pak-Hoi 
(Continued from page 92) 


lives weaving. With an investment 
like the Chinese enjoy, American 
farmers would till few acres, have 
little or no surplus and do with- 
out practically everything—even 
health. 

American farmers do not work 
as hard as Chinese farmers. The 
investment in tools makes the 
difference. But the difference is 
too great. Let’s look beyond the 
Orient. China has almost no in- 
dustry, but Europe provides a 
comparison. Industrial wages in 
England are only half of what 
they are in America. Continental 
Europe pays about one-third, and 
Russia only one-sixth of Ameri- 
can wages. The reason is that men 
can’t long be paid for what they 
don’t produce and European work- 
ers, lacking adequate equipment, 
do not produce. Besides they 
work harder than our workmen. 

American workmen produce 
twice as much per man-hour as 
English workmen, three times as 
much as Continental European 
laborers and six times as much 
as Russian workmen. The im- 
portant question is: Why do 
American workmen produce twice 
as much, get paid two-to-one, and 
live twice as well as English work- 
men or Germans; six times as 
well as Russian workmen? Capital 
investment is the determining 
factor. 


Whence the Investment? 


The average cash investment 
for each American worker in in- 
dustry is $6,000. This investment 
provides, on the average, six 
horse-power of installed and mo- 
tivated, mechanical equipment for 
each employee to use. It is this 
capital investment which makes 
the higher man-hour production 
possible and justifies the corre- 
spondingly higher pay and higher 
standard of living. 

Seldom can the workman him- 
self furnish this $6,000 invest- 
ment. Some investor (capitalist) 
puts up the money in the hope of 
getting greater yield from superior 
tools, thus speeding up the work- 
er’s production. 
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Some people say that capital 
is the enemy of mankind and 
capitalists can succeed only by ex- 
ploiting labor and oppressing the 
poor. The theory is false. Com- 
pare what capital and labor re- 
ceive from an average investment 
in American industry. According 
to the best available figures, stock- 
holders received 4 to 6 per cent 
on such investments over the past 
10 years. Wages, as a result of 
this same _ investment, have 
doubled; climbed twice as high 
as the English standard, three 
times the earning of men who use 
the still cruder tools familiar to 
continental Europeans. The aver- 
age American worker has in- 
creased his income nearly 300 per 
cent as a result of capital invested 
by the American industrialist, 
while the capitalist himself gets 
only a 6 per cent return. The 
average is even less. 

Under the American system, 
labor benefits more from the 
capitalist’s investment in industry 
than does the capitalist himself. 
In other words, capital is labor’s 
benefactor—a friend without 
which American labor would be 
living on European standards— 
yes, without which all labor would 
be living on the standards _of 
China. 

The poverty of China continues 
even until now because the war- 


lords who have ruled its provinces , 


for decades have provided no se- 
curity for private investment, have 
not even permitted such security. 

China has men of means and 
vision who would gladly develop 
the resources of that great country. 
But in the presence of hazards, 
capital stays hid out. All of 
China’s money is “scared money.” 
Workers have no tvols and China 
remains in abject poverty. 

In Europe there is stability, to 
be sure, but lack of freedom. In- 
dividuals invest with caution, not 
without government approval, as 
a rule. The result is that good 
tools, improved methods and new 
enterprises come slowly. Low in- 
vestments mean curtailed produc- 
tion, limited incomes and low liv- 
ing standards. Any move against 
invested capital is backward in 
America’s path of unique progress, 
and the trail ends 100 miles from 


Pak Hoi. 
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From newly established positions, 

portable beacon units guide and warn supporting 
ships and aircraft. Their electric generating 
plants are powered by rugged, quick-$tarting 
Briggs & Stratton engines — another 

one of many vital war services by hundreds of 


thousands of Briggs & Stratton engines. | 


_ we 


BRIGGS & STRATTON 














BRIGGS & STRATTON leadership in design, engineering and precision manu- 
facture is backed by the cedemaaien oatoad of ms than TWO MILLION 
Briggs & Stratton engines—and a quarter-century of continuous production of “air- 
cooled power.” You can profit by this experience in your plans for the future — 
whether you manufacture, sell or use gasoline-powered equipment or appliances. 


BRIGGS & STRATTON CORP., Milwaukee 1, Wisconsin, U. S. A. 


101 





Lost—a Billion Dollars 
Of Needed Tax Revenue 


Through Unwarranted Exemptions to the Co-ops, 
Mutuals and Government-Owned Businesses 


A BILLION dollars 


of needed tax revenue is being 
lost by the Federal Government, 
and the American system of free 
enterprise and free markets is 
gradually being destroyed as the 
result of tax exemptions and other 
privileges that have been given to 
cooperative associations, mutuals 
and government-owned businesses. 

Today’s biggest threat to busi- 
ness comes from _ bureaucratic 
favoritism to some at the expense 
of others. The chief inequalities 
arise from special privilege in 
which private business does not 
share, and from the fact that some 
businesses are permitted to play 
the game under entirely different 
rules from those enforced upon 
private enterprise—though the 
first rule of fair competition is 
that competitors should play the 
game under the same set of rules. 

Cooperative associations are 
doing almost $5,000,000,000 of 
business this year, and because 
they are specifically exempt from 
the high Federal income taxes 
which are today taking most of the 
earnings of privately owned cor- 
porations they are growing 10 
times faster than any other busi- 
ness in the land. 

A dozen or more laws have been 
passed by Congress permitting 
cooperatives to do many things 
which are considered crimes if 
done by private enterprise. The 
cooperative system has grown 


from little local associations of ° 


farmers and fruit growers to great 
holding companies which are en- 
gaged in manufacturing, whole- 
saling, retailing, milling, oil well 
drilling, petroleum refining, coal 
mining, the manufacturing of 
farm machinery, the operation of 
~ From an address before the Pacific 


Northwest and Montana retail hard- 
ware conventions. 


By BEN C. McCABE* 
President, 
National Tax Equality 
Association, 
Chicago, IIl. 





BEN C. McCABE 


insurance companies, grain eleva- 
tors, packing houses, newspapers, 
banks and undertaking establish- 
ments, 

All this has been done largely 
because exemption from Federal 
income taxes has permitted these 
cooperatives to pyramid their 
earnings year by year, to expand 
their capital and reserves in a way 
that is denied to tax-paying in- 
dependent enterprises. 

The Farmers’ Union Grain 
Terminal Association of St. Paul 
in six years’ time has grown from 
a borrowed capital of $30,000 to 
a net worth of $5,000,000, re- 
serves of more than $1,000,000, 
gross assets of more than $23,000,- 
000, and profits for the year 1943 
of about $2,000,000 with a pros- 
pect that it will make twice that 
amount in 1944, 

A private grain elevator com- 
pany that made $2,000,000 in 
1943 would be paying Uncle Sam 
this year about $1,500,000 in 


taxes. The Grain Terminal Asso- 
ciation is paying nothing at all. 
Nor does it follow the old co- 
operative principle of returning 
its profits to members as cash 
dividends. Instead it gives them 
stock in the company and adds 
the cash profit to capital struc- 
ture to buy more elevators and 
other facilities from competitors 
who are being put out of busi- 
ness. 

The cooperatives say they can- 
not be taxed, that they have no 
profits, but only savings or net 
margins or rebates that belong to 
members. But search as we will, 
we can find no difference be- 
tween the profit dollar of private 
enterprise and the so-called sav- 
ings dollar of cooperation. Both 
are made by the same provesses 
of buying and selling ard it is 
our firm contention that the exis- 
tence of a profit is determined by 
the way it is earned and not by 
the disposition made of it. 

If the cooperatives can com- 
pete on equal terms with inde- 
pendent enterprise and can do a 
better job, then they should and 
will dominate the business field. 
But that competition must be on 
equal terms without Government 
subsidies, without Government 
propaganda, without Government 
loans on favored terms, without 
any of the special privileges and 
special favors that the coopera- 
tives now enjoy. 

The National Tax Equality 
Association is a coordinating ser- 
vice organized to do research in 
the whole field of taxation and re- 
lated subjects in the interest of 
protecting private enterprise. 
Members of the Association are 
individuals, companies, and or- 
ganizations, and more than a mil- 
lion big and little businesses over 
the United States are now being 
represented. 
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THE EAGLE LOCK COMPANY « TERRYVILLE, CONNECTICUT 


EAGLE STREET 


SUBSIDIARY 


OF BOWSER, IN‘ 217 


AHEAD 


ee ne 


You've got nothing on us, 
- Cpl. Walters! 


— a 
= It’s mighty grati- 


fying, Corporal 
Albert Walters, 
to know you’re 
looking forward to 
your job at Eagle 
again. 


But you’ve got nothing on us, Corporal. 
You won’t be a bit more glad to be back 
than we will be to have you back. It’ll 
be a great day all around. 


Along with our other reasons for wanting 
you back, there may be a trace of self- 
ishness, because we well remember the 
fine job you did with us on a number of 
tough precision jobs. Your top-notch 
workmanship was one of the things that 
helped build and maintain Eagle’s envi- 


able reputation for making the finest 
locks in the business—a reputation rec- 
ognized by hardware jobbers and deal- 
ers across the country. 


It’s a pretty good bet that jobbers and 
dealers, too, will be glad when you’re 
back with us, because your being on the 
job will support our assurance of even 
better Eagle products in the future. And 
we have some pretty impressive plans 
that call for your kind of workmanship. 


So you can see we need you, “Albert, 
along with all of your fellow workers 
who went into service. You’re reaching 
the wind-up stage of the greatest job in 
history, and when the finishing punch 
has been delivered, we’ll be looking for 


<I 
ESTABLISHED 1833 
AMERICA’S FIRST LOCKMAKERS 


Bring Them Back Sooner—BUY WAR BONDS 
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HOME 
LAUNDRY 
SUPPLIES 
WINDOW 


MERCHANDISE: 


Ironing boards. 
clothes baskets, wash 
tubs, wringer bench. 
wash boards. 
clothespins, galvan- 
ized pails, clothesline 
pulleys, clothesline. 
hooks, indoor clothes- 
line reels. 


BACKGROUND: 


Center panel of 
white corrugated 
board or painted 
wallboard. Side 
panels of rich blue 
material. Cut-out let- 
ters of dark navy 
blue. 


Display Home Laundry Supplies, 
Skis and Gloves in Early January 


HARDWARE AGE Original Window Display IDEAS 





SKI AND 
ACCESSORIES 
WINDOW 













MERCHANDISE: 
Skis of pine and oak, 
ski wax. ski bind- — 
ings, ski caps, ski se TO YOUR HEARTS 


poles, wind visors, % CONTENT 
ice skates, skate ‘| | 












SKI CANVAS 





FOR WOR 


guards, skate. straps. 
CANVAS : 


GLOVE CANVAS 
WINDOW A 
MERCHANDISE: Ze SOS 


Canvas gloves of 
various types, leath- 
er gloves of various 
types, mittens, etc. 


BACKGROUND: p 


Center panels of 
bright red corrugated 
board or painted 
wallboard. Side 3 
strips of white ma- 
terial. Cut-out letters 
of white material. 





lee 
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STOPS SLIPPING BELTS 
EATSLENE CO. OMAHA, NEBR, 


NEATSLENE. 
G STICK BELT DRESSING 





Contains no rosin. Made in stick and liquid. 





SHEPS NEATSLENE HARNESS 





Other Leather OIL made from same formula for 
over 30 years. Contains fish oil, 
pure neatsfoot oil, and beef 
tallow. 


“BEST FOR LEATHER IN ALL 
KINDS OF WEATHER" 


From the Foot Bones of beef SOFTENS ann PRESERVES 
content animals essed in Omaha need 



































NEATSFOOT OILS. 


Made in three grades. Pure—Prime—No. 1 
Softens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 


OMAHA 8, NEBRASKA 








Lenieas Packi louses, comes the Pure peeseusem 
! Neatsfoot Oil used in SHEPS  Qemececmemmd 























“SPEE-DEE” Utility Cement 
Sells well as a hardware item. It is not just an 
ordinary cement. “Spee-Dee” Utility Cement is 
waterproof, flexible, transparent. It is used for 
patching grain sacks, binder canvases, tents, 
awnings, tarpaulins, leather goods, splicing belt- 
ing. and for repairing crockery, chinaware, cellu- 
loid, wooden articles and many other materials. 
If your jobber cannot supply you, write for near- 
est distributor’s name. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 
OWOSSO, MICHIGAN 























New Features — Strongly Promoted 
— will Plus your Sales and Profits 


Watch for Flexscreen, prewar’s fastest-growing 
firescreen. BEAUTIFUL ... fire spark curtain 
of flexible, woven mesh. CONVENIENT... 
Unipull. POPULAR. Flexscreen will plus your sales 
<a Available immediately upon removal of 
i uction restrictions. .. Bennett-Ireland, Fireplace 

ivision, Norwich, N.Y. 


BENNETT 
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| LINGERWETT 


REMOVER 


WONDER-PASTE 
NO-WASH Remover 


You'll make no mistake in recommending these 
removers—for they have won the preference 
of professional painters by sheer superiority. 
Suggest Lingerwett for all general removing. 
. . . Wonder-Paste for upright surfaces or ex- 
teriors . . . And No-Wash, if the user wishes 
to avoid the necessity of a wash-up after strip- 
ping the finish. 

Order from your jobber. Write for information. 


WILSON - IMPERIAL COMPANY 
Dept. H-124, 115 Chestnut St., Newark 5, N. J. 














THE SAFETY FIREPLACE CURTAIN 
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Yes, There's a War On! 


able newspaper space was 

given to an incident which 
had taken place in New England. 
A feminine customer is a restau- 
rant had taken exception to some 
lack of service. The waitress made 
the time-worn but hardly classic 
comment of “Don’t you know 
there’s a war on?” The customer 
immediately took direct action 
with the result that the entire 
affair wound up in the local magis- 
trate’s court. 


QO ae nn weeks ago consider- 


The sequel to the affair was that 
a surprisingly large number of 
newspapers and magazines of 
national circulation commented 
upon it editorially. Without ex- 
ception, they took the part of the 
customer, censured the waitress 
and stated that the expression in 
question should be relegated to the 
limbo of forgotten things. 

It is our opinion that few if 
any hardware salespeople would 
be guilty of making such a remark 
to customers. However, the idea 
of “Don’t you know there’s a war 
on?” may unconsciously be re- 
flected in their attitude to their 
daily work. By that we mean that 
omissions may be made, con- 
sciously or unconsciously, which 
may be excused because of the 
fact that there is a war in progress 
and that the average store staff is 
pretty busy during the entire work- 
ing day. Add to this the fact that 
many a man is doing two men’s 
work today and you have an 
added reason for the omissions in 
question. 

Keeping a store clean is a job 
for which the entire staff is re- 
sponsible. It’s a job in_ itself. 
Time may not permit a complete 
cleaning of the entire store all 
at once. Why not attend to it a 
section at a time? There are cer- 
tain times during the day when a 
section can be dusted or brushed 
off and if this process is repeated 
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at regular and progressive inter- 
vals the entire establishment will 
continue to preserve a good ap- 
pearance. 

The idea of handling things sec- 
tion by section can also be used 
when it comes time to paint the 
store. Why not handle it a depart- 
ment at a time? If you do your 
own painting this will be a time 
saver and a saver of manpower. 

Take a little time to check up 
on the stock. Use spare moments 
for this purpose and you'll be sur- 
prised at the results obtained. 
There’s many a store that doesn’t 
know just what it has in stock. 
Articles may have been tucked 
away in odd places and the sales- 


man who attended to the job may 
now be with the armed forces. 
Check up on things from time to 
time and you'll find that many 
a forgotten item will be brought 
to light. Every one of these articles 
will mean a possible future sale 
and every sale means more profits 
for the firm. Sure, there may be 
a war on but don’t let it stop you 
from investigating the shelves and 
store room whenever you have 
time to do it. 

There’s a war on but it won't 
continue indefinitely. When it’s 
over the manpower situation will 
change considerably and the sales- 
man who has been on the job and 
has rendered “plus” service to his 
firm is the one who will have a 
real future in the post-war period. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40, poor, 


and 20, very poor. The correct answers to these questions 


will be found on page 154. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—A group of table lamps sell regularly at $9.75. A dealer 
marked them down 20 per cent to close them out. Determine 


the new selling price. 


2—Three numbers of clothes baskets are purchased from a 
manufacturer. The baskets are marked to produce the follow- 
ing margins: the small size, 25 per cent margin; medium size, 
33 per cent, and the large size, 37 per cent. What is the 


average margin on the line? 


3—Sixty-five-pound roll roofing costs the dealer $1.95 per 
rcll out of the distributor’s stock. In 10-ton truck loads shipped 
direct from the factory the price per roll is $1.76 less 5 per 
cent. Dealer sells the item at $2.50 per roll. Figure the mar- 
gins on the two shipments in per cent of the selling price. 

4—A dealer’s inventory of bolts averaged $300 during the 
year. Cost of goods sold in the year was $900. How many 
times did the dealer turn his stock? 

5—Sales of housewares in a large retail store were $90,000 
annually. The company spends $2,500 for advertising mer- 
chandise in this department. Determine the promotion costs 


in per cent of sales. 


(Answers on page 154) 
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HOSE NOZZLES...GARDEN SPRAYS...HOSE COUPLINGS 
SPRINKLERS... LONG-GRIP COUPLINGS and MENDERS 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 
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CANADA has authorized produc- 
tion of 10,000 electric washing machines 
during the remainder of the year, 
which makes a total of 33,100 units 
authorized for 1944, according to the 
Department of Commerce. 

The irony in this situation is that 
the Canadian washing machines will 
be built with American components, 
while producers in this country have 
not been permitted to_ make electric 
washing machines since March, 1942. 
In fact, the Canadian Wartime Prices 
and Trade Board has warned the pub- 
lic that production of the machines un- 
der the current authorization depends 
upon obtaining component parts from 
the United States. 

Meanwhile, the whole Canadian re- 
conversion program is being pushed 
forward. The Dominion government has 


adopted a policy of removing commod-. 


ity controls as soon as feasible in order 
to speed production for civilian uses 
when materials and labor become avail- 
able. 

Revocations of metal controls which 
have been accelerated through the lift- 
ing of restrictions does not carry any 
priority for labor or materials. 

Restrictions are also being removed 
on the manufacture of clothing, leather 
products, paper products, some chemical 
items and miscellaneous articles such 
as brushes and feather beds. 


xk 


THE COMBINED PRODUC- 
TION AND RESOURCES BOARD 
is conducting a policy study on Lend- 
Lease adjustments and in this connec- 
tion is gathering material on produc- 
tion of electrical appliances in the 
United Kingdom, Canada and the 
United States. 

The purpose of this study is to as- 
sure reconversion on an equal sacrifice 
basis between the three countries. Un- 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


xx«r* 


der this plan consumer durables pro- 
duced during the readjustment period 
in this country would be shared with 
the United Kingdom and Canada, un- 
der some form of Lend-Lease, until our 
allies are able to get back into full 


production. 
> 2 


THE WHOLESALE HARD- 
WARE INDUSTRY ADVISORY 
COMMITTEE recently recommended 
to the Wholesale and Retail Trade Di- 
vision that Form WPB-547 be dropped, 
thereby permitting hardware items now 
sold under ratings obtained by filing 
it to be sold unrated. 

The Wholesale and Retal Trade Divi- 
sion approved this recommendation, 
but it was scrapped by the WPB indus- 
try division on the grounds that FEA 
would buy up huge supplies of hard- 
ware and that repairmen who possess 
automatic ratings would also buy up 
large quantities. If this should happen 
the average hardware distributor would 
be able to purchase less than he can 
now under the rating system. It ap- 
pears likely that WPB-547 will remain 
in effect until supply and demand are 








Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 
on page 136 

















more in balance than they are at 
present. The fact that FEA require- 
ments for hardware have jumped tre- 
mendously seems to clinch the argu- 
ment for retention of WPB-547. 


x ** 


THE HARDWARE MANUFAC- 
TURING INDUSTRY has taken the 
position that the construction order, 
L-41, should be withdrawn at least si- 
multaneously with other L and M 
orders. If orders covering construction 
materials are released after V-E Day 
and L-41 is retained, much uncertainty 
will result, according to industry mem- 
bers. Because of the limitation on con- 
struction, building material supply con- 
tractors will be reluctant to build up 
large stocks; consequently they will be 
unprepared to meet the demand wher 
the order is finally revoked. The indus- 
try has urged that L-41 be revoked 
even before other L and M orders. 
It is felt that such action would create 
a demand on the supplier, who, in turn, 
would place orders with the manufac- 
turer. 

Many weeks ago Harpware ACE 
pointed out the fallacy in planning to 
revoke orders such as L-236, M-126, 
M-9-c, if L-41 was to be retained. The 
manufacturing industry feels that if the 
order cannot be revoked immediately, 
because of the lumber shortage, then 
a definite revocation date should be set 
to permit advance planning. 

The WPB Facilities Bureau in sub- 
mitting recommendations for the dis- 
position of orders has advocated that 
a definite date be set for the revocation 
of L-41. However, there is no certainty 
that this recommendation will be ap- 
proved. 

But the Facilities Bureau doubts 
that the hardware industry will be af- 
fected one way or another by the revo- 
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Our plant facilities have been de- 
voted largely to making war goods, 
but now we are prepared to swing 
back into peacetime production of 


Armstrong Products. 


Just as soon as regulations and con- 
ditions permit, we will follow a fair 
quota system to take care of all 


your orders as promptly as possible. 








ARMSTRONG PRODUCTS CORP. 





SPRAY PUMP —Enough force to spray the 
tallest fruit tree from the ground, also for 
garden spraying or fire fighting. Solid brass, 
single action pump, 5-gal. galvanized iron 
knapsack. 



















AERO MIST —A lawn sprinkler with a pro- 
peller-shaped, revolving vane to give an even 
spray over an unusually large area. Brass top, 
cast iron, non-tipping base. 


FOUNTAIN — Pro- 
duces a mist-like 
spray, gentle but ef- 
fective. Solid brass 
construction with no 
moving parts. Each 
fountain in colorful 
display carton. 











IRONER—A real value. All-white porcelain- 
enamel model with full 21” roll. Automatic, 
thermostatic, elbow control leaves both hands 
free to handle laundry. 











Dept. HA Huntington, W. Va. 
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MADE WITH 


PYREX 


. BRAND GLASS 


Only 






























BACKED BY THE 
GREATEST 
AD CAMPAIGN 


ever put behind 
any coffee maker! 
















At your Jobber’s NOW! 













HILL-SHAW COMPANY 


311 N. DESPLAINES, CHICAGO 6, fl. 











25 MAGAZINES! OVER 46,000,000 MONTHLY CIRCULATION 


Liberty American True Love and Motion Picture 
life Good Housekeeping Romance Modern Screen 
Cosmopolitan American Home Photoplay Screen Romances 


Saturday Evening Post Country Gentleman Radio Mirror Modern Romances 


Ladies’ Home Journal American Weekly True Confessions Real Story 
Women's Home True Romances Movie Story’ Movieland 
Companion True Experiences Magazine Real Romances 







































Because of great building expan- 
sion following the winning of the 
war, the demand for shovels— 
particularly Magor shovels—will 
be greater than ever. Magor 
shovels will have acquired an 
added reputation for durability 
because of their war-years per- 
formance on many fronts. The 
shovels themselves will embody 
all that Magor has learned in 
meeting these stiffer combat 
service demands. 


CAR CORPORATION 


50 CHURCH ST.,N.Y.7 











cation of L-41, irrespective of the final 
decision, because of the scarcity of 
components and the uncertainty of 
prices. Hardware manufacturers do not 
agree with this point of view. 

One heartening note in the whole pic- 
ture is the WPB announcement that 
V-E Day may not necessarily coincide 
with the fall of Germany. It is, rather, 
the time when the armed forces deter- 
mine that cutbacks in military pro- 
duction can be made, according to 
the latest WPB interpretation. 


x * * 


INTERPRETATION 11 to PR-1 
permits a manufacturer to place and 
accept orders for specific materials and 
products which are now prohibited, 
with the stipulation that production will 
not begin uatil the restrictive order is 
revoked. For example, a buyer may 
place an order for a prohibited product 
with a manufacturer, to be filled after 
WPB restrictions are removed and the 
manufacturer may accept the order con- 
taining such a provision. In any event, 
such unrated orders may not take pre- 
cedence over rated orders and a manu- 
facturer may not schedule such orders 
for production, order material or place 
material in production until the ap- 
plicable WPB restriction is removed. 
The manufacturer also has the right 
to refuse an unrated order if he so 
desires. 


Stove Repairs Total 
3782 Lbs. This Year 


SIZABLE stove repair business 
is done by the Drury Hard- 
ware, Cadillac, Mich. Promotion of 
the line includes some excellent win- 
dow displays on stove accessories, 
and this reminds people to keep 
their stoves in condition at all times. 
Not so long ago, E. Drury, owner, 
decided to total up the stove repairs 
he had sold during 1944, including 
Oct. 15, and found that it amounted 
to 3782 lb. This is quite a volume 
of business and shows that numer- 
ous customers come into the store 
from time to time for such repairs. 
Mr. Drury says that his firm has 
always been known as a store which 
handles a lot of coal, wood and 
other stove repairs and that town 
and rural customers alike come here 
whenever they need repairs of this 
sort. 
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and 
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JUST PUT IT ON THE COUNTER .. 


IT SELLS ITSELF! 


HUNDREDS OF THOUSANDS OF BOXES SOLD over the counter by hardware dealers 
from coast to coast since its introduction just a few months ago! 






















That's cash-register proof of the enthusiastic, nation-wide acceptance of Strip-Seal, 
the new, streamlined, popular-priced mastic strip of a thousand-and-one uses. 

Here’s a “loose change” item that’s got what it takes to boost your winter season 
sales and profits . . . all you need to do is put it on the counter . . . if sells itself! 











Every home needs Strip-Seal . . . it plugs, putties, caulks, weatherstrips and seals 
everything . . . it keeps out wind, weather, water, draughts, dust, dirt, insects, 
vermin . . . it fills cracks and joints in wood, wallboard, masonry, metal, glass, 
tile . . . and no toois are needed, not even a putty knife! 





Everybody has 29c¢ and every home has cracks and crevices that need to be 
plugged and sealed. Furthermore, Strip-Seal is 








Single Package .$ .29 cellophane-wrapped to keep it fresh and clean to 
Full Box. - - - 4.25 handle . . . it is packaged in short, non-wasteful, 
Case of 13 Boxes. 16.25 convenient and economical strips. 


(RETAIL LIST PRICE) 
HIGHER IN WEST AND DEEP SOUTH 


ASK YOUR JOBBER SALESMAN ABOUT IT! He 
will tell you what a really hot winter number 
Strip-Seal is . . . he will show you window 
streamers, advertising folders, counter displays 
and other merchandising helps that are yours for 
the asking. 












Don’t put it off . . . put if on your counter... 
and watch it sell! 









THE TREMCO MANUFACTURING CO 


8701 KINSMAN ROAD, CLEVELAND 4, OHIO 


( STRIP-SEAL 


aromieto u.>s. rare 
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Semi-vitrified china—Ceiling 
prices of semi-vitrified china at the 
manufacturing level will not be in- 
creased, officials of the Office of Price 
Administration said, because earnings 
industry-wide are not better than in 
the base period of 1936-1939. Ceilings 
will remain “frozen” at 105 per cent 
of the Oct 1 to 15, 1941, base period 
under the industry’s controlling Maxi- 
mum Price Regulation No. 116. This 
decision was announced by officials of 
OPA at a recent organizational meet- 
ing of the Semi-Vitrified China Manu- 
facturers’ Industry Advisory Committee 
in Washington, D. C. 

. * > 

Toy prices—OPA representa- 
tives have denied rumors that the 
agency will not be able to complete 
pricing of new toys in time to prevent 
a sharp rise in such prices before 
Christmas. This denial comes as a re- 
sult of a number of complaints by toy 
manufacturers, to the regional and dis- 
trict OPA offices, that they were not 
submitting applications for prices on 
new toys for the Christmas trade be- 
cause of a nationally syndicated article 
appearing recently which said OPA’s 
Washington office was swamped with 
applications. 

: * 7 

Pen and Pencil Ceilings — 
Amending price regulation 564, OPA 
has set retail ceilings for a few new 
models of fountain pens and mechani- 
cal pencils, and says that new models of 
fountain pens and pencils will be given 
dollar-and-cent prices as they come 
into production. The order now in- 
cludes net price ceilings, at retail, on a 
surprisingly large list of pens, pencils 
and sets, covering all of the very many 
lines offered. 

. * . 

Ethyl alcohol—Immediate re- 
lease of some 2,000,000 gallons of 190 
proof ethyl alcohol for industrial ci- 
vilian use, supplementing fourth-quar- 
ter allocations of industrial alcohol, was 
announced by WPB in a direction to 
order M-30. Thus additional quantities 


of alcohol will be available for drugs, 
food products, toiletries, adhesives; 
photographic materials; duplicating 
inks; brake fluids, and other normal 
uses of ethyl alcohol whose consump- 
tion has been restricted. WPB says 
that resellers and users desiring to pur- 
chase additional quantities of alcohol 
should place orders for such require- 
ments with their suppliers, each order 
to contain end use certification. Any 
alcohol so received may not be used for 
any other purpose. Quantities of al- 
cohol released to producers or sold to 
resellers by producers may be used or 
delivered without regard to preference 
ratings. 
? * * 

Pen and pencil output — In- 
creased production of fountain pens 
and mechanical pencils to meet the 
needs of servicemen overseas has been 
requested of WPB by military officials. 
At a recent meeting between WPB and 
industry advisory committee members, 
it was suggested that increased pro- 
duction could best be reached, if cop- 
per and brass could be made available 
for functional parts of these pens and 
pencils. 

we 

Galvanized sheets — Require- 
ments for galvanized sheets have 
reached an all-time high, but the man- 
power shortage does not permit produc- 
tion to be increased accordingly, War 
Production Board representatives said 
at the recent meeting of the Galvanized 
Ware Manufacturers Industry Ad- 
visory Committee, WPB has reported. 
WPB can offer no assurance that gal- 
vanized ware manufacturers will be 
able to obtain delivery of galvanized 
sheets to the extent of their current 
and 1945 quarterly allotments, WPB 
representatives said. Some open mill 
capacity for hot and cold rolled sheets 
for the first and second quarters of 1945 
was reported by WPB representatives. 
Galvanized ware manufacturers are 
working with a day-to-day supply of 
material, while they should have at 
least a 30-day balanced inventory for 


efficient operation, the committee em- 
phasized. 
* . 

Building cost details — The 
National Housing Agency has released 
an interesting study of housing costs. 
This discloses that 60 per cent of the 
total cost of an average single family 
dwelling is represented by the “shall” 
of the house—the structural enclosure, 
including the foundation, roof, floors 
and walls. Following are the costs of a 
typical $5,000 house (including land 
costs) as used in the survey: 1. Ma- 
terials at site—lumber, 11.85 per cent; 
masonry, 3.45; concrete and mortar, 
3.33; plaster, lath and wallboard, 4.27; 
insulation, 0.24; roofing, 1.25; flooring, 
2.95; millwork, 7.36; paint, 1.41; 
finish hardware, 0.71; plumbing, 5.48; 
heating, 1.42; electrical, 0.98; miscel- 
laneous, 1.00; all materials, 45.70. 2. 
Construction labor, 29.50 per cent. 3. 
Contractor’s and subcontractors’ over- 
head and profit, 12.30 per cent. 4. Total 
cost of house, 87.50 per cent. 5. Value 
of unimproved land, 7.00 per cent. 6. 
Cost of land improvements, 5.50 per 
cent. 

s >. s 

Regarding mica — it was 
learned at a recent meeting between 
WPB and industry representatives, that 
larger working inventories of mica 
(used chiefly as an insulator in electri- 
cal and electronic equipment) would 
expedite the handling of military 
orders. However, spot orders, contract 
terminations and cancellations have 
made it difficult to anticipate needs, 
industry members feel. In view of 
this situation, inventories are often un- 
balanced—being either greatly over- 
stocked or deficient in many items. 
WPB acknowledges that mica con- 
sumption has decreased at a more rapid 
rate recently than the decrease in new 
supplies and has resulted in larger gov- 
ernment stockpiles for most items. 
Definitions of nine “trade terms” de- 
scribing mica were proposed and 
adopted at the meeting. Such clarify- 
ing and standardizing of terms now in 
general trade usage will be of value to 
everyone, WPB officials and industry 
members agreed. 
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In these strenuous days, Indestro Tools are 

serving, not only extra hours, and extra 

days— but extra years! This never-say- 
die endurance is building up good 

will for Indestro Tools that will 
result in greatly increased 

demand, when the vic- 
tory has been won. 








Indestro Manufacturing Corp. 


a 
VAN. Kildare at Schubert 
eS Chicago, Ill. 





































































When it's all over “over there,” White Ctoes. “ 
will offer to selected wholesalers : : : 
I Franchise Protection 
2 New, Moderne Styling a 
3 Exclusive Improvements... A 
So—before omkiag postwar commitments, © : 
investigare the streamlined, simplified Top- 
quality White Cross Line: for minimum inven- 
cory, mMaximium turnover... Pop-up Toasters 
... Waffle Irons and h Toasters... 


Flat Irons (Thermostatic) . .. Hot Plates... 
Coffee Vacs .. . (Now 100% in war work). 


Sold by Leading Jobber: Everywhere — = 





NATIONAL STAMPING & ELECTRIC WORKS 
Established 53 yeors 
3212 HA West Lake St., Chicago 24, Illinois 
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October building off — New 
U. S. construction activity in October— 
$308,000,000—-was 40 per cent below 
the corresponding month last year and 
6 per cent below September, WPB an- 
nounces. Continuation of controls is 
expected to limit construction volume 
for the year to $3,700,000,000—less than 
half that of 1943. Of total October con- 
struction, $121,000,000 was financed 
privately—12 per cent less than in 
October last year. Of this total, resi- 
dential building accounted for $39,000,- 
000; industrial, $14,000,000; utilities, 
$40,000,000; farm, $15,000,000, and 
community building, $13,000,000. Pub- 
licly financed projects in October 
totaled $187,000,000, off 50 per cent 
from a year ago. 

7 * * 


Record corn crop—A _ corn 
crop of 3,258,378,000 bushels, the 
largest ever raised in the United States, 
is indicated by the Department of 
Agriculture in its November report. 
This is about 182,000,000 bushels larger 
than last year’s harvest, and exceeds by 
127,000,000 bushels the record crop of 
1942. No new estimates were made 
for other leading grain crops, and the 
former estimates will stand until the 
annual revisions next month in the final 
report of the year. The latest estimates 
as to the total of the five major grain 
crops, together with sorghum grain and 
soybeans, gives a record yield of 6,228,- 
000,000 bushels, or 520,000,000 bushels 
more than in 1943. This covers all 
food, feed, distilling and other indus- 
trial purposes. 

= 6 s 

Extra helpers for Christmas 
—Recently the War Labor Board ruled, 
to smooth out Christmas hiring prob- 
lems, that employers are permitted to 
hire any number of temporary em- 
ployees without counting them under 
hiring schedules for regular employees. 
Employers may hire Christmas seasonal 
workers at rates higher than the mini- 
mum of rate “ranges” for the job being 
filled, but not above the midpoint of a 
range. 

- s . 

Air express — Shipments 
handled in combined air-rail service in 
the first nine months of this year gained 
11.6 per cent over the similar 1943 
period, the Air Express Division of 
Railway Express Agency reported re- 
cently. A total of 327,013 shipments 
were moved in the combination service 
for the nation’s commercial airlines, 
compared with 292,802 shipments last 
year. 

- s e 

Phileo shipments—Shipments 
of radar and other electronic equip- 
ment and war material by Philco Corp., 
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Philadelphia, Pa. in the first nine 
months of 1944 were 52 per cent greater 
than in the same period last year, it 
was announced recently by John Bal- 
lantyne, president. 


a - . 


Fishing tackle—Materials con- 
servation orders still in effect, and 
manpower shortages, will prevent any 
sizeable increase in production of non- 
commercial fishing tackle, Government 
officials told the Fishing Tackle Manu- 
facturers Industry Advisory Committee 
recently, WPB reports. Discussing the 
effect of the recent revocation of the 
fishing tackle order, L-92, Government 
officials explained that manufacturers 
are still governed by the materials con- 
servation orders that remain in effect. 

* * * 


Venetian blinds — The dif- 
ficulty of obtaining tape, cord, and 
wooden slats for venetian blinds was 
described by the Venetian Blind Indus- 
try Advisory Committee at its recent 
meeting, the War Production Board re- 
ported on Nov. 20. WPB representa- 
tives said that the tape situation is 
expected to continue difficult because 
of the continued military demand for 
textiles. Though several industry mem- 
bers reported inability to obtain de- 
livery of cord because distributors must 
fill orders with higher priority ratings 
first, WPB representatives expressed the 
belief that manufacturers will be able 
to obtain cord to the extent of their 
allotments. The continuing scarcity of 
lumber and the manpower shortage im- 
pede production of wooden slats, the 
committee reported. 

7 * o 


Enameled ware—One of the 
principal bottlenecks in the enameled 
ware industry is the irregular delivery 
from the mills of cold rolled steel, 28- 
gage and heavier, the Porcelain Utensil 
Industry Advisory Committee reported 
at its recent meeting, says WPB. The 
situation in shipping containers, a pre- 
dominant problem in the enameled 
ware industry, was described by a gov- 
ernment representative as having im- 
proved. However, there is little possi- 
bility of increased containerboard allo- 
cations during the fourth quarter, he 
told the committee. 


Tin—Mill production for the 
first three months of 1945 has been set 
at 900,000 tons, to average 300,000 tons 
a month, members of the Tin Plate In- 
dustry Advisory Committee were told 
by War Production Board officials at 
their recent meeting. Approximately 
150,000 of the 900,000 tons will be ear- 
marked for export, WPB spokesmen 
said. The first quarter of 1945 tin 
plate production schedules aré 125,000 





DECEMBER 7, 1944 










TOASTMASTER 
BACK ORDERS 


AUTOMATIC 












wa 
it 
sere nuTY TAU PA PH oy 
rH PA Tr al a 
PAN PAPA A rnay 
TOAST: TH TH DA rH 1H 
sets OAM MAU rH re ny ree ray 
4 = ud WAF ees epee: 
ot 4 FLE 
‘ Jr ' */ SERVICES se bas _ - om ray 
4 ie Iny tH! Peg THY 
ty j », TH 
PAGE 394 


“Talk about your backlogs 





No wonder the situation has the old gentleman baffled! But it 
just goes to show you... when Toastmaster products are once 
more available, retailers won’t worry about the demand. 


No name stands higher than “Toastmaster” in the small-appli- 
ance field. No reputation for quality and service is more soundly 
established. With millions of people anxious to buy electric toast- 
ers, it is the Toastmaster toaster that the vast majority will think 
of first. 

This is the backlog that means volume and profit for merchants 
selling the Toastmaster line. It is the backlog that we afe adding 
to, right now, by consistent national advertising in Life, Saturday 
Evening Post, Collier’s, True Story, Parents’, and other magazines. 

And right now is a good time for you to let your regular dis- 
tributor know that you are counting on him to see that you get 
your fair share of Toastmaster* products, the moment their man- 
ufacture is resumed. 


\* a 


TOASTMASTER Aroduchs 


* Toastmaster” is the registered trademark of Toastmaster Propucts Division, McGraw Electric Company 


Elgin, Ill. Copyright 1944, MeGraw Electric Co. , 















PLANNOW 
to supply Croquet— 
AMERICA’S FAMILY GAME 


After-the-war recreation will be 
that which the whole family can 
enjoy. Improved back yards—the 
outdoor living rooms of post-war 
homes—will develop a great urge 
for the family to get together to 
play. And croquet is the i ideal game 

‘ior the whole family. Young and 
old can join in the fun. 

This swing-back to family rec- 
reation offers a lot of sales possi- 
bilities. So, along with other items, 

et lined up with croquet sets— 
South Bend of course, because 

re sturdily and attractively 
buile. popularly priced—and known 
to generations of plaything users. 

Check with your South Bend 
jobber for possible delivery of cro- 
quet sets now. He'll be glad to 
give you the latest information. 





SALES REPRESENTATIVES 


New York —Julius Levenson, Inc., 
7 East 17th Street 

San Francisco—Standard Toy Agen- 
cies, 718 Mission 

Nashville, Tenn.— Louis Williams 
& Company 

Seattle, Wash.—Leo Scherrer, 2018 
Condon Way 

Los Angeles 14,—Glenn B. White 
& Associates, 122 East 7th St. 


SOUTH/BEND 


AMERICA’S FAMILY GAME 
Croquet Sets + Baby Carriages + Children’s Furniture « 


Doli Carriages - made by South Bend Toy Manufacturing 
$e., South Bend, indiana, for over 70 continuous years 
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tons higher than the fourth quarter of 
1944 quota, officials said. 
— s 7 


Flooring prices increased — 
Amending Price Regulation 432, OPA 
has permitted an increase of 2 per cent 
in the maximum prices for maple, birch 
and beech flooring produced throughout 
the United States, except in the south- 
ern, south central and Appalachian re- 
gions. The higher prices are authorized 
at the manufacturers’ level, but they 
may be passed on in sales at all levels 
of distribution, including those to pur- 
chasers of flooring at retail. 

eee 

Nails and steel products — 
Many sections report a temporary nail 
“famine,” due to production hampered 
by labor shortages, and to the very 
heavy government calls. In especial 
government demand, cement-coated 
nails are heavily booked until April 
and May, with other nails available in 
February and March. Black annealed 
wire can be bought for February de- 
livery. Galvanized sheets still are the 
most extended item on the warehouse 
steel list. Some mills can meet April- 
May delivery, but one Mid-Western mill 
is booked into next August. Hot-rolled 





and cold-rolled sheets are “closed” 
largely until January and February, 
with cutbacks and cancellations being 
received by the mills in very small 
volume. It is possible to get deliveries 
on hot-rolled bars on new orders any- 
where from January through April. 
Light bands, % inch and 3/16 inch, are 
not available until perhaps April. Some 
sizes of cold-finished bars have recently 
been available as early as December, 
but deliveries on most sizes average 30 
to 45 days into the new year. 
* ¢ 

Washers and ireners—At a 
recent conference with manufacturer’s 
representatives, WPB estimated that 
“V-E” Day cutbacks in military orders 
in the domestic laundry equipment in- 
dustry would make available sufficient 
labor and facilities to permit produc 
tion, in the first succeeding year, at the 
1939 level of 1,500,000 washing ma- 
chines. This estimate is based on the as- 
sumption that the reconversion period will 
be of short duration, about two months. 
Manufacturers estimated demand at 2,- 
500,000 washing machines per year for 
five years after the war. At present, 
manufacturers may apply for permission 
to make washing machine parts, but not 








Construction Volume in the First 12 Months 
After V-E Day Will Likely Approximate 
That of 1938, Says F. W. Dodge Corp. 


Construction activity in the United 
States during the first months after 
an Allied victory in Europe, or after 
that day when most war controls on 
materials and man power are re- 
laxed, whichever is earlier, is likely 
to approximate the volume of the 
year 1938, according to estimates 
which were recently made by F. 


W. Dodge Corp., New York City. 

The 1938 contract volume for the 
37 states east of the Rocky Moun- 
tains, as reported by the Dodge 
Corporation, was $3,197,000,000, as 
compared with an indicated final 
contract total for the current year 
1944 of approximately two billion 
dollars. 



























































ANMUAL AVERAGES ESTIMATES 
PROECT CLASSIFICATION 8 bs 
REVIVAL DEPRESS 10% FIRST 12 MONTHS CHANGE 
1920 ~ 1929 1930 - 1939 CALENDAR YEAR 1944 AFTER x DAY BusA 
COMERCIAL BUILDINGS 730 247 75 150 #- 100 
MANUFACTURING BUILDINGS 400 158 6 woo = 
EOUCATIONAL AND SCIENCE BUILDINGS 6 19% 7 135 * ® 
| HOSPITAL AND INSTITUTIONAL BUILDINGS usa a bey 100 + & 
| PUBLIC BUILDINGS 59 108 12 60 * «0 
RELIGIOUS BUILD INGS 115 33 12 ov) +. 3B 
SOCIAL AND RECREATIONAL BUILDINGS 176 3 32 50 + 6 
MISCELLANEQUS NOMPESIOENTIAL BUILDINGS 49 ee) 155 100 - § 
TOTAL NON-RESIDENT IAL 1993 ws. 873 935 , * 
APARTMENTS, HOTELS AND OORMITORIES 9 199 u? 200 * 79 
OME AMO TWO FAMILY HOUSES 998, 516 195 850 + 336 
OTHER SHELTER - 4 40 25 - » 
TOTAL RESIDENTIAL 1987 79 347 1075 *# 20 
TOTAL BUILDING 3960 1645 1220 210 + & 
TOTAL PUBLIC WORKS AND UTILITIES g70 950 800 . 1100 - 38 
TOTAL CONSTRUCTION 4950 2% 2020 3110 -f #6 
Total Yoooty a) ovllding estimate for first 12 os afters ~ Sg y - wed = farm dwelling units in Gast loomed 
unites Sates Of approximately 210,000 in the 37 states covered 5, 8. Dodge ration and witnin tne reporting ainiaun 
“Column 8 estimates will fit the calendar year 1968, If 4 Day comes before Janwary 15, 1985. 
Colum 8 estimates reduced by 20 per cent, will fit tne calendar year 1945 if & Oay comes some ting in Maren 1985. 


Column 8 estimates marked down by a third will fit the calendar year 190% if x Oay cones after June 1, 1985. 


The Dodge construction outlook for the first 12 months after 
“X Day” showing the valuation of construction contracts in 37 
eastern states. Figures shown represent millions of dollars. 
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to assemble complete washing machines, 
under the “spot authorization” pro- 
cedure (Priorities Regulation 25). Also, 
under order L-6, WPB has the auv- 
thority to authorize the assembly of 
washing machines, though such authori- 
zations are not now being issued. As- 
sembly of laundry equipment other than 
washing machines is permitted under 
PR-25. Industry representatives have 
urged the War Production Board to 
permit laundry equipment manufac- 
turers to order and stock materials and 
components in preparation for recon- 
version, contingent upon non-interfer- 
enee with war production. They state 
such preliminary readiness would prob- 
ably save three month’s time, later, 
when the “go ahead” signal is_ finally 
given them. 
= a * 

Heavy tools—Despite still very 
large government demands for the 
armed forces, many jobbers report im- 
proving service on their requirements 
of picks, sledges, and heavy tools of this 
class. It is true that shipments now 
received are against orders of many 
weeks’ standing, and manufacturers 
complain of their handicaps of shortage 
and inefficiency of help. Requests for 
ratings for jobber stock purchases seem 
to be met promptly and satisfactorily, 
and, with only reasonable vigilance and 
patience, wholesalers’ stocks of simpli- 
fied finish and variety are being main- 
tained. 


Pipe fittings and valves — 
WPB has highly complimented the war 
effort of the valve and fittings mann- 
facturers—describing as “one of the 
production miracles of the war,” the ex- 
pansion of these industries, to meet the 
greatly enlarged requirements of the 
Army and Navy, and Maritim: Com- 
mission, and the huge synthetic rubber 
and high octane gasoline programs. 
Despite manpower handicaps, the manu- 
facturers’ backlogs of orders have been 
reduced from 6 to 9 months, last year, 
to 4 to 5 months now. Almost half of 
the entire output of the industry for 
last year and the first eight months of 
1944 has been absorbed in ship con- 
struction. Enormous quantities of 
valves and pipe fittings have been used 
also in the construction of synthetic 
rubber and high octane gasoline plants, 
pipelines and Army projects. Public 
utilities also loom largely. “Essential 
civilian” requirements (homes, apart- 
ments, offices, stores, hospitals, etc.) 
are negligible, possibly less than two 
per cent, WPB reports. 

* 2 ¢ 

Electronic parts — A recent 
WPB amendment to Priorities Regula- 
tion 13, has made available certain non- 
critical electronic equipment, parts and 
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components for domestic purchase and 
export, out of idle and excess stocks of 
war contractors. WPB has found that 
a number of parts, including some 
capacitors, and some types of resistors, 
crystal assemblies, insulators, micro- 
phones, sockets and loud speakers are 
no longer critical. Radio tubes, which 
are still in short supply and restricted, 


require a priority rating of AA-5 or 
better. 
sss 

Aluminum wares — Approxi- 
mately 22 firms in the aluminum ware 
industry are getting ready to resume 
output of household kitchen utensils. A 
few have already gone into production. 
Adherence to March, 1942, prices as the 





are not included in the relaxation of the 
order. While the new amendment per- 
mits free sale and movement of many 
non-critical materials out of war con- 


tractors’ surplus, other components are mittee. 
mands of the armed services for critical 


still restricted by Regulation 13, and 


starting point for the industry’s resump- 
tion, has been discussed at a recent 
meeting of OPA with the aluminum 
ware manufacturers’ advisory com- 


Pending presentation of de- 











It sells fast because it holds fast. 


when you sell your customer the “invisible 
clamp”’...Weldwood Plastic Resin Glue. 


Ask your salle 4 for this fast-selling, high- 
profit Weldwood Glue or send the coupon 


“Makes the 
glue line 
the SAFETY line”’ 





55 West 44th Street, 

New York 18, N. Y. 
Please send literature, prices, 
discounts, samples and informa- 
tion on WELDWOOD GLUE 
dealer plan— 








Holding Power-means Selling Power 


“Invisible Clamp” 
Proves it with Profits! 


Because he gets results with Weldwood Glue 1. 
that bring him back for more. 

y a 
This stubborn adhesive welds woods together 
in a plastic bond that won't yield to moisture, 
bacteria or decay. 3 
And he'll find it easy to use, too! Fast-setting 

. cold setting . . . and economical! 
a 









below. Ig comes in several convenient sizes 
for easy. selling—10c, 25c, 50c cans. Also in 
And you build up year-round repeat business 1, 5, 10 and 25 Ib. sizes. 


Here’s Strong Sales Help for Dealers 


Sales-producing packages and display cartons, 
designed by experts, 


Counter or Window Displays are both power- 
ful and a help make your cus- 
tomers stop and buy. 


Circulars in four colors packed in every carton. 
Additional quantities, imprinted with your 
name and address, available upon request. 


Weldwood Glue is consistently, nationally ad- 
vertised in the magazines that industrial and 
consumer glue users read. 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 


UNITED STATES PLYWOOD CORPORATION, Weldwood Glue Dept. 117, 


Name. 
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Address. 
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My jobber is. 
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materials for the first quarter of 1945, 
WPB relaxations are very “cautious.” 
However, in recently amending order 
L-30-d, controlling the production of 
miscellaneous cooking utensils, WPB 
has removed restrictions on the use of 
aluminum and magnesium in products 
heretofore banned by “Schedule A” of 
that order. WPB has recently ruled 
that manufacturers of aluminum cook- 
ing utensils, kitchenware and house- 
hold articles may obtain prime allot- 
ments of aluminum under the Con- 
trolled Materials Plan, to fill “pre- 
ferred” (war) orders, but they will con- 
tinue to obtain deferred allotments for 
purely civilian orders. “Preferred” 
orders are those placed by the Army, 
Navy, Veterans Administration, United 
States Maritime Commission, and War 
Shipping Administration. 

* * ¢ 


Aluminum foil wrapping — 
Persons who are eligible to use the 
MRO-AA-1 preference rating under 
CMP Regulation 5 (maintenance, re- 
pair and operating supplies) may use 
the MRO symbol and their rating to 
get aluminum foil for their own use for 
wrapping purposes, WPB has ruled. 
Alaminum foil may be purchased under 
this rule for wrapping purposes re- 
gardless of how it is charged on the 


user’s books. 
* . + 


Anti-freeze materials — Be- | 


ginning Jan. 1, anti-freeze production 
will be governed by orders controlling 
the raw materials used in its manufac- 
ture. WPB has issued schedules con- 
trolling ethyl alcohol, methyl alcohol, 
isopropyl alcohol, and glycols, under 
general chemicals order M-300, to in- 
corporate the anti-freeze restrictions. 
Except as to methyl alcohol, which be- 
effective immediately, these 
changes will become effective at mid- 
night, December 3i, 1944. 


* * . 


comes 


Office supplies—The use of iron 
and steel to make pencil sharpeners 
and file fasteners, prohibited for almost 
two years, is again permitted, by recent 
WPB amendment of Order L-73, in- 
cluding these two items in the list of 
office supplies for which quotas are 
established. The other items, for which 
the use of iron and steel was previously 
permitted, are clips and clamps, clip- 
less fastening machines, archboard and 
clipboard files, list finders, perforators 
and punches, file signals, inked ribbon 
spools, file guide or folder tabs, and 
map and thumb tacks. In making the 
permitted office supplies for non-mili- 
tary purposes, each manufacturer may 
use iron and steel, each quarter, at the 
rate of 12% per cent of the amount of 
all metals used for the same items in 





1940. Use of iron and steel for the pro- 








One reason why the Bassick “Diamond-Arrow” 


is the world’s largest-selling quality caster for 
furniture and office chairs is that dealers like 
yourself can easily demonstrate its superiorities. 


FOR EXAMPLE: 
the famous Bassick patented full-floating, 
two-level ball race construction — for 
smoother, quieter rolling and longer life. 


Another reason is that Bassick users come 
back for more whenever they need caster re- 
placements. 


RIGHT NOW, 


Bassick Casters 
are available for 
replacement an 
repair purposes. 
Your jobber can 
supply you with 
a few of the more 
popular types 
and sizes. 


SERA 6,4 


MAKING MORE KINDS OF CASTERS 
... MAKING CASTERS DO MORE 
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duction of a few miscellaneous items, 
‘such as pins, rulers, yardsticks, adhe: 
sive and gummed tape dispensers, pre- 
viously restricted by L-73, is no longer 
controlled by the order. 

* * 

Flax and hemp orders—Con- 
servation order M-284, which required 
processors and owners of flax to report 
monthly inventories in excess of 500 
lbs., has been revoked by WPB. Gov- 
ernment purchase of supplies from 
Canada, and increases of the acreage of 
flax in Oregon, have helped to establish 
present stocks sufficient to meet fore- 
seeable requirements, so WPB can per- 
mit the use of flax through normal 
trade channels. Also, conservation 
order M-187, sunn hemp, which re- 
quired processors and owners to report 
monthly inventories in excess of 500 
Ibs., has been revoked. 

. * 7 

Cotton duck released — The 
direction (under Order M-91) which 
impounded cotton duck in excess of 
500 yds. in the hands of users, has been 
revoked by the Textile branch of the 
War Production Board. Army duck, 
numbered duck, flat duck and shelter 
tent duck, had been impounded early 
in September, to help meet military 
requirements for tentage fabrics. Since 
the armed services now have negotiated 
to purchase such types as they are 
interested in, the ban has been revoked 
so that stocks remaining in the hands 
of users may revert to normal permitted 
uses through regular trade channels. 

+ * * 

Phosphate fertilizer — The 
War Food Administration has reduced 
its estimate of the amount of phosphate 
fertilizer that will be available for 1945 
crops, WFA said Nov. 25. Officials said 
that military demands for sulphuric 
acid appear to be such that less acid 
will be available for superphosphate 
production than had been estimated 
previously. The new estimate, based on 
sulphuric acid supply figures from War 
Production Board, is a little less than 
6% million tons of superphosphate (18 
per cent equivalent), as compared with 
the estimate of 7 million announced in 
October and last year’s supply of 7,600,- 
000 tons. The reduced supply of super- 
phosphate may cause a reduction in the 
production of mixed fertilizers, WFA 
officials said. WFA does not plan to 
change the approved fertilizer grades, 
which provide for high plant food con- 
tent. However, WFA officials pointed 
out, farmers will have a better chance 
of getting the desired grade in the de- 
sired amount if they order and accept 
delivery of fertilizer immediately. Not 
only mixed goods, but also materials 
used for direct application, should be 
bought now, officials said. 
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It’s label’d x 
AIR EXPRESS 


...but it can’t take off from 
your shipping room floor! N 
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————~ Ship When Ready 
—— _ for Fastest Delivery 


The end-of-the-day rush at the airport may nudge 
your shipments out of the race, defer them until 
a later plane. So phone for a pick-up the moment 


the label is on...or before! That’s the way to 
get fastest delivery! 


























SPECIFY AIR EXPRESS 
A Money-Saving, High-Speed Tool 
for Every Business 


With additional planes now available for all important types of traffic, 3-mile- 
a-minute Air Express directly serves hundreds of U.S. cities and scores of 
foreign countries. Thousands of shippers are saving substantial sums through 
Air Express, employing its economy and efficiency in an ever-increasing 
number of ways. 

WRITE TODAY for ‘‘Quizzical Quiz’”—a booklet packed with facts that will 
help ovy solve cain a shipping problem. Dept. PR-12, Railway Express 
Agency, 230 Park Avenue, New York 17, N. Y., or ask for it at any local office. 
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Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 
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Western Cartridge Co. Plans 
Merger With Olin Corp.— 
As Part of Olin Industries 


12 Affiliates to be brought under 
one management to form one of the 
nation’s larger industrial enterprises. 


Formation of Olin Industries, 
Inc., as one of the nation’s 
larger industrial enterprises, 





F. W. OLIN 


was forecast Nov. 19 with the 
announcement of an agreement 
of merger between Western Car- 
tridge Co. and the Olin Corp., 
both of East Alton, Ill. 

The proposed merger will 
bring under one unified man- 
agement the nation-wide inter- 
est, numbering 12 affiliates, sub- 
sidiaries and divisions of the 
two companies to be merged, 
according to John M. Olin, 
vice-president of both Western 
Cartridge Co. and the Olin 
Corp. The boards of directors 
of both companies in recom- 
mending the merger, are seek- 
ing to provide greater efficiency 
and economy in the management 
of the business carried on by 
the two corporations, Mr. Olin 
said. The merger, long contem- 
plated, will now enable the man- 
agement to give greater atten- 
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tion to post-war activities which 
will produce maximum employ- 
ment, Mr. Olin pointed out. 
Founder of the Olin interests 
to be merged under the family 
name is F. W. Olin, president of 
both Olin Corp. and Western 
Cartridge Co. His two sons, 
John M. and Spencer T. Olin, 
are officers of both companies. 
Stockholders of Olin Corp. 
already have voted to accept the 
stock of the new corporation in 
exchange for their Western 
holdings. The stockholders of 
Western Cartridge Co. will meet 
Dec. 11 to vote upon the merger. 
The present brand names of 
all the various enterprises will 
be continued under the new cor- 
poration, thus carrying over to 
Olin Industries, Inc., goodwill 
values accruing since 1866/ 
Products now manufactured in- 
clude firearms, ammunition and 
ammunition components, explo- 
sives, brass and other non-fer- 
rous metals, flashlights, _ bat- 
teries, skates, traps and targets 





SPENCER T. OLIN 








used in trap and skeet shooting, 
and other items. At peak pro- 
duction, total employment of all 
companies has exceeded 60,000 
persons. 

The Olin Corp. through its 
aluminum division at Tacoma, 
Wash., operates an aluminum 
reduction plant for the Defense 
Plant Corp. Other Olin Corp. 
affiliates and divisions produce 
explosives in various parts of 
the country. One of the largest 
Olin enterprises is the 79-year- 
old Winchester Repeating. Arms 
Co. of New Haven, Conn., man- 
ufacturer of sporting arms and 





JOHN M. OLIN 


ammunition. Acquired in 1931, 
Winchester is a division of 52- 
year-old Western Cartridge 
which is a leading manufacturer 
of sporting ammunition and one 
of the nation’s leading produc- 
ers of brass. 

Prior to the first cut-back in 
the government’s small arms 
ammunition program, more than 
10,000,000,000 rounds of mili- 
tary ammunition already had 
been produced for the present 
war by Western, together with 
Winchester and the United 
States Cartridge Co., a Western 
subsidiary which operates the 
$125,000,000 St. Louis Ordnance 
Plant, world’s largest plant pro- 
ducing rifle and machine gun 
ammunition. The Winchester 


Division developed and is manu- 
facturing the Army’s new car- 
bine Model 30 MI. and is also 





producing the Garand rifle. 








J. GRAHAM CAIRNS 


CORNING GLASS NAMES 
TWO REPRESENTATIVES 


The consumer products divi- 
sion of the Corning Glass Works, 
Corning, N. Y., has appointed 
J. Graham Cairns, Seattle, Wash., 
and Ronald F. Barlow, Glendale, 
Cal., to cover the company’s far 
west territory. Both men have 
completed a _ special training 
course in the East, which in- 
cluded a tour of all Corning 
Glass manufacturing centers in 
the New England and middle 
Atlantic states. The men will 
handle the complete Pyrex brand 
glass ovenware and flameware 
lines, Mr. Cairns covering the 
states of Washington, Oregon, 
Idaho, and Montana, while Mr. 
Barlow will cover southern Cali- 
fornia and Arizona. 





RONALD F. BARLOW 


HARDWARE AGE 
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Landon P. Smith, Inc. Corporate 
Name Changed to Red Devil Tools— 
No Change in Policy, Management 


George L. Lee, president, Lan- 
don P. Smith, Inc., Irvington 11, 
N. J., 72-year-old manufacturers 
of Red Devil painters’ and gla- 
ziers’ tools, has announced the 
company’s change of name to 
“Red Devil Tools.” Mr. Lee 
states, “It was a case of our Red 
Devil trade name being far bet- 
ter known than the name of the 
company. ... To prevent confu- 
sion it seemed wise to change 
the name of the company to 
‘Red Devil Tools.’” 

No change of policy, manage- 
ment or personnel has been 
made or is contemplated. Lan- 
don P. Smith, the founder, con- 
tinues as chairman of the board 
of directors. Expansion is 
planned but the production and 
distribution methods and the 
high quality of the merchandise 
manufactured by the company 
will be unchanged. 

The original Red Devil glass 
cutter was made, in 1872, in 
Hill, N. H. New styles of glass 
cutters were brought out for spe- 
cific purposes, such as circle cut- 
ting, gage glass cutting, plate 
glass, etc., so that the Red 


Devil glaziers’ tool line includes 
every style of glass | cutter. 
The other items added from 
time to time included: diamond 
points and drivers, triangle 
points, wood scrapers, sand- 
paper holders, razor blade 
scrapers, putty knives, wall 
scrapers, linoleum knives, wall- 
paper trimmers, paperhangers’ 
knives, carboloy glass drills, 
roller stipplers, roller painters, 
glass pliers, Grady axe and ham- 
mer wedges, copper pot cleaners, 
Reddy golf tees, electric paint 
conditioners, electric paint mix- 
ers, electric floor sanders, elec- 
tric floor edgers and electric 
fencers. 

Postwar plans of Red Devil 
Tools include further expansion 
and the addition of many new 
items including a complete line 
of paperhangers’ tools and de- 
vices, improved floor sanding 
and paint conditioning machin- 
ery, improved copper pot clean- 
ers, and the reintroduction of 
the original Reddy Tee golf 
tees. 

The company’s address is Red 
Devil Tools. Irvington 11, N. J. 








BURGESS FASTENING 
CO. FORMED IN 
CLEVELAND, OHIO 


The Burgess Fastening Co. 
has recently been organized in 
Cleveland, Ohio, and will have 
its general office and factory in 
the National Terminals Build- 
ing, 1220 West 9th St., Cleve- 
land, Ohio. Warren S. Johnson, 
who was for 11 years in the 
wire stapling industry as sales 
manager of the Fastening Equip- 
ment Division of the Burgess 
Co., Inc., and of the Burgess 
Fastening Equipment division of 
the Lake Erie Chemical Co., is 
general manager of the new 
company. Mr. Johnson’s present 


‘office and plant personnel ac- 


company him in the new busi- 
ness, which has been formed to 
handle throughout the U. S., 
the manufacture, distribution, 
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and repair of Burgess fastening 
wire stapling, tacking machines, 
and wire staples. 


The company has been ap- 





WARREN 8. JOHNSON 


pointed sole distributors of the 
Star Paper Fastener Co., Inc., 
Norwalk, Conn., for Star staples 
and Star fasteners throughout 
Ohio, Michigan, Kentucky, Ten- 
nessee, and Indiana. The Bur- 
gess Fastening Co. will handle 
all sales, warehousing and re- 
pair of Star products in this 
area. The company has been 
designated as the official repair 
depot for all Hotchkiss stapling 
and fastening equipment in 
these five states. 


- 


SHELDON ACQUIRES 
VERNON LINE 


The Sheldon Machine Co., 
Inc., Chicago, Ill., recently an- 
nounced the acquisition of the 
Vernon line of machine tools. 
The line includes the Vernon 
horizontal milling machines, ver- 
tical milling machines, and jig 
borers, 12 in. back geared 
shapers and Universal tool and 
cutter grinders heretofore built 
and sold by the Machinery Mfg. 
Co., Los Angeles, Cal. 





BENSON SALES REP. 
NATIONAL SCREW 
FOR MINNESOTA 


The National Screw & Mfg. 
Co., Cleveland, Ohio, has recent- 
ly announced the appointment of 
Earl Benson as its sales repre- 
sentative for the state of Min- 
nesota. He succeeds R. C. John- 
son who has recently retired 
after many years of service. 


CELANESE PLASTICS 
SALES ORGANIZATION 
CHANGES ITS NAME 


Celanese Corp. of America, 
New York City, recently an- 
nounced that the name of the 
selling organization for its plas- 
tics products has been changed 
from Celanese Celluloid Corp. to 
Celanese Plastics Corp. This ac- 
tion will round out the sales or- 
ganization of the company in the 
field of textiles, plastics and 
chemicals. Celanese Celluloid 
Corp. was formed in 1941 as a 
sales subsidiary when the orig- 
inal Celluloid Corp. was merged 
into Celanese Corp. of America 
as the plastics manufacturing di- 








vision of the company. 


—=—= 


FLORENCE STOVE BUYS 
MARSHALL STOVE CO. 


R. L. Fowler, president of the 
Florence Stove Co., Gardner, 
Mass., has announced that his 
company has acquired the Mar- 
shall Stove Co., Lewisburg, 
Tenn. The plans are to revamp 
completely and expand the pres- 
ent Marshall factory, and equip 








R. L. FOWLER 


it with the most modern ma 
chinery for the manufacture of 
stoves and heaters. The Florence 
gas ranges, LP-gas ranges, oil 
ranges, and oil-burning heaters, 
will be produced in this new 
plant. 

George B. Colburn, superin- 
tendent of the Florence factory 
in Gardner for the past 16 years, 
has been elected a vice-president 
of the company, and is to assume 
full charge of the new southern 
factory. William E. Burns, as 
sistant superintendent of the 
Gardner factory, succeeds Mr. 
Colburn as superintendent. Lewis 
Moor:, Jr., will continue as 
president of the Marshall Stove 
Co., whose entire production at 
present is devoted to war work. 





DISSTON GIVEN NAT. 
SECURITY AWARD 


Henry Disston & Sons, Inc., 
Philadelphia, Pa., saw manufac- 
turers, has recently been given 
the National Security Award, 
which signifies extraordinary 
achievements in establishing and 
maintaining superior security and 
protection measured against air 








raids, fire sabotage and accidents, 
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BRANNING GEN. MGR. 
WOOD SHOVEL & TOOL 
! The Wood Shovel & Tool Co., 
Piqua, Ohio, has appointed E. H. 
Branning as its general manager. 





E. H. BRANNING 


Mr. Branning just recently re- 
signed as head of the Hardware 
& Tools Procurement Division of 
the Army Service Forces. He 
started in business with H. 
Pfeiffer & Son Co., Fort Wayne, 
Ind., about 30 years ago. He ad- 
vanced through the business to 
various executive management 
positions. He was vice-president 
and general manager of the J. F. 
Rittenhouse Mfg. Co., Akron, 
Ind., and in 1931 he consolidated 
this company with Cronk & Car- 
rier Mfg. Co., Elmira, N. Y., and 
the F. E. Kohler Co., Canton, 
Ohio. The three companies 
formed the CKR Co., Cleveland, 
Ohio, of which company Mr. 
Branning was president. When 
the latter company was merged 
with the American Fork & Hoe 
Co., Cleveland, Ohio, in 1937, he 
joined that company in an exec- 
utive capacity, until 1942. He 
then was requested by the gov- 
ernment to organize and become 
active head of a department for 
the procurement of hardware and 
tools needed by the Army Service 
Forces. 


BUTLER BROTHERS 
DISTRIBUTE FOR 
P. A. GEIER CO. 


*The P. A. Geier Co., manufac- 
turers of Royal vacuum cleaners, 
Cleveland, Ohio, has announced 
the appointment of Butler Bros., 
as wholesale distributors in Dal- 

*las, Minneapolis, and Baltimore 
territories. Stanley Graham, who 
is now in charge of the develop- 
ment of major appliance distri- 
bution for Butler Bros., at the 
company headquarters in Chi- 
cago, will temporarily supervise 


and Minneapolis. A permanent 
branch manager for each section 
will be announced later. 





STANLEY WORKS BUYS 
RUSSELL JENNINGS 


The Stanley Works, New Brit- 
ain, Conn., has announced that 
it has purchased the business of 
The Russell Jennings Mfg. Co., 
Chester, Conn., which will be 
operated as a department of 
Stanley Tools. Manufacturing 
operations will continue at the 
Chester plant, and for the present 
all shipments will be made from 
that plant. The sales will be 
handled by the regular salesmen 
of Stanley Tools. The Stanley 
Works plans to carry a stock of 
auger bits, and combine these 
shipments with other Stanley 
tools later on. 


BELLOWS SALES MGR. 
SHEDON MACHINE CO. 


The Sheldon Machine Co., 
Inc., Chicago, Ill., manufacturers 
of Sheldon precision lathes, and 
Vernon milling machines and 
shapers, has recently announced 
the appointment of Lyman H. 


Bellows as sales manager of the 
company. Mr. Bellows was 
formerly associated with the elec- 
trical tool division of the Stanley 
Works, and is now setting up 
the post war organization for dis- 
tributing Sheldon lathes and the 
company’s newly acquired Ver- 
non lines. 





NAME 12 SENTINEL 
RADIO DISTRIBUTORS 


Sentinel Radio Corp., Evans- 
ton, Ill., has recently announced 
the appointment of the following 
distributors: J. R. Hunt & Co., 
Baltimore, Md., Excelsior Radio 
Co., Harrisburg, Pa.; Elliott- 
Lewis Electric Co., Inc., Phila- 
delphia, Pa.; Springfield Radio 
Co., Springfield, Mass.; George 
Gerber Co., Providence, R. L; 
Joseph Mandell & Co., Inc., Bos- 
ton, Mass.; Sanford Electronics 
Corp., New York City; Rich- 
mond Hardware Co., Richmond, 
Va.; Capital Light & Supply Co., 
Inc., Hartford, Conn.; The C. S. 
Mersick & Co., New Haven, 
Conn.; Hatry & Young, New 
Haven, Conn.; and Grand Light 





& Supply Co., New Haven, Conn. 








Herbert C. Angster, executive 
secretary and director, National 
Association of Domestic & Farm 
Pumping Equipment & Allied 
Products Manufacturers stated at 
the recent annual meeting of the 
association, that we can have a 
decade of prosperity if the con- 
version from wartime to peace- 
time production is handled with 
proper government management. 
He continued saying that in his 
opinion, business, after the war, 
will pass through three phases: 
the reconversion phase, the catch- 
ing-up, or boom phase, and 
finally the self-sustaining phase. 

The industry has undertaken a 
comprehensive program of post- 
war planning to provide for 
maximum employment after the 
war, and has fixed as its goal 
the production and sale of 500,- 
000 water systems during the 
first year after victory. To im- 
plement its post-war planning 
program, the industry has set up 
several sub-committees all oper- 
ating under the General Plan- 
ning Committee, which is headed 
by C. D. Leiter, The F. E. Myers 
& Bro. Co., Ashland, Ohio. In 
reporting for the Markets Com- 
mittee, its chairman, Mr. Leiter, 
stated that reports have been 
compiled and distributed to mem- 
bers on: the future markets for 





these lines at Dallas, Baltimore, 
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hand pumps, windmills, water 


Water System Industry Sets Up Program 
To Provide Bases for Post-War Sales 


systems; state and federal sani- 
tation codes, and the trend in the 
number and site of farms, etc. 
Other surveys are now being con- 
ducted on the future market for 
deep and shallow well power 
pumps and special service power 
pumps, for well accessories, and 
for special applications of water 
supply equipment. R. B. Baird, 
The Duro Co., in reporting for 
his committee on materials said 
that the sources of raw materials 
have replied favorably to the 
question of their ability to meet 
the expanded needs of the water 
system industry. 

L. E. Wilson, president, Eve- 
rite Pump & Mfg. Co., Lancaster, 
Pa., was re-elected president of 
the association; Walter F. Dem- 
ing, The Deming Co., Salem, 
Ohio, was elected vice-president, 
and J. P. Curtin, Geo. D. Roper 
Corp., Rockford, [l., was re- 
elected treasurer. Members of 
the executive board, in addition 
to Messrs. Angster, Wilson, Dem- 
ing and Curtin, include the fol- 
lowing: H. L. Dempster, presi- 
dent, Dempster Mill Mfg. Co., 
Beatrice, Neb.; Robert Hula, 
vice-president, Clayton Mark & 
Co.; J. C. Meyers, president, The 
F. E. Myers & Bro. Co., Ash- 
land, Ohio; and G. R. Deming, 
president, The Deming Co., 


REES RANGE-WATER 
HEATER SALES MGR. 
EDISON G. E. CO. 

Gregory L. Rees has recently 
been appointed range and water 
heater sales division manager of 





GEORGE L. REES 


the Edison General Electric Co., 
Inc., 5600 W. Taylor St., Chicago 
44, Ill. He has been affiliated 
with the company since 1935 as 
development engineer, and special 
sales representative on ranges 
and water heaters. He formerly 
headed the demonstration and 
sales of company developed war 
devices. His headquarters will 
be located in Chicago, at the 
above address. 

Other appointments announced 
include: H. F. Scaife, manager 
of western sales, with head- 
quarters in San Francisco, who is 
succeeded in his former position 
as kitchen sales manager by 
John Fellman. Also Floyd Sla- 
sor was named manager of the 
refrigeration sales division. Both 
of the latter men will remain at 
Chicago. 


MARTIN ASS’T MGR. 
N. E. SALES AM. 
STEEL & WIRE CO. 


Harold Martin has recently 
been appointed assistant mana- 
ger of New England sales for 
the American Steel & Wire Co., 
U. S. Steel subsidiary, Rocke- 
feller Bldg., Cleveland 13, Ohio. 
He will continue to be located 
in the Boston sales office where 
he has been manager of merch- 
ant product sales since 1942. He 
first jgined the company in 1919, 
in the mailing department. Mr. 
Martin held several positions be- 
fore being made a sales repre- 
sentative in 1922. He was trans- 
ferred to Baltimore, and six 
years later returned to New York 
as a merchant products salesman. 
He retained this post until his 
advancement to the position he 
now leaves, 





Salem, Ohio. 
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mee a meuCAW MOLDED PLASTIC UNITS 


SINK STRAINER 


A 
HOUSEHOLD 
LEADER 
300% more 
draining area 
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. Note cross brace rib design for greatest strength. Prevents sagging. 
ctric Co Maintains rigidity. 
, Chicago 
affiliated 300 PER CENT more draining area than in ordinary strainers. 
Square openings for faster draining. MORE QUICKLY AND 
. 1935 as EASILY CLEANED. Will not stain, scratch, nor mar sink. WILL 


id special NOT RUST. WILL NOT CORRODE. Retains original handsome 
finish. Light and easy to handle, and—made of tough plastic for 
1 ranges longest service. 


formerly 


AMERICAN MOLDED PLASTIC 








AMERICAN 
MOLDED 
PLASTIC 

HAT AND 

COAT HANGER 


(Also handy for cloths, uten- 
sils, efc., in closet, bathroom 
and kitchen.) 


Will carry the heaviest over- 
coat. Sketch shows steel rein- 
forcement for rigidity. Steel 
plate backs plastic base panel. 
Steel arm extends entirely 
through hollow hook and is 
integral with steel base plate. 
Base measures 1%"x2%4", ex 
tends out from wall 2%”. 
Furnished with two screws. 

Here is a strong, colorful, de- 
pendable hanger that will not 
chip nor fade. Beautiful solid 
colors. Smart new style. In- 
stant appeal wherever shown. 


Wire or write at once for illustrated descriptive Bulletins 
and prices. 


AMERICAN 
MOLDED PRODUCTS SALES CO. 


1758 N. Honore Street, Chicago 22, Illinois 
Telephone: ARMitage 3045 
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UTICA PLASTIC CO., 227 Oriskany St., W., Utica 2, N. Y. 
| Please send me complete information about your PLASTI-KLEER Plastic 
Coating and other finishes. 


MM Ravacaccquescctiessessebes 


























ARMY-NAVY “E” TO IMPERIAL KNIFE CO., 


excellence in the production of 
Inc., Providence, R. I., 


perial Knife Co., 


INC: For 
“fighting cutlery”, the Im- 
manufacturers of 


pocket knives in peace time, was recently awarded the Army- 


Navy “E” pennant. 


A gathering of several thousand people 


attended the presentation ceremonies including the governor 
of the state, the Hon. J. Howard McGrath. Master of cere- 
monies was the Hon. Antonio A. Capotosto, of the Supreme 
Court of Rhode Island. Left to right shown above are: Major 
R. W. Mojonnier, representing the Army; Judge Capotosto; 
Felix A. Mirando, treasurer of the Imperial Knife Co., who 
accepted the award for the company; Lt. R. R. Robertson, 
representing the Navy, and Josephine Ciniero, who accepted 


the “ 


E” pins for the company’s personnel. 








CLASSES HELD FOR 
DISTRIBUTOR SALESMEN 
BY CONGOLEUM-NAIRN 


A series of classes for dis 
tributor salesmen are being held 
at the general offices of Con- 
goleum-Nairn, Inc., 195 Belgrove 
Drive, Kearny, N. J. The classes 
have been held on an average of 
every two weeks except during 
the summer months since early 
this year, and will continue 
throughout the coming year. 
Classes are of four-day duration 
and the program is so designed 
as to thoroughly cover all sub- 
jects essential to the efficient 
selling of Congoleum-Nairn prod- 
ucts. The information given at 
the classes is designed to assist 
the salesmen when merchandise 
again becomes plentiful and the 
salesmen must know the essential 
facts about the products he is 
selling as well as the best 
methods of using those facts. An 
important part of the course is 
an interesting and thoroughly in- 
structive trip through both the 
Kearny plant, where Nairn lino- 
leum, and through the Marcus 
Hook plant where gold seal con- 
goleum is made. 





U. 8. TIME ANNOUNCES 
NEW PRINCIPLE FOR 
INGERSOLL CLOCKS 


The United States Time Corp., 
630 Fifth Ave., New York City, 
20, has announced a new prin- 
ciple in clock manufacture, called 
Timex, to be applied to Inger- 
soll clocks which the company 
will put into distribution in the 
near future. The Ingersoll clocks 
with the Timex heart will be 
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almost soundless, and designed in 
keeping with new and modern 
times to come, will be tested to 
99.93 per cent accuracy, states 
the maker. 


LT. BILLMAN NOW 
PRISONER OF WAR 


Dan_ Billman, Minneapolis, 
Minn., vice-president, NRHA, 
whose son, Lt. Vernon Billman, 
was reported missing in action, 
recently received the heartening 
news that he is a prisoner of 
war in Germany. The report was 
later verified by a short-wave 
broadcast made by Lt. Billman 
indicating that he baled out 
safely from his plane and is un- 
harmed. 


QUIGLEY IN APPLIANCE 
SALES FRIGIDAIRE 
DIV. GENERAL MOTORS 

Harry M. Kelley, manager of 
appliance sales, Frigidaire divi- 
sion of General Motors Corp., 
Dayton 1, Ohio, has recently an- 





nounced the appointment of 
Clarence E. Quigley to handle 
special assignments in that de 
partment. Mr. Quigley has been 
with the company since 1920, 
and entered the Frigidaire divi- 
sion in 1926. He has been suc- 
cessively regional manager, water 
cooling manager, and assistant 
manager of commercial sales. Be- 
fore being transferred to his 
present position, he was for two- 
and-one-half years affiliated with 
various Frigidaire war produc- 
tion activities. 

DAY WITH LUMITE 

DIV. CHICOPEE MFG. 


George H. Day, 2nd, has re- 
cently joined the Lumite Divi- 
sion of Chicopee Mfg. Corp., 
Ga., with headquarters in New 
York City. His present duties 
will be devoted to the formation 
of sales policies as well as to 
dealer and consumer education 
on the new plastic screen cloth, 
Lumite. The entire output of 
this product is now for the 
Army and Navy. Mr. Day for- 
merly was associated with the 
Yale & Towne Mfg. Co., having 
joined that company in 1928. 
From 1939 to 1942 he directed 
sales of its Phantom Doorman, 
electric eye door opener. In 
1942 he enlisted in the Army 
from which he recently was hon- 
orably discharged. 





GEORGE H. DAY, 2ND 








Retail Radio Outlets Plan to Employ 
5,900 Army and Navy Technicians 


According to a survey of hard- 
ware and other radio dealers 
made by the Emerson Radio & 
Phonograph Corp., 111 Eighth 
Ave., New York City 11, more 
than 5900 civilian positions are 
awaiting for radio technicians 
now in the Army signal corps 
and naval communications. The 
1300 dealers who have replied so 
far have indicated an average 














need of about four trained men 
with expected requirements about 
evenly divided between sales and 
service personnel. Replies re- 
ceived already as well as others 
as they come in, will be tabu- 
lated and made available to fed- 
eral and state agencies, veterans’ 
organizations, and others inter- 
ested in finding jobs for return- 
ing service men. 








LINDEMANN & HOVERSON 
NAMES DISTRIBUTORS 


A. J. Lindemann & Hoverson 
Co., Milwaukee 7, Wis., manv- 
facturers of domestic cooking 
and heating appliances for elec- 
tricity, gas, and oil, announced 
recently the appointment of the 
following distributors: Whan Dis- 
tributors, Division of the George 
H. Whan Co., Boston, Mass., 
L&H gas and electric ranges and 
electric water heaters in eastern 
Maseachusetts, and New Hamp- 
shire and Vermont; C. D. Franke 
Co., Inc., Charleston, S. C., L&H 
gas and electric ranges and elec- 
tric water heaters in the major 
part of the state of South Caro- 
lina; and Legum Distributing 
Co., Baltimore, Md., L&H gas 
and electric ranges, and electric 
water heaters in the major por- 
tion of Maryland and the eastern 
shore of Virginia. Geraldine Cor- 
man has been named director of 
the expanded home economics de- 
partment of the company. She 
was formerly associated with the 
Commonwealth Edison Co., Chi- 
cago, Ill., for four years as home 
service adviser. 





GALVIN NAMES 
FOUR AGENTS 


Galvin Mfg. Corp., Chicago, 
Ill., manufacturers of Motorola 
radios, has named four new dis- 
tributors. The companies and 
their territories are: Jones-Cor 
nett Electric Co., Welch, W. Va.; 
Thurow Radio Distributors, Tam- 
pa, Miami, W. Palm Beach, Or- 
lando, Jacksonville and Tallahas- 
see, Fla.; Strickland Distributing 
Co., Paducah, Ky., and The 
Mueller & Selby Co., Omaha, 
Neb. 


WARWICK MFG. CORP. 
NAMES CLARION 
RADIO DISTRIBUTORS 


Reau Kemp, general sales 
manager of the Warwick Mfg. 
Corp., peacetime manufacturers 
of the Clarion radios, 4640 W. 
Harrison St., Chicago 4, IIL, re- 
cently announced the appoint- 
ment of 10 Clarion distributors. 
They are: Rowles Sales Co., San 
Antonio, Tex.; Jefferson Distrib- 
uting Co., Beaumont and Hous- 
ton, Tex.; Lone Star Whole- 
salers, Dallas, Tex.; Monroe 
Automobile & Supply Co., Mon- 
roe and New Orleans, La.; 
Arthur Fulmer, Memphis, Tenn., 
and Indianapolis, Ind.; S. & M. 
Tire & Auto Supply Co., Minne- 
apolis, Minn., and Fargo, N. D.; 
Boren Bicycle Co., Little Rock, 
Ark.; Robert F. Clark Co., Den- 
ver, Colo., and the Askins-Pat- 
terson Distributing Co., Phoenix, 
Ariz. 
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(N PRIZES | 


THESE ARE A FEW OF THE 
MAGAZINES WHICH WILL CARRY SPACE 


@ VERD-A-RAY is a new type of incandescent light bulb scientifically de- 
signed to make seeing easier. In comparison with the * ‘pinkish’ * white light 
of ordinary frosted lamps, note the comforting “paste! greenish” white light 
emitted by VERD-A-RAY. 

Scientific research dota indicates improved visual (sharpness) acuity, relief 
from eyestrain and reduced glore. 

Many wor plants use VERD-A-RAY; one such plant reporting in a trade 
poper that hospital treated headaches were reduced 69.13%, hospital treated 
minor accidents were reduced 54%, ond 357 productive man-hours were 
saved in one department in one month after proper installation of this new 

“glareless” lamp. 


Distributors’ salesmen and dealers 


dentifigd with prize winners also 


qualify for prizes 


WRITE 
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.. LINE UP WITH KROMEX 


Tew! 


That brighter tomorrow will soon be 
here .in the form of those famous 





Kromex specialties, thanks to a recent 
aluminum release by the W. P. B. In 
fact, limited amounts of Kromex items 
are being delivered now and more 
will be available for delivery the first 
quarter of 1945. So, place your first 
quarter commitments for the fastest 
volume seller of the industry—the 
famous KROMEX KAKOVER: and, in 
addition, the new cookie sheets, broiler 
pans, trays, and other items now com- 
ing off our presses. Distributed by 
leading hardware jobbers. Write for 
details and name of jobber nearest you. 


See our display at the Chicago 
Housewares Show in January 
in Room 788, Palmer House. 


“A 


The KROMEX Corporation 


118 St. Clair Avenue, N. E. ¢ Cleveland 14, Ohio 
New York Office: 1150 Broadway 
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Display these baby utensil sets where baby and 
mama can reach for their attractive colors — 
(red, blue, pink and ivory). 


They really ring cash registers nowadays when 
there are more babies, and mama has the cash 
to buy the things baby ought to have. 


Let baby drop the tumbler — and sell mama 
its durability! 


Let mama see the rounded inside corners of 
the bowls, designed so baby can push his food 
easier, and mama can feed and train him quicker. 





3-piece fork, knife and spoon set..... $0.29 
3-piece dinner plate, cereal bowl, tumbler . . $2.00 
6-piece (two sets in one).... ... .... S229 


ECLIPSE MOULDED PRODUCTS CO. 


5151 North 32nd Street © Milwaukee 9, Wisconsin 


Manufacturers of Eclipse and San-DURO Plastic Trays, Bath- 
room Accessories, Toilet Seats and other Plastic Products. 





VAN ALSTYNE AND 
ARMITAGE DIRECTORS 
OF BUFFALO BOLT 


David Van Alstyne, Jr., and 
A. D. Armitage have recently been 
elected directors of the Buffalo 
Bolt Co., North Tonawanda, N. 
Y., thus enlarging the board 
from seven to nine members. 
Mr. Van Alstyne is senior part- 
ner of the New York investment 
banking firm of Van Alstyne, 
Noel & Co., while Mr. Armitage 
is president of the J. H. Wil- 
liams Co., Buffalo, N. Y., and 
president of Aluminum Forgings, 
Inc., Erie, Pa. 


—_—_ 


NAME C. & H. SUPPLY 
MOTOROLA DISTRIBUTOR 


The C. & H. Supply Co., 
Seattle, Wash., has recently been 
appointed by William H. Kelley, 
general sales manager, Galvin 
Mfg. Corp., Motorola radio, Chi- 
cago, Ill., as distributors for 
Motorola radios in the Seattle, 
Wash., and Portland, Ore., terri- 
tory. This Motorola radio dis- 
tributor will carry a complete 
line of Motorola radio products 
when peacetime manufacture is 
assured. 

At present the C. & H. Supply 
Co., is engaged 100 per cent in 
war work, and will maintain its 
headquarters in Seattle until 
victory, when its major activities 
will be centered in Portland, and 
the Oregon territory. 





MAGICIAN ENTERTAINS 
HDW. TRADE ASS’N. 


More than 40 members and 

guests attended the Nov. 21 
meeting of the Hardware Trade 
Association of New York at 
the Railroad Machinery Club, 
30 Church St., New York City. 
Tom Myers, Independent Pneu- 
matic Tool Co., just recently 
honorably discharged from the 
U. S. Navy as Machinist’s Mate 
First Class, a guest, in a brief 
message emphasized the impor- 
tant part hardware lines play in 
the battles of this war. He urged 
manufacturers to keep up the 
good work. 
Bill Williston, comedy magi- 
cian, mystified those present 
with a wide variety of sleight of 
hand tricks, etc. 





OHIO HDWE. ASS’N. 
TO HOLD CONVENTION 

FEBRUARY 19, 20, 21 
The Ohio Hardware Associa- 
tion, 175 South High St., Colum- 
bus, Ohio, has announced that its 
51st annual convention and hard- 
ware show will be held in Cin- 








STANLEY R. WELTY 


WELTY RETURNS TO 
WOOSTER BRUSH CO. 


Stanley R. Welty has returned 
to the Wooster Brush Co., Woos- 
ter, Ohio, as assistant secretary- 
treasurer of the company. He 
was associated with the company 
frem 1936 to 1942 in the sales 
department. In April, 1942, he 
was given a leave of absence to 
accept the position of Associate 
Price Specialist with the Cleve- 
land Regional OPA which he oc- 
cupied until 1943. He resigned 
from OPA to become assistant to 
the secretary-treasurer of The 
Telling Belle-Vernon Co., Cleve 
land, Ohio. 


PARAGON UTILITIES 
ADDS POLISH LINE 
FOR HOME CONSUMPTION 


The Paragon Utilities Co., 
Brooklyn, N. Y., has announced 
that it is augmenting its present 
line of major kitchen appliances. 
It has added a group of waxes 
and polishes for domestic use. 
Included in the new line will be 
a furniture polish, a liquid flo-r 
wax, a wax paste, a liquid 
cleaner for stoves and pots, a 
utility paste for tile and porce- 
lain, and an automobile cleaner 
and polish, which will all be 
packaged in sizes for home con- 
sumption. 


BEN-HUR HAS TWO 
WHITE STARS 


The Ben-Hur Mfg. Co., 634 E. 
Keefe Ave., Milwaukee, Wis., 
now has two white stars on its 
Army-Navy “E” Production pen 
nant. These stars, signify a con- 
tinuing record of excellence in 
the production of the company’s 
particular contribution to the 
war effort. The company is 
planning one of its post-war 
products now, which will be a 


cinnati, at the Netherland Plaza | new farm and home freezer unit, 

















Hotel, Feb. 19 through the 21st. | of steel construction. 
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OLRICH RESIGNS AS 
HEAD OF TREASURY’S 
PROCUREMENT DIVISION 
Ernest L. Olrich recently re- 
signed as head of the Treasury’s 
procurement division, and will 
return to private life as presi- 
dent of Munsingwear, Inc., Min- 
neapolis, Minn. Mr. Olrich joined 





” 


ERNEST L. OLRICH 


the division in April and was 
responsible’ for organizing the 
Office of Surplus Property, which 
is handling the job of dispos- 
ing of consumer-type goods de- 
clared surplus by war agencies. 
He also held: the title of As- 
sistant to the Secretary of the 
Treasury. Mr. Olrich, a dollar-a- 
year man, told Secretary Mor- 
genthau that it was essential that 
he return to his company. 
STEWART-WARNER 
MOVES OFFICES TO 
MAIN PLANT AGAIN 
The sales, advertising and ser- 
vice department offices of Stew- 
art-Warner Corp. are again lo- 
cated at the corporation’s main 


plant, 1826 Diversey Pky., Chi- 
cago, Ill. These offices which 
were formerly located in tempo- 
rary war-time quarters in the 
Builders’ Building, 228 N. La- 
Salle, are now in the newly con- 
verted general office building at 
the Diversey address. The 
Alemite, instrument and radio 
departments were included in the 
move also. Alterations to the 
other floors of the building, to 
accommodate accounting, engi- 
neering, and other executive and 
office personnel, are in progress. 





OMAHA HDWE. CLUB 
HOLDS STEAK DINNER 


The regular November meet- 
ing of the Omaha Hardware 
Club, Omaha, Neb., was pre- 
ceded by a steak dinner in the 
Nebraska Room of the Castle 
Hotel. The guest of the evening 
was Mr. Munkhof of radio sta- 
tion WOW, who spoke on tele- 
vision, stating that there are nine 
television stations in the U. S., 
and that television at the present 
time is still in the experimental 
stages. After his interesting talk, 
the members carried on a gen- 
eral discussion on the subject of 
television. It was decided to 
hold the Christmas Party on 
Dec. 14th. 


NUTMEGGERS TO HOLD 
CONN. CONVENTION 
PARTY, FEB. 13, 1945 


The annual show and dinner, 
sponsored by the Nutmeggers, 
Inc., during the Connecticut 
Hardware Association Conven- 
tion, has been definitely set for 
Wednesday Evening, Feb. 13, 
1945, at the Hotel Taft, New 
Haven, Conn. Frank John 
Treiber, Milldale, Conn., is 
chairman of the entertainment 
committee. 











Bendix Aviation Offers Four-Point 
Plan for Radio Service 


Leonard C. Truesdell, general 
sales manager, Bendix Aviation 
Corp., radio division, Baltimore, 
Md., who will direct marketing 
of the company’s home radio 
line, outlined a four-point pro- 
gram of pre-planning for radio 
servicemen at a meeting of the 
Philadelphia Radio Service Men’s 
Association. To merge with and 
capitalize on the tremendous 
postwar sales effort which will be 
launched by the radio manufac- 
turing industry, he recommended 
to service men the following pro- 
gram. First: start now to as- 
semble the additional modern 
facilities equipment and person- 
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nel, which will be needed to 
keep pace with the newest im- 
provements and developments in 
the radio field; employ the highly 
trained ex-servicemen whose ad- 
vanced military training will en- 
able them to make valuable con- 
tributions to the field; use 
soundly conceived advertising, 
conveniently located business 
places, and orderly, attractive 
surroundings to sell the radio 
service industry’s technical 
knowledge; and establish and 
maintain an efficient system of 
cost controls and operating bud- 
gets to be able to provide qual- 
ity service on a profit basis. 


WAFFLE-KNITTED 
IRONING BOARD PADS 


and COVERS 
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“From start to finish we strive 


to produce a better pad. In doing so, 
we have built a demand which at 
present is larger than we can meet. 
You see, the Army and Navy are get- 


ting first call on our production, 
What remains, we are distrib- 
uting pro-rata to our customers, 
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General Offices: 3948-50 Roosevelt Road, Chicago 24 
Chicago, Ill. and Athens, Ala. 
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Bryant Myers, general manager, Kinney Aluminum Co., Los 

Angeles and Santa Barbara, Calif., showing WPB telegrams to 

(left to right) Roland T. Kinney, vice president (left), and 
Wendell H. Kinney, president (right). 


Kinney Aluminum Co. Gets WPB Permission 
To Make Aluminam Kitchen Utensils 


Kinney Aluminum Co., Los 
Angeles, Cal., recently received 
permission from the War Pro- 
duction Board to manufacture 
cast aluminum kitchen utensils. 
Prior to receiving permission to 
enter the cast aluminum house- 
hold utensil field the company’s 
efforts had been 100 per cent on 
war work. This pioneering trans- 
formation of the “swords into 
plowshares” will enable the com- 
pany to make saucepans, skillet 
fryers, roasters, Dutch ovens, 
griddles, coffee makers and water 
kettles to be distributed ‘through 
hardware and department store 
and jobbing channels under the 
name Kinney-Ware. The com- 
pany’s Los Angeles plant will 





continue making aluminum cast- 
ings. . 

Kinney-Ware will be made by 
the new Meehanite metal mold- 
ing process which adopts tech- 
nological methods developed 
during the war in production of 
aircraft castings. Shipments of 
the new product will be made in 
the near future. The company 
moved into one of the largest 
and most modern plants of its 
type in Los Angeles. The com- 
pany is an offshoot of the Kin- 
ney Iron Works, organized in 
Los Angeles some 35 years ago, 
and has grown into one of the 
largest manufacturers of alumi- 
num and magnesium castings in 
the west. 








GILLETTE RAZOR 
RECEIVES SECOND 
“E” AWARD STAR 


The Department of the Navy 
has awarded a second star to the 
Gillette Safety Razor Co., Bos- 
ton, Mass., for continued excel- 
lence in the production of special 
devices for the Navy, and air- 
plane carburetor fuel control 
units used in most American war- 
planes. The original Army-Navy 
“E” award was granted to Gil- 
lette in July, 1943, the first star 
for continued meritorious service 
in production was awarded last 
March. , 

Admiral C. C. Block in a let- 
ter to J. P. Spang, Jr., president 
of the Gillette company, com- 
mended men and women of the 
company “for continuing to 
maintain the highest standards 





set for themselves when they 








were originally awarded the 
Army-Navy ‘E’. They may well 
be proud of their achievement.” 

In addition to making special 
war instruments the big bulk of 
Gillette’s production of razors, 
blades and shaving cream is 
taken by the government for the 
armed forces. 


TWO AMMUNITION 
REVISIONS UP 
FOR APPROVAL 


The standing committee in 
charge of reviewing Simplified 
Practice Recommendations R3l, 
Loaded Paper Shot Shells, and 
R62, Metallic Cartridges, has re- 
cently approved a revision of 
these recommendations and copies 
have been mailed to all interest- 
ed for consideration and ac- 
ceptance. 

The proposed revision of R31- 





44 effects a net reduction of ap- 
proximately 10 per cent in the 
number of loads previously 
recommended for stock purposes. 
The revision of R62-44 will re- 
duce the number of rim-fire 
cartridges from an average of 
approximately 30 to 24 for each 
loading company, a reduction of 
approximately 20 per cent. 





LOS ANGELES CHAMBER 
OF COMMERCE PLANS 
1945 HOUSEWARES SHOW 


Prompted by the large number 
of eastern buyers and merchan- 
dising representatives there look- 
ing for durable goods, the Los 
Angeles Chamber of Commerce 
Domestic Trade Department has 
announced its intention of hold- 


ing a “California Housewares 
Show” sometime in 1945. 
Questionnaires have been 


mailed to several hundred local 
manufacturing concerns inquir- 
ing what hard goods they plan to 
produce in the postwar era, and 
requesting their views on the 
projected housewares display. 

Any potential hardware and 
housewares manufacturers, who 
may not receive the question- 
naire, are requested to communi- 
cate with Woody C. Klingborg, 
of the Chamber’s Domestic 
Trade Department, who is ar- 
ranging the show. 





ANDERSON DEVOE 
PEORIA STORE MGR. 


H. G. Anderson, formerly con- 
nected with Devoe & Raynolds, 
44th St. and First Ave., New 
York City 17, branch staff in 
Chicago, has recently assumed 
duties as manager of its Peoria, 
Ill., unit. Mr. Anderson joined 
Devoe in 1919 in the Devoe 
Loop Store. He later worked 
with Devoe agents in connection 
with their paint merchandising 
plans in Sioux City, Iowa, 
Omaha, Neb., and later in the 
Chicago metropolitan field. 








g. G. ANDERSON 





PYRENE MFG. CO. 
FORMS SUBSIDIARY CO. 


The Pyrene Development 
Corp., Newark, N. J., has re 
cently been formed as a sub- 
sidiary of the Pyrene Mfg. Co., 
also of Newark, manufacturers 
of fire extinguishing equipment 
and automobile tire chains. The 
officers of the new organization, 
drawn from the executives and 
directors of the parent company, 
are: Charles G. Durfee, presi- 
dent; Edward J. Waring, vice- 
president, and Edward A. Clapp, 
secretary and treasurer. The new 
company will conduct research 
on fire extinguishing equipment 
and also work in the larger field 
of safety devices, and other 
means for conserving life, health 
and property. 





ORGANIZE DAVIS 
SUPPLY COMPANY 
IN BOISE, IDAHO 


R. K. Davis, M. A. Thometz, 
and R. F. Orchard, all of whom 
were formerly affiliated with the 
Idaho Hardware & Plumbing 
Co., Boise, Idaho, have organ- 
ized the Davis Supply Co., P. O. 
Box 1757, Boise, Idaho. The 
company will be operated as an 
exclusively wholesale hardware 
and general supply business in 
the territory of southern Idaho 
and eastern Oregon. The for- 
mation of this company followed 
the sale by R. K. Davis and his 
family of its one-half interest in 
the Idaho Hardware & Plumbing 
Co. 

PITTSBURGH GLASS 
TO ADD TO PLANT 
IN MT. VERNON, OHIO 


H. B. Higgins, president of 
the Pittsburgh Plate Glass Co., 
632 Duquesne Way, Pittsburgh, 
Pa., has announced that a $700,- 
000 addition to the company’s 
production facilities at its Mt. 
Vernon, Ohio, window glass 
plant is planned. The Mt. Vernon 
plant when completed will be 
one of the most modern plants 
of its kind in the country. 





EMERSON RADIO NAMES 
DISTRIBUTOR IN 
SPOKANE TERRITORY 


The appointment of the Sunset 
Electric Co., Spokane, Wash., as 
distributor of Emerson radios 
and television sets has recently 
been announced by Charles Rob- 
bins, vice-president in charge of 
sales for Emerson Radio & 
Phonograph Corp., New York 
City. The Spokane firm is 8 
branch of the Sunset Electric Co., 
Seattle, Wash., and is managed 
by R. M. Spiger. J. H. Johnson 
is radio sales manager. 
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SPEAKING OF THE DEVIL 
THIS ONE PAYS YOU 


PROFITS! 


SAY PRESTO TO YOUR 
CUSTOMERS . . . DISPLAY 
IT... ADVERTISE IT... 
RECOMMEND IT! PRESTO, 
THE ORIGINAL PIPE OPENER 
IS A HOUSEHOLD NECESSITY. 
ORDER FROM YOUR WHOLE- 
SALER TODAY! 


a 





THE CHAMBERLAIN-HABER CHEMICAL CO 


CLEVELAND 13, O ®) 








BETTER BRAND 


trap 





see the 


HOME GUARD 


(RBG. U. 5S. PAT. OFF.) 
wood trigger 
mouse trap 


MeGILL METAL PRODUCTS CO. 
Marengo, Illinois 


Or: MOUS 


NAMES IN 
NETTING... 


U. S. STRAITLOK 
The Original 
St he 


IMDIANA 
STCCL & WIRE CO 





GREAT NECK’S 
“BY .LINE SCREW 
DRIVERS 





CHAIN BOLT 


Federal Specification 
Type E-1022 
Made of wrought steel, 
black enamel finish. 
Six inch size, 13/16” 
throw, 24” chain. 
Complete with screws, 
angle and surface 

strikes. 
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BUILDERS: 
Good Lowks 








QUALITY HARDWARE 


FOOT BOLT 


Federal Specification 
Type 1050 B 
Positive action with 
foot lever. Wrought 
steel, black enamel 
finish. Six inch size. 
1” throw. Complete 
with screws and sur- 

face strike. 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


Shhh 


SINCE 1898 


HARDWARE 
au ae 


Cler Avarr 











Carpenters, mechanics, 
even housewives will find 
this line of Great Neck 
screw drivers a handy, effi- 
cient work-aid. 


N 


HARDENED ond TEMPERED 
— STEEL BLADE 








- OD 


Great Neck B-line Screw 
Drivers are twist - proof. 
Easy-grip wooden handles, 
plus hardened and tem- 
pered steel shafts. Shaft 
extends straight through 
handle, and is riveted se- 
curely and capped at end. 
Werking end of screw driver 
specially heat treated to 
withstand wear of constant 
use. 


Packed 1 doz. per box and 3 doz. 
per box, with affractive counter 
display card. 


Great Neck Saw Mfrs., Inc. tool 
specialists for many years, also manu- 
facture hacksaw blades, keyhole saw 
blades, coping saws, etc. Also, spe- 
cially designed screw drivers and wood 
chisels with mod- 
ern RED-AND- 
BLACK PLASTIC 
unbreakable han- 
dies. Craftsmen 
who know what 
they want, know 
the trade mark... 





GREAT NECK SAW 
MANUFACTURERS, INC. 
MINEOLA, N. Y. 
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Manufacturers and Southern Hdw. Jobbers 
Joint Convention, April 23-26, 1945 


The 55th annual convention of | 
the Southern Hardware Jobbers’ | 
Association and the 90th semi- | 
annual convention of the Ameri- 
can Hardware Manufacturers’ 
Association will be held jointly 
in Cincinnati, Ohio, Monday, 
April 23, to Thursday, April 26, 
inclusive, 1945. Headquarters of 
both associations and convention 
sessions will be at the Nether- 
land Plaza Hotel, which has al- 
located a total of 300 guest 
rooms to the hardware .conven- 
tion. In addition the following 


hotels have allocated rooms as 
follows: Gibson, 350; Sinton, 
225; Fountain Square, 50, and 


Metropole, 100. Both the manu- 


facturers and Southern jobbers 
have requested member com- 
panies not to reserve more than 
two bedrooms each (plus parlor 
if available) at the Netherland 
Plaza Hotel and that in their 
requests for reservations they 
specify the other hotel in which 
their additional room require- 
ments are desired. 

Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., 
is secretary of the American 
Hardware Manufacturers’ Asso- 
ciation. T. W. McAllister, 1020 
Grant Bldg., Atlanta 3, Ga., is 
secretary of the Southern Hard- 
ware Jobbers’ Association. 








McALEER MFG. CO. 
BUYS BRONSON REEL 


Bronson Reel Co., Bronson, 
Mich., fresh water and deep sea 
fishing reel manufacturers, has 
been acquired by the McAleer 
Mfg. Co., Rochester, Mich., 
through purchase of the Bron- 
son company’s outstanding capi- 
tal stock. The Bronson company 
will be operated as a McAleer 
subsidiary, according to an an- 
nouncement by Bradley Higbie, 
McAleer’s president, under man- 
agement of R. P. McMahon, 
president of the Bronson Reel 
Co. division. Arrangements have 
been made for enlargment of the 
Bronson line of fishing equip- 
ment and allied lines. The Mc- 
Aleer' company manufactures 
polishes, rubbing compounds 
and abrasive compounds and 
metallic powders, the latter now 
produced for war purposes. Air- 
craft sub-assemblies are being 
made by the McAleer company 
at present. 

Capt. R. Thornton Brodhead, 
U. S. N., Retired, and Mr. Mc- 
Mahon have been elected vice- 
presidents of the McAleer Mfg. 
Co. Until his retirement Capt. 
Brodhead was in charge of the 
Detroit Naval District. 

The Bronson Reel Co. lines, 
made under Bronson and Coxe 
trademarks, are distributed 
throughout the world. The Bron- 
son company, founded in 1922, 
acquired the fishing reel divi- 
sion of the Meisselbach Catucci 
Co., Newark, N. J., in 1931 and 
the J. A. Coxe Fishing Reel Co., 
Los Angeles, Cal., in 1934. 





U. S. PLYWOOD CORP. 
PURCHASES BUILDING 
MAKES STAFF CHANGES 


A newly formed California 
sales division for the United 


City 19, will be headed by Fred 
B. Smales, who will make his 
office at the company’s Los An- 
geles branch warehouse. He has 
been with the concern 12 years 
in the sales division, during 
which time he managed several 
branches. Don L. Braley has 
been named manager of the San 
Francisco distributing unit, and 
Don L. Kesselring has been ap- 
pointed manager of the distribut- 
ing unit at Oakland, Cal. John 
D. Patriguin, sales representative 
in San Francisco for nine years, 
is now resident manager in 
Fresno, covering the San Joaquin 
Valley. The company has pur- 
chased the building at 941 Behan 
St., Pittsburgh, Pa., which it will 
occupy as a plywood distributing 
warehouse, increasing to 16 the 
number of wholly-owned ware- 
houses located throughout the 
country. 


EMERSON RADIO NAMES 
CAPITOL DIST. CO. | 
AS DISTRIBUTOR 


The Capitol Distributing Co., 
111 Westminster St., Provi- 
dence, R. I., has recently been 
named distributor in that terri- 
tory for Emerson radio and tele- 
vision sets. The newly organ- 
ized firm is headed by Morrie 
and Roy Rosenfeld, who have 
been connected with Emerson 
Radio for many years. 





McEWAN HEADS N. Y. 
SALES AM. KITCHEN 
LINE AM. CENTRAL MFG. 


A. J. McEwan has been trans- 
ferred from the engineering de- 
partment of the American Cen- 
tral Mfg. Corp., Connersville, 
Ind., to the sales department of 
the American kitchen line, and 
will act as district manager for 
metropolitan New York. Mr. Mc- 





States Plywood Corp., New York 
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Ewan formerly was associated 





with the Robert Gair Co., manu- 
facturers of paper box containers, 
for seven years, and after serving 





A. J. McEWAN 


in the army and receiving an 
honorable discharge he joined 
the American Central Mfg. Corp. 
in 1943. 


LOCKE ASSOCIATES 
HAVE NEW OFFICES 


Ed T. Locke & Associates, 
manufacturers’ representatives, 
Cincinnati, Ohio, have recently 
moved from Duttenhofer Build- 
ing to 205-207 Hazen Building, 
Oth & Main Sts., Cincinnati 2, 
Ohio. The aew location features 
extensive display facilities, and 
all the company’s lines will be 
shown there. 








MIDWEST MFG. CO. 
TO CONCENTRATE ON 
HOUSEHOLD CABINETS 


The Midwest Mfg. Co., Gales 
burg, Ill, manufacturers of 
household and commercial re- 
frigerator cabinets for the past 
10 years, recently announced 
major changes in the company’s 
policies for its post-war activi- 
ties. The “Midwest” line of 
commercial reach-in cabinets, 
will be discontinued in order to 
enable the company to devote 
more plant capacity to its line 
of steel household cabinets, in- 
troduced in 1941. An expanded 
sales organization will be set up 
for the sale of these cabinets to 
be known as “Midwest,” through 
furniture and department stores, 
jobbers and a few large chains. 
C. E. Bullock, one of the 
founders of the Galesburg firm, 
and prominent in its sales activi- 
ties, has been named director of 
sales, and J. C. Battles, who 
has been in charge of refrigera- 
tion sales since 1937, will con- 
tinue as sales and advertising 
manager. 

The production quota, designs, 
good-will, engineering service, 
tools and dies, on the “Midwest” 
commercial line have been pur- 
chased from the Midwest Mfg. 
Co. by the United Refrigerator 
Mfg. Co., Hudson, Wis. R. S. 
Wieding, secretary-treasurer of 
the latter company, and presi- 
dent of United Refrigerator Salés 
Co., stated that his company will 
start production of this line as 
soon as possible. 











ARMY-NAVY “E” PENNANT WON 





ae . ie — 


BY DUTTON-LAIN- 


SON CO.: The employees of the Dutton-Lainson Co., Hast- 
ings, Neb., recently were given the Army-Navy “E” production 
pennant for outstanding contributions to the war effort. In 
addition to building essential items for the Army and Navy 
the company is also producing a considerable quantity of 
pump oilers, tire pumps, and other items. Shown above, left 
to right, are: Fred Seaton, publisher of Hastings Tribune 


and master of ceremonies, U. S. 


Congressman Curtis, U. S. 


Senator Hugh Butler, Capt. Fred G. Arkoosh; U. S. Army, 

Hal Lainson, vice-president and general manager, Lt. Comdr. 

W. H. Randenbush, U.S.N.R., and H. A. Lainson, president of 
the company. 
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‘ov — THAT RINGS THE BELL! 
Pi | What a big profit you can ring up in ’45! And you 


/= don’t have to work hard to get it. Just take a few feet of space 




















—_—-- to display the whole line of Tavern Home Products. 
4 =~] _ Then group related items around the Tavern Line. That’s 


the set-up for a complete, separate housewares 
department that'll pull in new customers—and make 
old customers buy more! 


Women everywhere know these famous Socony-Vacuum 
products. They’re widely advertised in Life Magazine, Good 
Housekeeping, Ladies’ Home Journal, Woman’s Home 





Companion and American Home. They’re priced for 





quick turnover—solid profits. Order today from your 








nearest Socony-Vacuum Office, or Affiliated Companies, 
or address 26 Broadway, New York 4, N. Y. Cronica . 


a = 
TAVERN 


HOME PRODUCTS 


oN ed, 





Tavern Liquid Wax + Tavern Paste Wax 
Tavern Non-Rub Wax «+ Tavern Véindow Cleaner 
Tavern Candles « Tavern Electric Motor Oil 
Tevern Lustre Cloth * Tavern Parowax or Parasea! Wax 
= : Tavern Rug Cleaner « Tavern Furniture Gloss 


Tavern Paint Cleaner + Tavern Leather Preserver 


Every Tavern Home Product Carries the Sign the Nation Knows 


%& socony-vacuum 
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In some plans already announced, and in others 


supposed to be very hush-hush, direct selling will 
replace jobber distribution; jobber classifications 
will be changed in some; and the market will be 


thrown wide open in others. 


Looks to us like more turmoil, rather than 
less. We shall continue distribution through job- 
bers, and cooperate in every possible way toward 
stabilization. Most certainly, we are not going to 


do anything to create new turmoil. 


Product developments? Certainly! And a 
new plan to increase your volume! (Details on that 


almost any time now.) 


We value the 65-year loyalty of our job- 
bers. We never considered loyalty a variety of 
solitaire and we have no intention of trying to 


make it one. 


During each of the war years we have 
supplied our jobbers with more tools than in any 
pre-war year. Not always in most-wanted types, 
but the over-all volume was greater. Now, we'll 
restore types to inventories just as fast as possible. 





A SAY Sas a le 
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OBITUARIES 








THOMAS E. ROOKE 


Thomas E. Rooke, 57, district 
manager of the Geo. D. Roper 
Corp., Rockford, Ill, in the 
Iowa-Nebraska territory, passed 
away recently after suffering a 
heart attack a week earlier. Mr. 
Rooke first associated himself 
with the gas industry when he 
joined the Cedar Rapids Gas 
Co., Cedar Rapids, Iowa. He be- 
came affiliated with the Geo. D. 
Roper Corp. in 1918, covering at 
various times, New York State, 
Michigan, Iowa, Nebraska, Colo- 
rado, Montana, Wyoming, Idaho, 
and Utah. Active in association 
committee work, he served as 
president of the Mid-West Gas 
Association in 1943. He is sur- 
vived by his widow, two sons, 
and one daughter. 





CAPT. R. L. ROBISON 


Capt. Ralph L. Robison who 
was formerly employed by Rich- 
ards & Conover Hardware Co., 
Oklahoma City, Okla., branch, 
was killed in action over Ploesti, 
Romania, last spring his wife 
has been informed. Capt. Robi- 
son entered the armed forces in 
1940 when the national guard 
was mobilized and transferred to 
the air corps in April, 1942. He 
was a squadron navigator and 
had been overseas since Febru- 
ary of this year. His widow and 
a son, born after he went over- 
seas, are among his survivors. 





EDWARD WILLIAMSON 


Edward Williamson, owner of 
Williamson & Company, Angola, 
Ind., passed away recently fol- 
lowing a six-months’ illness. He 
was 65 years of age. The busi- 
ness of which he was the head 
was established in Angola in 1876 
by his father. He and his brother 
Fred had succeeded to the own- 
ership upon the death of their 
father in 1910, Mr. Williamson 
assuming ownership upon the re- 
tirement of his brother. He was 
a charter member of the Angola 
Rotary Club and a veteran of the 
Spanish-American War. He is 
survived by his widow and three 
sons. 


HARVEY A. SICKER 


Harvey A. Sicker, 76, one of 
the members of the Moore 
Enameling & Mfg. Co. W. 
Lafayette, Ohio, at the time of 
the founding of the company, 
passed away recently in Atlantic 





Mr. Sicker worked as a grocery 
clerk, and traveled for a whole- 
sale grocery house. Later he be- 
came cashier of the West Lafay- 
ette bank, and finally became 
connected with the Atlantic City 
Electric Co., Atlantic City, N. J., 
in its right of way division. 

Mr. Sicker became a_ stock- 
holder and director of the West 
Lafayette Mfg. Co., when it was 
founded in 1905, served as its 
first board chairman, and was 
president the first year. He re- 
mained a director during the fol- 
lowing years of that company’s 
existence. When the Moore 
Enameling & Mfg. Co. was 
founded in 1924, he was elected 
a director of the company, and 
at the first meeting of the board, 
Mr. Moore nominated Mr. Sicker 
for vice-president and treasurer, 
to which office he was elected, 
serving as such for several years. 
He is survived by one daughter, 
Sarah. 





ERNEST O. WINGFIELD 


Ernest O. Wingfield, president 
of the Hope Hardware Co., Hope, 
Ark., passed away on Oct. 23, at 
the age of 55. Mr. Wingfield was 
born in Prescott, Ark., May 12, 
1889, and moved to Hope in 
1899, joining the company which 
his father had helped to organize 
in 1910. During World War | 
he served in the Navy but with 
that exception had remained con- 
tinuously with the firm. He was a 
member of the board of directors 
of the Arkansas Retail Hardware 
and Implement Asseciation, a 
member of the Ameriean Legion, 
charter member of the Hope 
Rotary Club, and a member of 
the Presbyterian Cherch. He is 
survived by his widow and two 
sisters. 


C. WINTHROP WHITING 


C. Winthrop Whiting, 75, re- 
tired New England representa- 
tive of the American Steel & 
Wire Co., Cleveland, Ohio, 
passed away recently in Ply- 
mouth, Mass. 





ERNEST A. SANDERSON 


Ernest A. Sanderson, 61, repre- 
sentative covering Detroit, Mich., 
and points east for The Oscar C. 
Rixson Co., 4450 Carroll Ave., 
Chicago 24, Ill., passed way re- 
cently. He had been in the 
hardware business for 44 years, 
spending the last 20 with The 
Oscar C. Rixson Co. He is sur- 
vived by two daughters and a 
sister. 





City, N. J. In his early life, 
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J. EDGAR WALMER 


J. Edgar Walmer, 71, presi- 
dent of the Charles W. Walmer 
Hardware Co., Penn Ave., Wil- 
kinsburg, Pa., passed away re- 
cently at his home in Edgewood, 
Pa., after an illness of several 
months. In his youth, Mr. 
Walmer was an employee of the 
Union Switch & Signal Co., and 
then almost four decades ago, 
with his brothers, Charles and 
Harry, he founded the Walmer 
Hardware Co., of which he was 
the head at the time of his 
passing. 

He was a member of the Edge- 
wood Presbyterian Church, the 
various Masonic orders, the Wil- 
kinsburg Rotary Club, and the 
Sons of the American Revolution. 
Mr. Walmer is survived by his 
widow and a brother. 





ELMER E. YOLTON 


Elmer E. Yolton, 80, who oper- 
ated a harware store in Ft. Madi- 
son, Iowa, for a number of years, 
passed way recently after being 


hit by an automobile. He was a 
member of the First Methodist 
church and of the Odd Fellows. 
He is survived by a son and a 
sister. 


HARRY C. BARNES 


Harry C. Barnes, founder and 
president of the Stay-Tite Prod- 
ucts Co., makers of water-proof 
products, Cleveland, Ohio, and 
owner of the Barnes Boat Mart, 
Cleveland, passed away recently. 
He was a prominent yachtsman, 
and had been in the boat busi- 
ness for the past 30 years. He is 
survived by his widow and a 
niece, Barbara Blanche Lang. 


LLOYD BROWN 


Lloyd Brown, formerly em- 
ployed by the Walker Hardware 
store, Golconda, Ill., was killed 
in action in Germany, October 
18th, according to a telegram 
sent by the War Department. He 
is survived by his widow, Lela 





Brown, two brothers and a sister. 








U.S. Government Urges Hunters to 
Sell Deerskins for Military Use 


Because deerskins continue 
to be an important source of 
war material, the War Produc- 
tion Board and the Fish and 
Wildlife Service of the Depart- 
ment of the Interior recently re- 
newed their appeal to deer 
hunters to turn all deer hides 
obtained this season into ¢om- 
mercial channels for the manu- 
facture of military equipment. 

During the last year, deerhide 
leather has proved to be the 
only suitable material for such 
purposes as high altitude flying 
gloves. The needs of the Army 
and of the Air Forces for deer- 
skin gloves are still great. Al- 
though it is not possible at this 
time to forecast exactly the vol- 
ume of actual requirements for 
1945, any reduction in the sup- 
ply of this important material 
in anticipation of favorable 
military developments might cre- 
ate a serious shortage, the two 
agencies said. '4. 

Hunters wére assured that 
the effort expended in salvaging 
deerskins from animals taken in 
compliance with State laws and 
regulations will be an important 
contribution to victory. Accord- 
ingly, the best care should be 
taken in removing and preserv- 
ing the skins. Instructions on 
the correct method of prepara- 
tion and care of the skins will 
be furnished by State game 
commissions and _ conservation 
departments, who will also fur- 
nish lists of buyers of the raw 





deer hides. 
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Similar campaigns in the past 
two years have shown excellent 
results through the cooperation 
of hunters, dealers and tanners 
with the various authorities 
concerned. During the 1943-44 
hunting season, hunters donated 
more than 238,000 deer and elk 
hides which were channelled 
into the leather trade for con- 
version into military use, ac- 
cording to data collected by the 
Fish and Wildlife Service. 


COPIES OF REC. R6-44 
ON FILES & RASPS 
NOW AVAILABLE 


Printed copies of Simplified 
Practice Recommendation R6-44, 
Files and Rasps, American 
Pattern, and straight- and 
curved-tooth milled files, are now 
available, according to an an- 
nouncement of the Division of 
Simplified Practice, National Bu- 
reau of Standards. Copies may 
be obtained from the Superin- 
tendent of Documents, Govern- 
ment Printing Office, Washington 
25, D. C., for 10 cents each. 


ROCHE OF OLIVER 
IRON & STEEL 
NAMED TO WLB 


John P. Roche, assistant to 
the president, Oliver Iron & 
Steel Corp., Pittsburgh, Pa., was 
recently appointed industry 
member, National War Labor 













































— but we're not discussing 
nautical terms. We're refer- 
ring to an ATLAS tack... the 
RIGHT tack for all jobs where 
ATLAS tack—large or small ) 


a tack isneeded. Every ATLAS 
tack is especially designed for 
its particular task and every 
—has one definite feature in 
common—QUALITY. 





















Prompt delivery on 
all cut tacks orders 
















Need carpet, upholster- 
ers’, billposter, trunk or 
carpet laying tacks? 
Send along your orders 
—we'll give ‘em imme- 
diate attention. 




























FAIRHAVEN, 
MASS. 















Board, Washington, D. C. 















Westinghouse States That 95 Per Cent 
Of Home Wiring Is Now Obsolete 


According to John H. Squires, 


Jr., field supervisor of the better 


homes department of the West- 


inghouse Electric & Mfg. Co., 
Mansfield, Ohio, 95 per cent of 


the 32,000,000 homes in the U. 
S., are electrically 
Speaking before the 


Peoples’ Bank 


‘present electrical 


pliances and lights, you 
have sufficient lines, too. 


In 1910 we had only electric 
lights in our homes, beginning 


in 1920 we had a few electric 


refrigerators, fans, heaters, irons, 


and other appliances. Today 
however, there are some 40 dif- 
ferent appliances in common use. 


The number of electrical appli- 
ances have not been the only 
factor to increase, he added. 


obsolete. 
Peoples’ 
Home Ownership Savings Club, 
at a meeting sponsored by the 
of Cumberland, 
he continued that most American 
homes are wired only sufficiently 
to care for the basic minimum of 
needs. He 
stated that outlets alone do not 
insure efficient operation of ap- 
must 





Wattage has also increased. The 
electric iron has risen from 500 
to 1,000 watts and even the com- 
mon electric light bulb is up 
from 25 and 40 watts to 300. In 
addition to this there are many 
new products which will shortly 
be considered necessities. Among 
these are: conditioned air, for 
heating and cooling, the Precipi- 
tron, which cleans the air of dust 
particles, the sterilamp, which 
kills germs and bacteria in the 
air, and the Laundromat, which 
washes, rinses and damp drys 
clothes without any handling 
once they are put into the ma- 
chine. 

Mr. Squires suggested we pic- 
ture our homes with the proper 
lighting equipment in it, no 
more shadows, and with switch 
controls that permit you to 
leave a room by any door without 
crossing the room to turn out 
the lights, even, perhaps, “black 
lights,” which with a flip of the 
switch can change the color 
scheme of an entire room. 








ROBINSON, ILL. HDWE. 
STORE PURCHASED 
BY T. F. DHOM 


Charles W. Chamblin, - hard- 
ware merchant in Robinson, IIl., 
for the past 40 years, has recent- 
ly sold his business to T. F. 
Dhom, Gary, Ind. In 1905, D. J. 
Chamblin & Sons, purchased the 
hardware business of George E. 
Kessler. The company was known 
as D. J. Chamblin & Sons until 
1934 when Charles W. Chamblin, 
one of the sons took over the 
business, assisted by his son, 
Jim, until the latter joined the 
armed service. Mr. Dhom was 
formerly associated with Burke 
Bros., Gary, Ind., for 20 years. 
His wife will assist him in the 
business which is now called T. 


F. Dhom Hardware Co. 





MORGAN HDWE. STORE 
SOLD 


The Morgan hardware store of 
Lewiston, Ill., has been sold re- 
cently to Paul Carter of Lewis- 
ton. The firm has been operated 
for the past 25 years by A. D. 
Morgan who will continue to op- 
erate a furnace and plumbing 
business at the same location. 





A CORRECTION 


In a news item, announcing 
appointment of three agents for 
Philadelphia Hardware & Mal- 
leable Iron Works, 7500 State 





Read, Philadelphia 36, Pa., in 
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the Oct. 26, 1944, issue of Harp- 
ware AGE, on page 254, the 
products of the company were 
incorrectly described. The com- 
pany makes a complete line of 
connecting links, turnbuckles 
and eye bolts made from drop 
forged steel, operating a com- 
plete forge shop with hammers 
from 800 to 2500 Ibs. In addi- 


tion, its lines include malleable 





iron expansion shields and mal- 


leable iron and brass thumb 
nuts, thumb screws and screw 
clamps. 


SOUTHER DIV. MGR. 
FOR MAJESTIC RADIO 


J. Howard Souther was recent- 
ly named a division manager for 
Majestic Radio & Television 
Corp., 2600 W. 50th St., Chi- 
cago 32, Ill. Mr. Souther recent- 
ly resigned from Zenith Radio 
Corp., where he was district man- 
ager for seven years, and prior 
to that spent eight years with 
the Crosley Corp., Cincinnati, 
Ohio. 


CENTRAL STATES HDW. 
ANNUAL BANQUET 
JAN. 9 IN CHICAGO 


The Central States Hardware 
Club will hold its seventh an- 
nual meeting and dinner party 
Tuesday, Jan. 9, 1945, in the 
Grand Ballroom, La Salle Hotel, 
Chicago, Ill., during the time of 
the housewares and major appli- 
ance exhibit of the Housewares 
Manufacturers Association at the 
Palmer House. Officers and three 
new directors will be elected by 
the Central States club, follow- 
ing which there will be an en- 
tertainment program. 





DAMASCUS STEEL 
WINS THIRD STAR 


The Damascus Steel Products 
Corp., Rockford, Ill., makers of 
Dasco forged hand tools, has 
been awarded a third star for 
its Army-Navy “E” pennant. 





FELDMAN HONORED 
*BY JEWISH FEDERATION 


Irving J. Feldman, Keystone 
Bolt & Nut Corp., New York 
City, was the recent guest of 
honor at a dinner held at the 


Grand Street Boys Club, New — 


York City, by the Federation of 
Jewish Philanthropies. Those at- 
tending were addressed by Gen- 
eral Sessions Court Judge Jonah 
J. Goldstein, on behalf: of the 
Federation. He stated that the 
organization’s drive this year has 
a double purpose, both to aid 
and guide the returned veteran 
and to aid the war worker whose 
job is finished. Serving on the 
trade executive committee for the 
Federation are: Milton A. Kahn, 
William L. Blumberg Co.; Louis 
Fisdell, Atlas Hardware Corp.; 
Sol Weinstein, Sol Weinstein, 
Inc.; M. Baumrin, Baumrin 
Bros.; Samuel Elkin, Edgeworth 
Hardware Co.; Mrs. Pauline M. 
Redlich, Durst Mfg. Co., and 
Solomon Leinwand, Solomon 
Leinwand & Son. 





CARTWRIGHT HDWE. CO. 
OSCEOLA, ARK., SOLD 


The Cartwright Hardware Co., 
Osceola, Ark., has been sold to 
the Lee Wilson Company of Wil- 
son, Mo. The business will con- 
tinue to operate with the Missco 
Implement Company, also owned 
by the Wilson company, to be op- 
erated in conjunction with the 
hardware department. A mod- 
ern brick building will be erected 
immediately to heuse both the 
hardware and implement busi- 
ness. 











DISTRIBUTORS FOR YOUNGSTOWN KITCHENS MEET: One-day sales refresher 
course was held in Warren, Ohio, by the Mullins Mfg. Corp., and The Youngstown Pressed 
Steel Division, Warren, Ohio, and attended by 32 executives representing |4 pre-war dis- 
tributors of Youngstown kitchens. The course was in preparation for training thousands 


of retail dealers to sell steel kitchens. 


Charles A. Morrow, vice-president in charge of 


sales at Youngstown, said that Youngstown has simplified the kitchen merchandising busi- 
ness to the extent that any dealer will be able to conduct a successful kitchen merchandis- 
ing operation by following the simple, common-sense sales methods which the company 
has developed. The distributors represented the following organizations: Arnold Whole- 
sale Corp., Cleveland, Ohio; V. J. McGranahan Distributing Co., Toledo, Ohio; Thompson 
Hamilton Inc., Columbus, Ohio; J. A. Williams Co., Pittsburgh, Pa.; Griffith Distributing 
Corp., Cincinnati, Ohio; Wright & Wilhelmy Co., Omaha, Neb.; W. H. Bintz Co, Salt Lake 


City, Mo.; Bohman-W 


arner Inc., Hagerstown, 


Md.; A. R. Tiller, Richmond, Va.; Peirce- 


Phelps Inc., Philadelphia, Pa.; Roanoke Wholesalers, Roanoke, Va.; Arthur F. Schultz Co., 
Erie, Pa.; Joseph M. Zamoiski Co., Baltimore, Md.; Columbia Wholesalers, Washington, 


D. C.; and Moore-Handley Hardware Co., Birmingham, Ala. 
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JACKSON 


WHEEL BARROWS 
LAWN ROLLERS 
CONCRETE CARTS 
SALAMANDERS 
DRAG SCRAPERS 
MORTAR PANS 
MORTAR MIXING BOXES 


Meet Exacting 
Demands with 
Superior Products 


Jackson has always maintained 
dependable service and will con- 
tinue to do so. This fact is your 
assurance of always being in posi- 
tion to meet your customers de- 
mands satisfactorily under present 
or future conditions. You'll never 
have to speculate on the line of 
wheel barrows and related equip- 
ment which it will be to your ad- 
vantage to sell. 

A Jackson wholesaler is near you 
ready to serve your needs. ° 


JACKSON 
MANUFACTURING CO. 


Harrisburg, Penna. 
Est. 1876 
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If you have been look- 
ing for a hardware line 
that will sell on sight 
— that will add sales 
appeal to any of your 
products and that is 
available in matched 
sets in a wide variety 
of designs and colors, it 
will pay you to inves- 
tigate National Lock’s 
complete hardware line, 
all from one source. 


For over forty years our 
large staff of research 
engineers, designers and 
expert craftsmen have 
constantly strived to 
make available to you 
the highest quality and 
the latest design hard- 
ware for use on cabi- 
nets and fixtures of any 
make or style. Write us 
about your hardware 


INDIVIDUALLY PACKED 


Each item is wrapped 
and individs 


needs. .. : packed into st 


5 . clearly ankle enve 
* , ope cc le h 
NATIONAL LOCK a ee 5 ad t "Gade “ 
COMPANY . \ = ready to in 
- % ‘ sta *rotects finish 
Cabinet Hardware Division = - reduces inventory 
Rockford, Illinois 


and sales time. 

















WARM WATER sigh 


NO. 29 PREMIER 
ELECTRIC FOUNTAIN 







$2.77 Each 
ORDER THIS COLD WEATHER ITEM NOW 

* The Premier Electric Fountain Heater can be used with any 

flat bottom water container. It is a well known fact that 

chickens will drink more water if the chill is taken 

off. Since 73.7% of the egg is water, the more water 


chickens drink, the more eggs they will lay. This is espe- 
cially desirable at this time when egg prices are up. 


You buy this item for $2.77 and sell it for $3.95. Five 
heaters are shipped to a bundle and twenty-five will weigh 
100 Ibs. Order from this ad. 


THE NATIONAL IDEAL CO., TOLEDO, OHIO 















Expansion bolts that sell fast because 
they hold fast ... even in 34" wall- 
board, as well as lath and plaster 
brick, concrete, hollow tile and other 
solid materials, where they resist 
hundreds of pounds of direct, out- 
ward pull. The only anchor that holds 
in plaster board. The only STEEL- 
FINGER-GRIP anchor! 


Fig 1 
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MOLLY BOILER PLUGS 








The immediate wall area around a 
leak is already corroded to a fragile 
thinness. Unless a Molly expanding 
Boiler Plug is used continued cor- 
rosion gives the repair job but a 
short life... and "It's folly not to 
have a Molly". Molly Boiler Plugs 
grip a large inside area of I'/_". 
Mollys hold fast and sell fast! 
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1944 


“FOLLY ‘NOT TO STOCK MOLLY TODAY 










































INSECT SCREEN CLOTH SUPPLIES TO 


BE SCARCER IN 1945 THAN IN ’44 


Increased military demands and manpower 
shortage to cause scarcity for civilian use. 
Next year’s total for civilians to be a little more 


than OCR had requested for each of the four 


quarters of 1945. 


(Washington Bureau 
of HARDWARE AGE) 

With an even shorter supply 
of insect screen cloth looming 
up for the coming year WPB is 
planning to set up a system of 
directed distribution and _ will 
very likely use the existing rat- 
ing system established by the 
use of Form WPB-547. 

Six months ago the situation 
showed definite signs of im- 
provement but supplies for 1945 
will probably be lower than 
ever. According to reports from 
WPB it will continue to become 
more acute before there are any 
signs of improvement. Vastly 
increased military demands and 
a shortage of manpower in the 
mills are the primary reasons 
for the shortage. WPB is try- 
ing to build up production and 
find a solution to the manpower 
problem, but until military cut- 
backs occur the average retail 
dealer can look forward to a 
greatly reduced supply of insect 
screen cloth. 

Even if production goals for 
next year are met there will not 
be enough to satisfy both mili- 
tary and civilian needs. First 
and second quarter civilian al- 
locations have been drastically 
cut and from present indications 
next year’s total production for 
civilian use will approximate a 
little more than OCR had re- 
quested for each of the four 
quarters of 1945. No improve- 
ment of any degree before the 
end of 1945 has been forecast 
by any WPB officials. 

In the fiscal year 1943-44, for 
all civilian purposes, that is, 
other than military or export or- 
ders, about 348,000,000 sq. ft. of 
insect screen cloth were made 
available. This was about 100.- 
000,000 sq. ft. less than had 


been anticipated. At the present 
time the cumulative civilian defi- 
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cit for the entire war production 
period is about 250,000,000 sq. 
ft. and is expected to reach 
500,000,000 sq. ft. before the end 
of 1945. This civilian deficit 
takes into account’ existing 
needs, as well as inventories. 

Only about one-third of the 
production for civilian use in 
the fiscal year 1943-44 is ex- 
pected in the fiscal year 1944-45, 
provided production goals are 
met. 

Civilian allotments for the 
fourth quarter of this year total 
26,000,000 sq. ft. and for the 
first quarter of 1945 show an 
increase of 9,000,000 sq. ft. for 
a total of 35,000,000 sq. ft. How- 
ever, the War Food Administra- 
tion maintains that this is not 
enough to insure adequate 
health protection and to meet 
other essential civilian needs. 
WFA wants an allotment of at 
least 50,000,000 sq. ft. for the 
fourth quarter of this year and 


60,000,000 sq. ft. for the firs» 
quarter of 1945. 

Dean Gallagher, Deputy Di- 
rector, Wholesale and Retail 


Trade Division, Office of Civil- 
ian Requirements, WPB, has 
directed a letter to distributors 
and retail dealers of insect 
screen cloth in an attempt to 
outline the problem. The latter 
also indicates the thinkin« of 
the WPB Building Materials Di- 
vision, since it was approved by 
members of that division. 

Mr. Gallagher, who would be 
responsible for any rating sys- 
tem that might he set up for in- 
sect screen cloth, says: 

“Vastly greater needs of the 
military will require not only 
the increased output of insect 
screen cloth resulting from cur- 
rent improvement in the factory 
labor situation. but also a sub- 
stantial slice of the already se- 





Plan directed distribution. 


inally intended for civilians. In 
fact, it is anticipated that the 
supply will be so short through 
the greater part of 1945 that 
many sections of the country 
will probably not receive more 
than one-fifth of their normal 


purchases of screen cloth for 
maintenance and repairs, and 
only the minimum required for 
essential approved new _ con- 
struction. 

“Due to the seriousness of the 
situation, distributors, dealers 


and the storekeepers are there- 
fore urged to begin immediately 
a policy of self-rationing of their 


current supply to their cus- 
tomers. 
“Tt is intended that practi- 


cally all of the metal screen 
cloth which already has been or 
is presently to be made avail- 
able for non-military uses shall 
be directed to places and for 
types of uses where insect 
screen protection is needed to 
prevent the spread of contagion 
and disease. Among the places 
are the malarial and typhoid 
areas of the country. Buildings 
in greatest need of protection 
are hospitals, schools and _ insti- 
tutions. Dairies, canning facto- 


ries, similar food processing in- 


dustries, restaurants and gro- 
cery and meat markets must be 
safeguarded. Insect screen 


cloth will also be provided for 
hurricane, flood and other disas- 
ter relief, 

“Roll goods should be sold to 
property owners for maintenance 
and repair purposes only; as an 
exception, however, new half 
screens for authorized new con- 
struction are permissible. None 
should be sold to make new 
screens for screen doors, win- 
dows or storm sash combina- 
tions if these will duplicate ser- 
viceable screens now already in 
use on these doors or windows. 
No screening should be sold for 
the present for porches or win- 
dows not heretofore screened. It 
is suggested that for the time 
being, no more than 10 sq. ft. 
per housing unit (house, flat or 
apartment) be sold to a cus- 
tomer for the year 1945, or until 
a new supply for civilians is 
obtainable. 

“The Office of Civilian Re- 
quirements plans in the imme- 
diate future to advise the gen- 
eral public of the need for 
strictly limiting purchase and 
adoptions. of comprehensive 
patching and painting conserva- 
tion measures. These are de- 
signed to extend the life of 
existing screens and make the 
short supply of new _ insect 
screen cloth stretch far enough 
to take care of all really urgent 
needs. By the self-denial and co- 
operation of the civilian popula- 
tion sorely needed insect screen 
cloth will be released for the 
protection of our military per- 
sonnel fighting in insect-infested 





foreign lands.” 








Ease Restrictions on Extended Surface 
Heating Equipment Under L-107 


Removal of restrictions limit- 
ing the types and sizes of ex- 
tended surface heating equip- 
ment that may be _ produced, 
together with other simplifica- 
tion restrictions, was announced 
by WPB on Nov. 17. 

Schedule I of Order L-107 
(Extended Surface Heating 
Equipment) was revoked to re- 


verely curtailed production orig- | move the simplification restric- 














tions. Order L-107 itself, which 
requires a rating of AA-5 or 
better and a specific delivery 
date before delivery can be 
made still remains in effect. 
Extended surface heating 
equipment includes unit heaters, 
unit ventilators, convectors, blast 
heating coils and special heating 
coils for space heating or for 
industrial heating or drying. 
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“ross tack 
is A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTT] 


Jacks and staples 


fn new nequinements 
a specially ~ ~ ~ 


W.w. (ross : CO. INC. 


EAST JAFFREY. N.H. 














THEYRE ASKING FOR IT... 
LET THEM HAVE IT! 
The GOLDEN FLEECE 


NON-METALLIC POT CLEANER 
AND SCOUR CLOTH 





as many enclosed 
as 


d me 
«please 80", eECE « 
COU EN Fr: ‘ / Mow Many 
ia y 1% deate, ies Say direcy 0 May 
one ti 


. 22 Stor h4 
“I was able to buy just °Ck, 
one in my local store. 


Will you please send me 20 more.” 


Don’t miss this steady repeat business 
that rightfully belongs to you. Housewives 
everywhere are writing us that they prefer 
—and often cannot buy at their local store— 
THE GOLDEN FLEECE POT CLEANER. 
They prefer it because they want— 


@ No slivers in fingers or food— 

@ No black streaks on porcelain ware. 
Only GOLDEN FLEECE has these health- 
protecting, labor-saving features. GOLDEN 
FLEECE has a new, improved red sealed 
edge to prevent fraying. Yes, it is the new 
post-war standard by which all pot cleaners 
are going to be measured. 
GOLDEN FLEECE is 
Housewives want it NOW! 
play it! Profit by it—NOW! 


Now! 
Dis- 


available 
Stock it! 


user or her money back, 
If your wholesaler connot supply you write to 


Sie dere DOWNY PRODUCTS 
Good Housekeeping 


COMPANY 
oy a5 ORTECTIE OR 


ORANGE, NEW JERSEY 
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EASIER TO ATTACH 


L. KARNO & CO. 


723 W. 13th $: 
CHICAGO 7, ILL 









Covered by the | 
Good Housekeeping Seal of Approval and | 
our own guarantee of satisfaction to the | 
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ARMSTRUNG BROS. 
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Only “ARMSTRONG 
BROS.” Pipe Vises 
offer all these impor- 
tant features: 


Solid centered jaws that prevent bending of 
small pipe, thin walled conduit and tubing, 
Oval-ended handles that will not pinch hands. 
Extra strength where strength is needed .. . 
and a fineness of design and an accuracy in 
machining that marks each a quality tool. 


Standard Pipe Vise 


1. Unbreakable drop 
forged steel hooks. 

2. Oval handle ends, will 
not pinch hands. 

3. Special steel serews 
with long-wear threads. 

4. Replaceable tool steel 
jaws, small sizes with 
solid centers. 





Chain Pipe Vises 


- Portable. Combines maxi- 
mum capacity with minimum 
weight. 

. Jaws drop forged with pat- 
ented solid centers. 

3. Drop Forged Handle and 

* Base with hardened Nut and 

special Steel Serew. 
4. Proof-tested Chain. 


: 
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Pipe Vise Saddle 


1. Attaches Instantly to 
round or square posts. 


2. Slotted to 


all makes. 
Handle drop 
forged with 
hardened 
steel nut. 

4. Link chain proof tested. 





ARMSTRONG BROS. TOOL Co. 


‘The Tool Holder People 
314 N. FRANCISCO AVE. « CHICAGO, U.S.A 





Eastern Sales Office: 199 Lafayette St., N. Y. 





137 








Pe 
oo 


From Mercury to Jobber 
to Retailer will go new 
postwar products, bring- 
ing to 30 million Ameri- 
can homes, urban and 


ceronautical technique 
—ihe beauty, the perma- 
nence and the conven- 
ience of the newest light 
metals, alloys, finishes. 
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No Near Future Relaxation on 


Tin Restrictions for Hardware 


Nickel, 


malleable 


iron and 


lacquer for hardware also con- 


tinue critical, 


Ne relaxation of restrictions 
on the use of tin in the manu- 
facture of hardware is possible 
in the near future, members of 
the Hardware Industry Advisory 
Committee were informed at 
their recent meeting, the War 
Production Board reported on 
Nov. 18. 

The supply situation for tin, 
nickel, malleable iron and lac- 
quers as # affects the hardware 
industry was reviewed at the 
meeting. Approximately 70 per 
cent of the world’s tin supply is 
normally produced in the East 
Indies and the Malay Peninsu- 
lar, and control over the con- 
sumption of tin will have to be 
retained until possession of 
these areas is regained by the 
United Nations, a representative 
of the Tin, Lead and Zine Divi- 
sion said. At present, only about 
65 per cent of current U. S. re- 
quirements for primary tin are 
being met by ore from Bolivia 
and the Belgian Congo, and by 
reprocessing from cans and 
other secondary sources. No new 
sources for tin are known. War 
uses of tin are not expected to 
decrease after V-E Day, since 
bronzes, babbitts, solders and 
other high tin alloys will be in 
increasing demand for mainte- 
nance and repair of Navy ships 
and merchant fleets. 





WPB reports. 


Nickel is expected to remain 
in short supply due to heavy 
military demand, a representa- 
tive of the Steel Division, Nickel 
Section, stated. There is little 
probability that restrictions on 
nickel plating for hardware can 
be relaxed in the immediate 
future, though the amount of 
nickel required for this purpose 
is small in proportion to total 
nickel production, the official 
said. 

Lacquers of qualities previ- 
ously used are not generally 
available for coating hardware, 
a representative of the Chemi- 
cals Bureau stated. The supply 
of lacquers for civilian uses is 
limited, because military _re- 
quirements for both lacquers 
and raw material ingredients 
needed in the production of 
lacquers (including organic sol- 
vents, plasticizers and natural 
and synthetic resins) continue 
high, he said. 

The overall supply situation 
for malleable iron is critical, a 
Steel Division official reported. 
Civilian requirements far exceed 
the quantities available. Though 
relatively small amounts of mal- 
leable iron are used in the 
manufacture of hardware, the 
general supply situation makes 
it impossible to meet demands 
fully for malleable iron for 
civilian hardware. 








Temporarily Denying Dealer Applications 
For Refrigeration, Air Condition Items 


All applications by dealers for 
refrigeration and air condi- 
tioning equipment, including all 
self-contained package units, are 
being temporarily denied, the 
General Industrial Equipment 
Division of the War Production 
Board announced Nov. 18. These 
applications are made on WPB 
Forms 541 and 547. The denials, 
however, will not affect appli- 
cations for compressor bodies, 
low-sides and other repair com- 
ponents. 








During this temporary period, 
WPB officials explained, it will 
be necessary for dealers and dis- 
tributors to extend ratings re 
ceived from ultimate consumers 
to replace equipment sold from 
their inventories. In the mean- 
time, they said, a study is being 
made by WPB of the problem 
and L-38 (General Refrigera- 
tion and Air Conditioning) may 
be amended so that dealers and 
distributors can obtain a limited 
quantity for inventory. 
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WPB has amended L-7-c re- 
laxing restrictions on the iron 
and steel content of domestic ice 
refrigerators and said that as a 
result enough steel is expected 
to be available to permit the 
manufacture of 375,000 refriger- 
ators in the fourth quarter of 
1944 and the year 1945. Relaxa- 
tion of the restrictions, WPB 
added, will permit the produc- 
tion of ice refrigerators that will 
approach prewar types. 

The order previously limited 
the iron and carbon steel con- 
tent to 6 lb. for each refrigera- 
tor. It still prohibits the use of 
stainless steel, monel metal and 
iconel metal but now permits 
the use of other types of iron 
and steel, except galvanized 
steel, to the extent that they are 
available under the CMP or 
from idle inventories. Use of 
galvanized steel is limited to a 
maximum of 15 lb. for each re- 
frigerator. No restrictions have 


Iron, Steel Restrictions 
Eased to Permit Making 
375,000 Ice Refrigerators 


been placed on the use of alu- 
minum and magnesium. 

The previous provision limit- 
ing the net ice capacity for each 
refrigerator to either 50 or 75 
lb. was deleted from the amend- 
ed order. Performance specifi- 
cations for domestic ice refrig- 
erators are still in_ effect. 
Manufacturers who wish to 
make domestic ice refrigerators 
are required to apply to WPB 
for production quotas. Applica- 
tions should specify the amount 
of iron and steel and other ma- 
terials to be used per refrig- 
erator. 

WPB will assign quotas for 
the production of specific quan- 
tities of refrigerators during a 
definite period. Production is 
permitted by WPB only to the 
extent that it will not interfere 
with war production. Use of 
labor for the production of re- 
frigerators is subject to WMC 





manpower controls. 








Mech. Refrigerators, Elec. Washers and 
Some Elec. Supplies, Now Sabject to 
Spot Authorization Procedure 


Electric and gas domestic re- 
frigerators (L-5-c) and domestic 
washing machines (L-6) have 
been made subject to the “spot 
authorization” procedure (Pri- 
orities Regulation No. 25), the 
War Production Board an- 
nounced Nov. 21. 

These items were made eli- 
gible for spot applications by 
an amendment Nov. 21 to Direc- 
tion No. 1 to Priorities Regula- 
tion No. 25, which also makes 
the following and some other 
items subject to the procedure, 

Electric wiring devices and 
heater cord sets (L-277); toys 
and games (L-81); furniture 
and furniture parts (L-260-a) ; 
logging, lumber and wood prod- 
acts machinery and equipment 
(L-331); luggage (L-284); 
anti-friction bearings (L-154-a), 


and light power-driven tools 
(L-237). 
Other changes have been 


made in the direction by the 
amendment for the purpose of 
eliminating orders from its cov- 
erage which have been revoked 
or become inoperative. This ac- 
tion merely broadens the scope 
of the “spot authorization” pro- 





cedure and does not mean that 
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the new items it includes will 
be made immediately, WPB of- 
ficials pointed out. Due precau- 
tion is exercised in the operation 
of the spot procedure to assure 
that military requirements are 
met before any production is 
permitted under Priorities Reg- 
ulation No. 25, they said. 








“SURPLUS REPORTER” 
NOW BEING ISSUED 


The initial “Surplus Reporter” 
editions—one of which was on 
hardware and the other on gen- 
eral products—were issued on 
Nov. 29 by the U. S. Treasury's 
Office of Surplus Property. The 
new system whereby each re- 
gional office will send out the 
“Surplus Reporter’, covering 
surplus stocks in all of the 
regions was outlined on page 
130 of the Nov. 9, 1944, issue of 
HARDWARE AGE. Eight edi- 
tions of the “Surplus Reporter” 
will be issued—one for each of 
the types of commodities of- 
tered—as follows: Hardware; 


Furniture; Machinery; Automo- 
tive; Textiles and Wearing Ap- 
parel; Medical and Surgical; 
Paper and Office Supplies and 
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FOR SMALL DRIVES 
owe 7 


The Gilmer “Eye-Ful” Tower 
contains 35 assorted V-Belts and only takes up a few 
inches of counter space. This compact, attractive dis- 
play on your counter will answer your customer’s un- 
precedented demand for replacement belts. 


Home owners everywhere, with washing machines, 
oil burners, home workshop equipment, and other 
household appliances, need V-Belts in making their 
own repairs. The “Eye-Ful” Tower supplies the an- 
swer to 887 different light-duty drive requirements. 


Cash in on the market now. Don’t wait. For $21.01 
you can supply nearly all V-Belt demands and reap 
a tidy profit of $14.01. Just clip the coupon below. 


ri ] 






L. H. GILMER COMPANY 


TACONY, PHILA. 35, PA. 
= a es ee ee ee ee ee 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
Send me the complete Gilmer “Eye-Ful” Tower Assortment 

No. 350 as follows: 

1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalogue, America's Belt Bible 

Bill me $21.01 through your nearest jobber 






NAME 





ADDRESS. 





— 








General Products. 
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Just as soon as 


UNION 
shut down on Fighting Toois! 


Just as soon as we can switch our ex- 
panded facilities from fighting tools to 
hardware and sporting tools, — 


You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 
*Hack Saw Frames 


Gun Implements 
* Available on Priorities 


HARDWARE COMPANY 





ESTABLISHED 1654 


sed - 4-11 “ich ae) Model 1? 


NEW YORK OFFICE ISI CHAMGERS STRELT 
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M-84 Amendments Tighten 
Binder and Baler Twine 
Sales and Deliveries 


WPB has amended order 
M-84 (fiber and cordage) tight- 
ening the restrictions as to 
binder and baler twine. Under 
the amended order, a manufac- 
turer or distributor may not sell 
or deliver binder twine if he has 


reason to believe that such 
twine will not be used with 
mechanical harvesting equip- 


ment or in the growing, harvest- 
ing or delivering of agricultural 
crops. 

A manufacturer or distributor 
further is prohibited from sell- 
ing or delivering binder twine, 
if he has reason to believe that 
the purchaser will convert it 
into rope or any other product. 
{ new provision of the order 
prohibits the use of binder or 
baler twine for conversion or 
manufacture into rope for sale. 

Order M-84 as révised also 


provides that the use of Ameri- 
can hemp as an “extender” is 
not required in “sisal purse 
lines” (for closing seines) and 
is not required in the making of 
sisal power transmission rope 
14-in. diameter and larger. How- 
ever, any manufacturer, of his 
own volition, may decide to use 
American hemp as an extender 
in all items where its use is not 
actually required. This includes 
not only the two above uses but 
also sisal drilling cables, sisal 
wire rope centers and any sisal 


rope in diameters % in. and 
smaller. 
By this significant amend- 


ment, any manufacturer may, at 
his option, extend with Ameri- 
can hemp any of his sisal rope 
products, no matter what the 
intended end use. 











Ease Iron, Steel Restrictions for 
Total of 375,000 Ice Refrigerators 


Restrictions on the iron and 
steel content of domestic ice re- 
frigerators have been relaxed, 
WPB said on Nov. 20. 

Limitation Order L-7-c, as 
amended, prohibits the use of 
stainless steel, monel metal and 
iconel metal in the manufacture 
of domestic ice refrigerators, but 
permits the use of other types of 
iron and steel, except galvanized 
steel, to the extent that they are 
Controlled 
Materials Plan or from idle and 
excess inventory. Use of galva- 
nized steel is limited to a maxi- 
mum of 15 lb. per refrigerator. 
No restrictions have been placed 
on the use of aluminum and 
magnesium for domestic ice re- 
frigerators. 

Enough steel is expected to be 
available to permit the manufac- 
ture of a total of 375,000 ice 
refrigerators in the fourth quar- 
ter of 1944 and the year 1945. 
Relaxation of the restrictions on 
metal content will permit the 
production of ice refrigerators 
that approach pre-war types. 
WPB will assign quotas for the 





production of specific quantities 
of refrigerators during a definite 
period. Production is permitted 
by WPB only to the extent that 
it will not interfere with war 
production. 





REVOKE L-142 ON 
METAL DOORS, ETC. 


By revoking Order No. L-142, 
WPB has removed provisions 
controlling manufacture and 
sale of metal doors, door frames 
and shutters. Only a slight in- 
crease in production is expected, 
as control will continue to be 
exercised through quarterly 
CMP allotments of materials. 
Demand for these products is 
considerably limited by the re- 
strictions of construction order 


L-41. 

An estimated 41,000 tons of 
carbon steel or an _ equivalent 
amount of aluminum will be 
used for metal doors, frames 
and shutters in 1945, as com- 


pared with 30,000 tons of steel 
allotted to the industry this 
year. 
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Copper Permitted for More _ 
Plumbing Items Under L-42_ 


—During Fourth Quarter 


WPB has amended order 
L-42, authorizing the use of 
copper during the fourth quar- 
ter, in the making of a number 
of items of plumbing fixtures, 
fittings and trim. 

Included are: Float rods. 
flush connections and valves for 
low tanks; sink, tub and lava- 
tory plugs and strainers; tank 
floats; single and combination 
faucets; shower valves; flush- 
ometers; shower and_ urinal 





strainers, tubular goods (except 
shower rods and fixture 
and lavatory, bath and closet 
supply pipes) closet and urinal 
spuds; shower heads and arms; 
fixture stopes and_ cleanout 
plugs for cast iron soil pipe and 
fixture traps. 

Chromium, nickel and cad- 
mium for plating these plumb- 
ing fittings are still prohibited, 
because of the scarcity of these 
materials. 








Ease Restrictions on Making Some 
Fluorescent Light Fixtares—Tighten 
Rales on Sale of Some Items and Parts 


Manufacture of certain types 
of fluorescent lighting fixtures 
which has been prohibited, is 
now permitted when these fix- 
tures are provided with ballasts 
or transformers that control two 
or more lamp tubes, the War 
Production Board announced 
Nov. 22. 

Additional types permitted by 
the Nov. 22 amendment to Order 
L-78 are those designed for a 
continuous row of single tubes 
rated 40 and 100 watts per tube. 
Fixtures for a continuous row of 
single tubes rated 15, 20 or 30 
watts each are still prohibited. 

The amended order also 
makes the following changes: 
Permits the manufacture of in- 
dividual or continuous row fix- 
tures using five or more rows of 
tubes. Such fixtures normally 





employ ballasts that control two 
or more lamps, WPB officials 
pointed out. Removes provision 
requiring WPB authorization for 
the sale on unrated orders of 
fluorescent lighting fixtures that 
were in inventory on June 2, 
1942. Any remaining stocks of 


such fixtures may now be re- | 


leased forsale on unrated orders 
only through appeals procedure. 

‘Limits the sale of parts to be 
used for maintenance and repair 
to rated orders. Formerly, re- 


traps |! 


| 


| 





pair parts could be sold on un- | 


rated orders. 

Adds an interpretation of the 
order, in the form of seven 
questions and answers, one of 
which clarifies some uncertain- 
ties that have existed with re- 
spect to the so-called ‘kitchen 


units.” 








Permit Making Five More 
Galvanized Ware Items 


Under Order L-30-a| 


Five items have been added 
to the list of galvanized ware 
articles that may be made under 
Limitation Order L-30-a, the 
War Production Board reported 
Nov. 14, Size restrictions on the 
permitted galvanized ware items 
as well as restrictions on the 
gages of steel used to make 
them have been eliminated from 
L-30-a as amended Nov. 14. 

Items added to the list of per- 
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mitted articles are: ash sifters; 
diaper cans, liquid and dry 
measures; utility baskets and 
watering pots. These articles 
may be expected to reach re- 
tail stores in limited quantities 
in 1945. Over-all production of 
galvanized ware will not be in- 
creased, since additional steel is 
not being made available for the 
newly permitted items, the War 
Production Board said. 





‘YANKEE TOOLS 


SPEED SERVICING! 


“Yankee” Spiral Screw Driver 





Courtesy Pan American Airways System 


Turn-around servicing of a Pan American Air- 
ways Clipper Ship is accomplished in 48 hours 
or less by a ground-crew of 186 mechanics and 
inspectors . . . and“Yankee” Fine Mechanics’ 
Tools help to speed and simplify this vital job. 
Designed to save time, trouble, and money, 
their inbuilt ingenuity is lengthening man- 
hours on the home front; their simplicity, 
strength, and compactness are upholding 
more than half a century’s reputation for 
dependability. ; 

Advertising of this kind in the Saturday Eve- 
ning Post, Popular Mechanics, and Popular 
Science is safeguarding your “Yankee” Tool 


market of the future. 


“YANKEE TOOLS 


make good mechanics better 
North Bros. Mfg. Co., Phila. 33, U. S. A. 


Established 1880 





141 











The magnificent obsession of every mechanic is an 
unquenchable yearning for good tools. It is part of their 
make-up .. . it’s the quirk in their mentality which 
drives them into mechanical pursuits. 


Many have the same quirk but work at something 
else, and buy tools anyway. Whether they become 
engineers, artists, or surgeons, a special appreciation 
of balance and artistry finds expression in the pride of 
owning a fine tool . . . many fine tools. 

VACO SCREW DRIVERS with gleaming Ambery! handles 
have that fine quality and perfect balance which make 
them favorites of both “professional” and “amateur” 
users. There are 173 types of VACO DRIVERS, shock- 
proof and break-proof... each built to perform some 
certain task easier — better — faster. Write for catalog. 


VACO PRODUCTS Co. 


325 E. ONTARIO ST. + CHICAGO II, ILL. \ 


Canadian Warehouse: 560 KING STREET, WEST - TORONTO 2, ONTARIO 








WHEEL GOODS FIREARMS 






JOHNSON 


Founded 
1871 


Today our production goes to war. But when 
the time comes, our conversion to peacetime 
production will be rapid, and Iver Johnson 
dealers won't have to wait long to enjoy again 


the profit and prestige that has always been 


their pride. 


IVER JOHNSON’S ARMS & CYCLE WORKS 


53 RIVER ST., FITCHBURG, MASS. 











L-30-d Amendments Ease 


Cooking Utensil Limits 


Amending order L-30-d, Nov. 
15, WPB has removed restric- 
tions on cooking utensils and 
other articles permitted under 
the order, and on the types of 
iron and steel that may be used 
in making them. Quarterly iron 
and steel quotas for the permit- 
ted items have not been changed, 
so total production will not be 
increased. 

There is now no restriction on 
the manufacture of coooking 
utensils containing less than 20 
per cent of iron and steel by 
weight. Spring-type clothespins, 
curtain rods, fixtures and drap- 


ery attachments and pot scour- 
ers have been removed from the 
prohibited list. However, the 
shortage of lumber will prevent 
large scale production of clothes- 
pins while the making of other 
items will be dependent upon lo- 
cating suitable stocks of metal 
from idle and excess inventories. 

Restrictions on the distribu- 
tion of cooking utensils and 
other articles have been deleted 
from order L-30-d, so that mak- 
ers are no longer required to 
allocate 25 per cent of their 
quarterly production to orders 





rated by form WPB 547. 








Some Low Price Wallpaper Cleaner 
Ceiling Prices May Be Raised 


Retail dealers whose present 
ceiling prices for low price wall- 
paper cleaners are “frozen” at 
levels below 7 cents each, 3 for 
20 cents, for 12-0z. packages and 
19 cents each for 40-oz. pack- 
ages, may increase their prices 


to those amounts, OPA an- 
nounced Nov. 24. 

In March, 1942, the base 
price date of the regulation con- 
trolling prices of wallpaper 


cleaners, there were several na- 
tionally advertised brands hav- 
ing fair trade minimum retail 
prices of from 8 to 10 cents for 
12-0z. packages, and from 25 to 
29 cents for the 40-oz. size. Dur- 
ing that month there were also 
a number of private’ brand 
cleaners that sold at consider- 
ably lower prices—in some cases 
as low as 5 cents for the small 
packages, or 15 cents for the 
larger size. 


Although retailers’ prices 
were “frozen” at these low lev- 
els for the private brands, most 
suppliers had increased their 
prices to retailers by March, 
1942, and thereby established 
maximum prices under the Gen- 
eral Maximum Price Regulation 
at levels so high as to seriously 
impair or completely destroy 
retailers’ margins. As a result, 
many of the private brands were 
taken off the market. 

The type of wallpaper cleaner 
to which this action applies 
“contains approximately 45 per 
cent by weight of patent wheat 
flour and approximately 17 per 
cent by weight of salt.” 

Amendment No. 191 to Re- 
vised Supplementary Regulation 
No. 14 to the General Maximum 
Price Regulation, effective Nov. 
29, 1944, made these provisions. 








SPOT AUTHORIZATION 
ON ALUMINUM ITEMS 
—A CORRECTION 


On page 263 of the Oct. 26 
issue of Harpware AcE was a 
statement, based on a govern- 
ment press release to the effect 
that the Leyse Aluminum Co., 
Kewaunee, Wis., had been au- 
thorized to manufacture 115,000 
dinner pails in the fourth quar- 
ter of this year and 262,000 din- 
ner pails in the first quarter of 





next year. The “Spot Authoriza- 


tion” for the Leyse Aluminum 
Co. covers principally aluminum 
cooking utensils, including a lim- 
ited quantity of miners’ dinner 


pails. 
The Leyse Aluminum Com- 
pany’s “Spot Authorization” 


covers 110,000 lbs. of aluminum 
for the fourth quarter of 1944 
and 250,000 lbs. for the first 
quarter of 1945. When cooking 
utensil production is started the 
line will be limited to those 
items which are most needed. 
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Are Eased By War 


Some Scale Manufacturing Restrictions 


Production Board— 


Remove Sales Controls on Some Items 


All simplification restrictions 
on railway trdck scales, portable 
beam scales and certain other 
types of scales have been elimi- 
nated and distribution controls 
on some smaller scales such as 
baby weighing, egg grading, 
milk and dietetic scales have 
been removed, the War Produc- 
tion Board reported on Nov. 21. 
At the same time, production 
controls have been amended to 
permit an increase or decrease 
in production of any of these 
scales as changing conditions 
require, WPB said. 

The following scales (classi- 
fied as Class B Scales) under 
Order L-190 are no longer sub- 
ject to distribution controls: 
Person weighing scales for clini- 
cal use and baby weighing or 
nursery scales; mailing and par- 
cel post scales, except spring 
type scales equipped with postal 
charts and having a retail list 
price of $5 or less; egg grading 
scales, milk scales, cotton beam 
scales, cotton spring scales and 


sampling, grading and 
scales; and dietetic 
graduated in the metric 
system for personal use by a 
person whose diet is regulated 
by a licensed physician and pre- 
scription scales as used by pre- 
scription druggists. 

Simplification restrictions 
which limited baby-weighing 
scales, railway track scales, mo- 
tor truck scales, portable beam 
scales, rolling mill scales, port- 
able dial scales, dials and self- 
contained floor scales to spe- 
cific sizes and models have been 
removed by revocation of Sched- 
ules I through VIII of Order 
L-190. Those schedules also lim- 
ited the amount and kind of 
materials which could be used 
in these scales, balances and 
weights. 

The amended Order L-190 
also increases a manufacturer’s 
permitted inventory of industrial 
type scales from 1/12th to 
1/10th of the scales billed by 


grain 
testing 
scales, 





him in 1941, 








Exempt 12 More Items From Price Ceilings 


Twelve items, not important 
to the cost of living, have been 
exempted from price control, 
the Office of Price Administra- 
tion announced, as_ effective 
Nov. 21, 1944, sellers of these 12 
items will enjoy any advantage 
over sellers of items that re- 
main under control. 


The 12 items include: toys 
and games sold to consumers 
for 10 cents or less; ceramic 
decorative tiles for use as table 
ornaments; costume _ jewelry 
made from seeds, pods, nuts or 
other natural vegetable prod- 
ucts, except wood; canoes; 
hand-painted pictures; advertis- 
ing thermometers; custom-made 
picture frames when no more 
than four frames are made to 
the same specifications for any 
one ‘customer; Christmas deco- 
tations when made of natural 
vegetable products such as 
cones, berries, pods, leaves, etc.; 
shaving equipment made of pre- 
cious metals (not including 
shaving equipment plated with 
precious metals) ; ventilated out- 
door window shelters and car- 
tridge case trimmers for use in 
hand-loading ammunition. 

These items were formerly 
controlled under the general 
consumers’ durable goods regu- 
lation (Maximum Price Regula- 


Maximum Price Regulation. 
Amendment No. 10 to Supple- 
mentary Order No. 45—Exemp- 
tion from Price Control of Cer- 
tain Commodities and Services 
—effective Nov. 21, 1944, made 
these provisions. 





CEILINGS FOR BLITZ 
CANS, “JERRICANS” 


Specific dollar-and-cent ceil- 
ing prices at all marketing lev- 
els have been established for 
“Blitz” cans and “Jerricans,” 
the Office of Price Administra- 
tion announced Nov. 21. 

“Blitz” cans and “Jerricans” 
are 5-gal. steel containers of 
special design used by the 
armed forces to transport water 
or gasoline into combat areas. 

Effective Nov. 24, 1944, this 
action establishes a maximum 
retail price of $2.10 per can for 
reconditioned cans or those cans 
having a serviceability equal to 
that of new cans. For those cans 
which do not have the service- 
ability of new cans, the retail 
ceiling price is $1.50 per can. 

For sales of cans having the 
serviceability of new cans by 
jobbers, wholesalers or recondi- 
tioners in carload lots a maxi- 
mum price of $1.25 each has 
been established. For sales in 
less-than-carload lots, the ceil- 





tion No. 188) and the General 
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ing is $1.35 each. 
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Agents: 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market St. 










One Hand Fire 
Extinguisher 


Randolph Laboratories, Inc., 8 E. 
Kinzie Si., Chiieago 11, Ill., has de- 
signed a new carbon dioxide unit that 





combines ease of operation with instant 
effectiveness and attractive designing, 
Features a self-aimed nozzle, thomb 
operated trigger that releases a dry, 
odorless blanket ef carbon dioxide, a 
harmless, snowy gas that kills gasoline, 
oil, paint, grease, electric, auto, and 
surface fires immediately, and yet 
leaves ne stain on food clothes or furni- 
ture. Qperater grasps the extinguish- 
er’s arched-steel handle, while the 
thumb presses the trigger directly 
above the nozzle, permanently regu- 
lated to fixed-firing position. Can be 
bracketed in kitchens, basement work- 
shops, garages, automobiles, etc. 


Table of Machine Screw 
Thread Dimensions 


Handy table of machine screw thread 
dimensions printed in pocket-size card 
form is being issued by Manufacturers 
Screw Products, 222-W. Hubbard St., 
Chicago 10, TIL, manufacturers of 
“Stronghold” line of fastening devices. 
Table shows the nominal -diameter and 
threads per international coarse and na- 
tional fine for all standard machine 
screws and the maximum and minimum 





And Still Available for Hardware Distribution 


major and minor and pitch diameters 
for each size. In addition, tap drill 
sizes and diameters for each screw are 


given and a printed rule. 





Molly Expansion Bolt 
For Plaster Substitutes 





Designed to work in wall board and 
all similar types of plaster substitutes 
as well as in lath and plaster or plaster 
ever expanded metal lath. Said to be 
equally well suited for use in concrete 
or brick, eoncrete block, etc. Molly 
screw anchor spreads its grip in four 
directions, and over a large surface, 
avoiding concentrated pressures. As 
the screw or nut is tightened in the 
Molly expansion bolt, the sleeve into 
which the screw is threaded and which 
is slit in four or five places, begins to 
buckle within the hole in the plaster or 
other material. In the case of the wall- 
board or plasterboard, the sleeve con- 
tinues to buckle until four or five sec- 
tions of the sleeve flatten out against 


the inner surface, making it equally 


effective on walls only % of an in. 

thick, as well as on walls 1% in. thick. 
_~Molly Corp., 122 E. 42nd St., New 
* York City. 





Cuprinol Wood 
Preservative 


Cuprinol designed for keeping wood, 
fabrics and rope from rotting. Cupri- 
nol is surface applied by paint brush, 





dipping spray gun or swab. No heat 
or pressure is needed. It is a metal 
base solution that enters the smallest 
fibres of any cellulose material and 
renders it inedible for fungi and in- 
sects. Material treated with this solu- 
tion is non-poisonous to higher forms 
of animal and plant life. Has no offen- 
sive odor and tests have proved that 
Cuprinol treated wood and fabric is 
non-toxic to seedlings and plants in 
any stage of growth. It covers and 
preserves approximately 400 sq. ft. of 
wood to the gallon, brush applied. Cu- 
prinol, Inc., Boston, Mass. 





New Brochure Describes 
Ilg Research Laboratory 


Colorful eight-page brochure has been 
published featuring the recently com- 
pleted Ilg Electric Ventilating Co. re- 
scarch laboratory, Chicago, Ill. Printed 
in two colors this booklet is almost en- 
tirely pictorial and contains fascinat- 
ing workshop scenes which show many 
testing and research processes continu- 
ally taking place in the building. Brief 
captions and a short descriptive sum- 
mary of the laboratory form the balance 
of the booklet. This laboratory is de- 
voted to the scientific study of air, and 
it makes available to engineers, scien- 
tists and laboratory technicians the 
latest instruments for measuring air, 
electricity, sound light and vibration, 
including stroboscopic equipment. 
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Quickly end easily 
removes rust from 
: chromium 
——— 


This ideal rust remover belongs on every hard- 
ware counter. RUST-I-CIDE is a rapid seller, 
attractively packaged, with a good profit, and 
helps other sales. It removes rust in a matter 
of minutes, is an excellent chromium cleaner. 
Those hard-to-remove stains on vitreous 
enamel rapidly disappear with RUST-I-CIDE. 


If you are not stocking RUST-I-CIDE, do so now 
... it is inexpensive: 4 oz. bottles—25c, 8 oz.— 
45c, 16 oz.—75c, quart—$1.20 (and gallon— 
$3.60), with a better-than-average profit for you. 





Coll your distributor; If he can 


not supply you een seems tats itn te” 


WRITE US. TODAY! 


RUSTICIDE PRODUCTS CO. 


CLEVELAND 14, OHIO 


3125 PERKINS AVE. 
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Help Your 
Customers 


* CONSERVE HEAT 


* MAKE FUEL 
LAST LONGER 


* REDUCE FUEL COST 


Flexible, shatterproof R-V-LITE is an effective insulator . . . Keeps 
heat in,-cold out . . . Retains humidity. According to leading 
heating engineers, as high as 30% of the heat generated in the 
average home is lost through the glass window panes, when not 
covered by storm doors and windows. Properly fitted storm 
doors and windows of R-V-LITE will prevent the greater part of 
this loss. 


R-V-LITE admits over 70% of the sun’s vital “Vitamin-D” rays 

. more than ample for normal health and growth in poultry, 
animals, human beings and plants. (Ordinary glass admits 
only about 1%). : 


R-V-LITE nationwide publication and radio 
advertising makes doubly effective the 
powerful point-of-sale advertising material 
furnished free to all R-V-LITE dealers. 


Presenting ...a New LOW COST 
ALL-PURPOSE WINDOW MATERIAL 


R-V-TEX 


special heavy duty fabric. im- 
VY translucent —— 
d that freely admits sun's “Vitamin 
‘ays, LOW in cost, HIGH in service. 150-ft. rolls, 
36” wide. Send a trial order to your jobber today. 


Manufactured from 
pregnated with R- 


ARVEY CORPORATION 


3470 N. Kimball Ave. 


Chicago 18, Ill. 





G-E Watch Dog 
Starters for Lamps 


Watch Dog is a precision lamp 
starter. It preheats the electrodes 
within a measured time, and therefore 





prolongs lamp life by preventing the 
electrodes from discharging more than 
the minimum amount of emission ma- 
terial required each time the unit is 
lighted. It is also a precision stopper. 
When a lamp is about to die, it cuts it- 
self out of the circuit, thus cutting off 
the current from the lamp, which pre- 


WHATS NEW 





AND STL AVAILABLE FOR HARDWARE DISTRIBUTION 





vents the lamp from blinking, and pro- 
longs the life of the ballast and the 
starter itself. Life of the Watch Dog 
is 25,000 hours, and it consists of the 
FS-40 with two contacts for 40-watt 
lamps, and the FS-100 with four con- 
tacts for 100-watt lamps. Watch Dog 
protects the lamp, while it starts, 
throughout its burning life to start it 
properly, and to stop it when blinking 
begins. General Electric Co., Incan- 
descent Lamp Department, Nela Park, 
Cleveland, Ohio. 


Motorola Bulletin 
For Dealers 


A four color book, containing 24 
pages, has been issued by the Galvin 
Vig. Corp., Chicago, Ill, entitled, 
“When Motorola Radio Comes Home 
from War.” It has much useful and 
valuable information for radio dealers. 
Bulletin is illustrated profusely, and 
tells the story of the company’s par- 
ticipation in the war effort, and in- 
teresting views of the research, produe- 
tion, and engineering departments. 
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Displayed on your counter ... 
this attractive carton of Acme 
Fasteners . . . reminds customers 
of quick, easy ways to repair, 
save wear and l¢ngthen the serv- 
ice of wooden household articles 
which are difficult to replace. 


Se!f-Selling . . . this handy dis- 
play-box goes to work and does 
a good job of selling, saves 
sales effort and gives you a 
quick turnover and profits. 


Also in Bulk Lots... you can 
get Acme Corrugated Fasteners 
in standard cartons of 500 and 
1000 fasteners . . . ten boxes to 
a carton in varying sizes and 
quantities—also 100 Ib. kegs for 
bulk sales. 


Get the Facts... about this 
quick turnover item that brings 
extra revenue. If your jobber 
cannot supply you write direct. 






»pplying Equipment 





Bulletin details the role that the Mo- 
torola radio distributor will play ‘in the 
post-war radio market, and the varied 
types of helpful services he will offer 
his dealers. 





Sanitary Quicfrez 
Farm Lock Plants 


Farm freezer that freezes and keeps 
frozen vegetables, fruits, and meats. 
Also used for frozen blood plasma 





banks, and industrial processing and 
testing. Model No. 1544 shown above 
is 94% in. by 28% in. by 35 in., bas 
a 15 cu. ft. capacity, and 1/3-hp. motor. 
The dimensions include the cooling 
unit which is 20% in. by 25 in. by 
29% in. Cooling unit is shipped at- 
tached to the cabinet. Cabinet is fin- 
ished with white high baked exterior. 
Fast freezer and locker plates are fin- 
ished in a sanitary finish. Walls 
and bottoms are 5 in. thick of moisture 
proofed, low density insulation to per- 
mit positive cabinet sealing by means 
of hot “Korite” sealer. Covers are 3 in. 
thick, similarly insulated and sealed as 
above. Cover seals tight on gaskets and 
is held tightly closed by adjustable ten- 
sion latch which is equipped for con- 
venient locking with padlock. Sanitary 
Refrigerator Co., Fond Du Lac, Wis. 





Package Sealing Unit 


New all-in-one unit dispenses two in. 
wide sealing gummed tape and two by 
four in. parcel post labels. Self-con- 
tained in an attractive colored box, this 
sealing unit is ideal for all home or 
office sealing and shipping. Available 
in two convenient sizes. Interstate 
Paper Products Co., 24-34 New Cham- 
bers St., New York City 7. 
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Kinney Line Aluminum 
Cooking Utensils 


Utensils have flat bottoms to promote 
efficient cooking on either gas or elec- 


tric ranges. With this waterless cook- 
ing equipment, a high heat is used 
momentarily until steam is generated, 
at which stage the heat is reduced to a 
very low point. Large flat radius bot- 
toms and straight sides provide easy 
cleaning. Easy to grip, plastic handles 
afford easy lighting and will withstand 
temperatures of 600 deg. F. High lus- 
tre, and mirrored finish give the uten- 
sils an attractive appearance. Kinney 
Aluminum Co., Los Angeles, Cal. 


Produce Pre-War 
Blade Master 


Improved pre-war model B2 Blade 
Master, equipped with a precision made 
mechanism of steel, brass and other 
parts, is again being produced, with the 
permission of the WPB. Neat, compact 
and highly efficient, it hones all stan- 
dard double edge blades with a barber- 
like rotary motion. Improved model 
is one-half the size of the all wood war- 
time model. Designed with a plastic 
case, it sharpens and conditions both 
sides of both edges of the blade in one 
operation. Each Blade Master is guar- 
anteed against defects in material or 
workmanship for a period of 90 days 
from date of sale to the user. To use 
the Blade Master, place a new or used 
blade over the upright pegs, close the 
case and move it slowly up and down 
the cord. Fifteen or more complete 
strokes before each shave will maintain 
a perfect edge on a single blade in- 
definitely. Blade Master, Inc., 175 E. 
87th St., New York City 28, 








Four Gift Sets of Flint Hollow Ground Cutlery 


Geneva Forge, Inc., subsidiary of 
Ekco Products Co., 1949 North Cicero 
Ave., Chicago 39, Ill., has recently in- 
troduced four gift sets of Flint Hollow 
Ground cutlery. The knives are made 
of special chrome Vanadium steel for 
greater resilience and firmness in cut- 
ting edges. Handles are ebony and are 
chrome plated to protect the luster of 
each blade. Host dinner set, shown 
below includes a roast slicer, ham 
slicer, steak slicer, and utility knife in 
satin finish hardwood chest, which is 


lined in a cordial-red, mothproof flan- 
nel treated to prevent tarnish. Host 
buffet set consists of a paring knife 
and a utility knife in a blonde mahog- 
any tray for use at the bar or for a 
buffet supper, and the host table set 
contains a ham slicer, a roast slicer, 
and a utility knife in the same type 
tray. The fourth set is a group of six 
individual slicers with 5-in. blades, 
ideal for steak, fowl salad, or fruits. 
Slicers are in a dinner tray of fine, pol- 
ished hardwood, lined in red flannel. 





DECEMBER 7, 


1944 











PLASTICONTEST 


(ho PRIZES FOR 


YOUR IDEAS 


WE'LL MAKE WHAT 
YOU WANT TO SELL 


"PLASINS 


How many times have you 
said “! wish such and such 
was made in plastics"? Here's 
your chance to say what you 
want in plastics ... to offer 
the items to your customers 
... to know that yours was 
a really good idea. 


£S 
= «, profits 


PRIZES 


Ist Prize...” . . $250.00 
2nd Prize. ..... 4125.00 
3rd Prize...... 50.00 


YOU 
WIN 








HERE'S ALL YOU DO 
CONTEST RULES 


1, Just suggest a utility item, novelty, gad- 
get or ornament that you would like to 
see made of plastic. : 
2. Describe your idea as completely as pos- 
sible (size, shape, color, purpose, suggested 
retail price, etc.), and include a rough 
sketch, 

3. Mail yourventry to the F. J. Kirk Mold. 
ing Company, Clinton, Massachusetts, post- 
marked not later than midnight, January 31, 
1945. 

4. Submit as many ideas as you wish, but 
each idea must be entered on a separate 
sheet or blank. : 

5. All entries become the property of the 
F, J. Kirk Molding Co. 

6. Judges’ decision will be final. 

7. Use your own stationery, or write for 
Entry Blank. 

In case of tie, equal prizes will be given. 


JUDGES: 


Lucian Bernhard, Lucian Bernhard 
Studio 


Dr. Leonard Carmichael, Pres., 
Tufts College 

A. A. Porcelain, Jordan Marsh Co. 

F. J. Kirk, F. J. Kirk Molding Co. 


Take five minutes now to jot down 
your ideas. 


F. J. KIRK MOLDING CO. 


CLINTON, MASS. 
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It will pay you to investigate the profit 
possibilities of Clean-Easy Milker sales. 
Here is an outstanding line, well known 
and highly regarded by many of Amer- 
ica’s leading dairymen for more than a 
quarter century. Write the Ben H. 
Anderson Mfg. Co., Madison 3, Wis., 

















| 1894, he began his business ca- 


| machine shop of The Wire 








REGINALD WASH- 
BURN, chairman of the 
board, The Washburn Com- 
pany, Worcester, Mass., manu- 
facturers of wire and stamped 
hardware and_ kitchenware, 
has been in that activity since 
1894. From the beginning of 
his business career in that 
year, he has been associated 
with organizations making 
lines distributed by the hard- 
ware trade. Following gradu- 
ation from Harvard College in 





reer as an apprentice in the 


Goods Co., Worcester, Mass., REGINALD WASHBURN 


which had been founded by 


his brother in 1880. Shortly afterward, as a matter of prac- 
tical education, he started his own company manufacturing 
bicycle parts. Three years later he sold his initial busi- 
ness enterprise, profitably, and returned to The Wire 
Goods Co. He was elected treasurer in 1900, and presi- 
dent in 1906. He continued to act in the capacity of 
president and treasurer until 1922 when the company 
was consolidated with other concerns to form The Wash- 
burn Company. The concerns in this consolidation were: 
The Wire Goods Co., Worcester, Mass., (established 
1880) ; Cassady-Fairbank Mfg. Co., Chicago, Ill. (estab- 
lished 1885); Andrews Wire & Iron Works, Rockford, 
Ill. (established 1885) and its subsidiary, Andrews Wire 
Works of Canada, Ltd., Watford, Ont. (established 1910). 
In 1924 the Michigan Wire Goods Co., Niles, Mich. 
(established 1879) became a subsidiary. Mr. Washburn 
was treasurer and general manager of The Washburn 
Company until 1928, when he was elected president of 
the company and its associated companies, Michigan 
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Wire Goods Co., and Andrews Wire Works of Canada, 
Ltd. He retired as president of these companies in 1941 
and became chairman of the board of The Washburn 
Company, remaining on all the boards of directors. Mr. 
Washburn is a director of Worcester County Trust Co., 
and a trustee of Worcester County Institution for Sav- 
ings. His civic interests have been numerous. He has for 
many years been a director of the Community Chest of 
Worcester, and since 1918 has been a director of Boys’ 
Clubs of America, Inc. He has been president of the 
Worcester Boys’ Club since 1912, which, during his ad- 
ministration has grown from a small activity to one of the 
best known and most effective institutions in the country, 
with two large, well-equipped club houses and a mem- 
bership of over 7000 boys. Since 1909 he has been a 
trustee of the Bancroft Scholarship Fund and its chair- 
man since 1920. He is also treasurer and trustee of 
Groton School, Groton, Mass., a member of the Harvard 
Fund Council and the American Antiquarian Society. His 
predominant interest in life has been the proper training 
of boys and their development into responsible citizens. 
That this quality has been recognized is evidenced by the 
following citation which was written about him in the 
class book on the occasion of the fiftieth reunion, held in 
June, 1944, of the Class of 1894 of Harvard College, 
of which he was a member: “Successful man of business; 
president of a spreading ancestral firm; honored citizen 
of his community; fruitful in good deeds; true teacher, 
setting an example for those in the teaching profession, 
training his subordinates to perform their function con- 
tentedly and well, and handing on his high position to 
whom, with a fatherly affection, he had trained.” 


WILLIAM H. MILLS, of 
the sales department of 
Wooster Brush Company, 
Wooster, Ohio, has just cele- 
brated his 77th birthday with 
a background of 36 years of 
service with that company and 
50 years contacting the hard- 
ware trade. He was recently 
elected a director of the com- 
pany. Mr. Mills made his 
debut as a traveling salesman 
in 1894 with the Spurlock 
Neal Company, Nashville, 
Tenn. His territory in middle 
and western Tennessee was 
covered with a buggy and a 
team of horses and his orders 
were chiefly for pocket knives, 
mouth-organs, and rope. In those days the highways were 
privately owned turnpikes with an ever-present toll gate 
every seven miles. In 1898 Mr. Mills became affiliated 
with Grey and Houston of Cincinnati and made a change 
in 1902 to Meyer Bros. Company of St. Louis, Mo. In 
1905 he became associated with Gerr-Lumbard Company 
of Chicago, manufacturers of paint brushes. In 1908 when 
he transferred to the Wooster Brush Company. 

His principal hobby is his contact with the many 
friends he has made in the hardware and paint industry. 
He says, “their friendly greeting and true friendship is 
an incentive to me to want to serve them faithfully for 
many more years.” 


WILLIAM H. MILLS 
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Here’s a Tip on 


PROFITS! 


Farmers know that behind the versatile 
Planet Jr. Garden Tractors and Planet 
Jt. specialized Planting, Fertilizing, and 
Tillage Tools is a real knowledge of the 
farmer’s needs. This means there’s profit 
and prestige for you in the famous 
Planet Jr. line. 


There'll be an increasing number of 
Planet Jr. Tractors available as wartime 
restrictions are eased. Right now, we're 
hampered by the shortage of skilled man- 
power due to the enormous amount of 
war work being done in Philadelphia. 
But right now is the time for you to plan 
for the future! Start by writing for the 
catalogs that give the full story of Planet 
Jr. Tractors and Planet Jr. Farm and 
Garden Tools. 











S. L. ALLEN & CO., INC. 
3425 N. 5th Street 
Philadelphia 40, Pa. 


75 YEARS MAKING 
GROWERS’ WORK 
EASIER 


Planet Jr. 


FARM AND GARDEN TOOLS 
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Ready for immediate 
shipment. This popular 
priced garden hoe weighs 
31 Ibs. 
the blade measures 
6x4 inches and has 
standard 54” all metal 
tubular handles; fin- 
ished in attractive bright 


green. Packed ’2 dozen 


to the dozen; 


to a bundle. 


$4.00 


PRICE PER DOZEN 


F.0.B. Chicago, Illinois 


SEND ALL ORDERS TO 


SHER & 
PEACHIN 


217 No. Jefferson St. 
Chicago 6, Illinois 











Skyrocketing 
from $49 billion 
in 1941 to an es- 
timated $250 bil- 
lion in 1945, the 
federal debt is 
growing at an 


Sumendy of 
FEDERAL Fenances: 








alarming rate. 
The costs of total 





war are so high 
that even sharp- 
ly increased taxes 
come nowhere 
mear paying the 


BILLIONS OF DOLLARS 








bill. 
Even in 1941, 
the federal gov- 


ernment was 
spending half as 


Stine ee 


se 





much again as it 
was collecting. 
But in 1943 fed- 
eral expenditures 
were almost four 
times the amount 


3 





collected to pay 
war and normal 
costs. During 1944 
and 1945, it is ex- 
pected that these 
expenditures will 
remain at a figure 
double that of re- 
ceipts from taxes. 
It is obvious that 
one of our great 
postwar problems 
will be to bal- 
ance the budget 
and to keep it “ 
balanced. 1941 


THE TAX FOUNDATION 
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Log Cabin Front Draws Customers 
To Sporting Goods Department 


LOG cabin front for the sports 
department of the William 


Bo De 


Bain hardware store, Elk Rapids, 
Mich., is an attention-getter and cre- 





This log cabin front adds plenty of atmosphere to the sports goods 
section and it also attracts many of the local sports enthusiasts. 


HARDWARE AGE 
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468 SHREWSBURY STREET 


WORCESTER, MASSACHUSETTS 
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| ates a spot where fishermen, hunters 


| two six-pane 








and sportsmen in general like to 
hang around and spin yarns. 

The log cabin front is up near the 
entrance of the store and contains 
windows and_ has 
mounted heads of various animals in 
appropriate places. A sign also ad- 
vises that the store sells hunting and 
fishing licenses. 

During normal times, the store 
management hangs artificial and 
other bait on the walls of the cabin 
and this creates a very striking dis- 
play effect which causes many fish- 
ermen to stop and buy. 


The log cabin front for the sport- 
ing goods department also appeals 
considerably to the thousands of 
tourists who normally spend from 
two to twelve weeks in that part of 
Michigan every summer and fall. 
The resorters stop at the store to get 
information on camping and cottage 
sites, fishing spots and the like. Nat- 
urally, a service like this helps the 
store to build much good will and 
also to sell considerable sporting 
goods and other items. 


Bryant “No Blink” 
Starter 


Bryant “No-Blink” starter, FS4-NA, 
for 40-watt lamps, consists of the glow 
switch which provides perfect starts on 
normal lamps and an additional bi- 
metallic element which automatically 
opens the glow switch circuit after a 
reasonable number of unsuccessful at- 
tempts to start a deactivated lamp. 
Maintenance and replacement costs are 
reduced because the starters do not 
wear themselves out in futile attempts 
to start a deactivated lamp. Low re- 
sistance heater carries the starting cur- 
rent, and as the lamp attempts to start 
a deactivated lamp gradually heats the 
bi-metal, and opens lock-out contacts 
in the glow switch circuit. Open cir- 
cuit voltage then exists across the re- 
sistor which draws a negligible current 
but produces sufficient heat to hold 
lock-out contacts open. When the 
failed lamp is replaced the starter auto- 
matically resets to its normal position 


ready to function again. Condenser 
eliminates radio interference. The 
Bryant Electric Co., Bridgeport 2, 
Conn. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 136 














Tools reflect exceptional 
quality. ¢ “Tested,’’ too, in 
the crucible of war, Vichek 
Tools have demonstrated 
over and over again their 
ability to handle the 
toughest jobs with speed 
and efficiency. 


@ Subjected to many and 
varied tesis—for strength, 
hardness, size, breaking 
point—at our plant, Vichek 


THE 


VECHEK 


TOOL COMPANY 


3001 £. 87th ST. + CLEVELAND 4, OHIO 
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( HERE'S WHAT \ 
FOLKS WEED 


plaster. This plastic 
repair material comes 
ia powder form...jast 
mix with water and 
ase. Will aot shrink. 
Sticks and stays pat. 





















cons or four 4-Ib. cons to cose. 
Also eveileble in 25, 50 ond 
100-Ib drums for industrial users. 


oo DURHAM CO. 
es Moines 

































The PLASTIC Repair Material 
in POWDER Form 





For Your China, Glasa 
and Gift Department 
BEAUTIFUL COLORED AND CRYSTAL CUT 
GLASS VASES, ASH TRAYS, BON BON DISHES, 
CUPS AND SAUCERS, MARMALADE JARS, ETC. 
HAND DECORATED POTTERY 


TEA POTS, PITCHERS, RANGE SETS, VASE 
ASSORTMENTS, SALT AND PEPPER SHAKERS 
AND MANY OTHER ITEMS. 


Visit Our Display Room or Write for a $100.00 
Sample Order of Fast Moving Items 


V. H.Worman Associates 
1584 Merchandise Mart, Chicage §4, Illinois 


STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
ond lightness. 

ennuer All steel 


x7” deep = Prices Will Interest 
The Cleveland Wire Spring Co. 


E. 38th St. and Hamilton Ave. 
CLEVELAND OHIO e 
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KEY BLANKS 


OF EVERY DESCRIPTION 











GRAHAM MFG. CO. 


Derby, Conn., U. S. A. 
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17 Warren Street 
New Yorh,7.N Y 
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Novel Shelf Paper 
Display Attracts Women 


N effective method of showing 
shelf paper is used by the Ma- 
nistee Hardware Co., Manistee, 
Mich. F. L. Bristol, owner, reports 
that he formerly had trouble in 
making up a display of this material 
which would catch the attention of 
customers. So he finally made up a 
board 4 ft. wide and 5 ft. long which 
would have an insulation board 
background and room for the show- 
ing of two rows of shelf paper sam- 
ples. 


pe neo sail 





Framed samples of shelf paper get 
the attention of houswives and 
this invariably results in sales. 


The display is neatly framed and 
is hung on the wall of the store ad- 
jacent to the paint department. 
Samples of shelf paper are tacked 
on the board with thumb tacks, and 
there are numbers at the edge of 
each sample giving the number of a 
drawer at the back of the store 
where such stock is kept. 

“This arrangement has worked 
out very well for us,” says Mr. Bris- 
tol. “It helps us sell much more shelf 
paper than formerly, and it cer- 
tainly enables us to handle the sales 
with less trouble and hunting for 
stock. From the samples which we 
have on display, the average house- 
wife can very easily pick at least one 
pattern which suits her. This sort 
of a display helps to sell a woman 
shelf paper before a clerk waits on 
her. We notice is takes some women 

considerable time before they decide 
to buy shelf paper. They like to 
compare patterns and think things 
over. All this can be done while the 
customer is waiting for the clerk to 
serve her.” 








SKILLMAN 


Manufacturers 


BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardwore 
A Dependable Produc 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
MFG 





Trenton 4, N. J., U.S.A 








NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 





auesces THE PRINCIPLE IS poe 
Thousands of satisfied users from coast to 

Jabs the 4 Animal Weans Them the 

Doing the Sucking Humane Way 
= ae. i eet Bee 


AUSTIN MFG C0. ROUND GROVE, ILL. 


CEN TROBELLOWS 
Zz 










Handy, fast selling, 
profitable. Automatic air intake. Built for 
long service. Medium size retails $1.25 es. 
Write for circular describing many new 
uses. Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., Inc 
821 Broadway @ New York 3, N.Y 


PRECISION LEVELS 


Available from stock without Priority 
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MACHINISTS LEVELS 


Write for New Catalog 
HALL LEVEL & MFG. WORKS 


Established in Geneva, Ohio in 1913) 


Hibernia Bidg., New Orleans 12, lta 
























THEY PULL—CLINCH—HOLD 





outstand fastener for repairias 
The oe anaes, 


ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
Chicago (18) ii. 
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Coming Conventions and Events 
Corrected According to Latest Data 


Ace Hardware Corp., annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
Sherman, Chicago, Ill. E. G. Lindquist, 
1319 South Michigan Ave., Chicago, IIL, 
is executive secretary. 


Alabama, Retail Hardware Associa- 
tion of, Inc., annual convention, May 
1415, 1945, at the Tutweiler Hotel, 
Birmingham, Ala. Mrs J. H. Crowe, 
1906 Fifth Ave., North, Birmingham 3, 
Ala., is secretary-treasurer. 


American Hardware Manufac- 
turers’ Association, meeting jointly 
with the Southern Hardware Jobbers’ 
Association, April 23-26, 1945, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is secre- 
tary of the manufacturers’ association 
and T. W. McAllister, 1020 Grant Bldg., 
Atlanta 3, Ga., is secretary of the job- 
bers’ association. 

Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion, Feb. 12-13, 1945, at the Marion 
Hotel, Little Rock, Ark. George L. 
Turner, 322 E. Markham St., Little 
Rock, Ark., is secretary. 


Bicycle Institute of America, Inc., 
and its affiliates, Bicycle Manufacturers 
of America; Cycle Parts & Accessories 
Association; Cycle Jobbers Association 
and Merchants Members, Jan. 10-11, 
1945, at the Commodore Hotel, New 
York City. Miss Cecile Meehan, 122 E. 
42nd St., New York 17, N. Y., is exec- 
utive secretary. ; 


Connecticut Hardware Association, 
annual convention, Feb. 13-14, 1945, at 
the Hotel Taft, New Haven, Conn. Fred 
T. Blish, Jr., Manchester, Conn., is 
secretary. 

Housewares Manufacturers 
Ass’n, housewares and major appliance 
exhibit, opening Jan. 7, 1945, at the 
Palmer House, Chicago, Ill. A. W. 
Buddenberg, Link Mfg. Co., 1402 Mer- 
chandise Mart, 222 North Bank Drive, 
Chicago 54, Ill., is executive secretary. 


Illinois Retail Hardware Association, 
annual convention and exhibit, Feb. 
27-28, 1945, at the Sherman Hotel, Chi- 
cago, Ill. C. G. Gilbert, 1455 Merchan- 
dise Mart, Chicago, Ill., is secretary. 


Intermountain Association, annual 
convention, Jan. 17-18, 1945, at the 
Hotel Boise, Boise, Idaho. Leon L. 
Weeks, Chamber of Commerce Build- 
ing, Boise, Idaho, is secretary. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 30-Feb. 2, 1945, Indianapolis, Ind., 
Headquarters at the Hotel Lincoln, 
sessions and exhibit at Murat Temple. 
G. F. Sheely, 333 No. Pennsylvania St., 
Indianapolis 4, Ind., is secretary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 23- 
25, 1945, at the Kentucky Hotel, Louis- 
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ville, Ky. Morris Jones, 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 

Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 13-15, 1945. Headquarters at the 
Pantlind Hotel, Grand Rapids, Mich., 
and exhibit at the Civic Auditorium. 
H. A. Daschner, 1112 Olds Tower Build- 
ing, Lansing 8, Mich., is secretary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 23-25, 
1945, at the Radisson Hotel, Minne- 
apolis, Minn. C. J. Christopher, Nicol- 
let at 24th St., Minneapolis, Minn., is 
manager-treasurer. 

Missouri Retail Hardware Associa- 
tion, annual convention and exhibit, 
March 13-15, 1945, at the Hotel Jeffer- 
son, St. Louis, Mo. Louis Kreh, 323-324 
Wainwright Building, St. Louis, Mo., is 
secretary. 

Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 11-12, 1945, at the Cosmo- 
politan Hotel, Denver, Colo. John T. 
Bartlett, 637 Pine St., Boulder, Colo., 
is secretary. 

New England Hardware Dealers 
Association, annual convention and ex- 
position, Feb. 20-22, 1945, at the Hotel 
Statler, Boston, Mass. Russell R. 
Mueller, 189 Dartmouth St., Boston 16, 
Mass., is executive secretary. 


New England Housewares Show, 
Feb. 5-9, inclusive, 1945, sponsored by 
New England Housewares Club, at the 
Parker House, Boston, Mass. Albert 
B. Patterson, Wagner Mfg. Co., c/o 
Barker House, Boston, Mass., is chair- 
man of the Show Committee, House- 
wares Club of New England. 


New York State Retail Hardware 
Association, annual convention, Feb. 
13-14, 1945, at the Syracuse Hotel, 
Syracuse, N. Y. Nicholas H. Kiley, 508 
Hills Building, Syracuse, N. Y., is 
secretary. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 19-21, 1945, 
at the Netherland Plaza Hotel, Cincin- 
nati, Ohio. John B. Conklin, 175 South 
High St., Columbus, Ohio, is secretary- 
treasurer. 

Oklahoma Hardware and Implement 
Association, annual convention, Feb. 7- 
8, 1945, at the Chamber of Commerce, 
Oklahoma City, Okla. No hotel head- 
quarters. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 
is secretary. 

Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention and exhibit, Feb. 28-March 
2, 1945, at the Penn-Harris Hotel, Har- 
risburg, Pa. W. Glenn Pearce, 400 N. 
Broad St., Philadelphia, Pa., is sec- 
retary. 

South Dakota Retail Hardware As- 
sociation, will hold a series of 10 meet- 

ings throughout the state instead of a 











THE BEST 


is always worth 
waiting Ot... 


ATURALLY, we’re talking 

about the famous Manning- 
Bowman “Long-Last”’ Percolator. 
Along with all the other appli- 
ances in the M-B quality line, 
“Long-Last” will be back one of 
these days (soon, we hope). And 
it’s well worth waiting for! 

Yes, the picture ahead for 
Manning-Bowman dealers is as 
pretty as the damsel up above. 
Right now, American homes need 
more new electrical appliances 
than ever before. Folks have 
more money to spend...and when 
they can spend it they are going 
to want the best. 

That’s why we’re making this 
suggestion to all our dealers: PIN 
up the sweet thing in this ad as 
a reminder that the Manning- 
Bowman line will pIn pown those 
extra-profit, quality sales in the 
days to come. Remember, the best 
is always worth waiting for and... 


Mianning 


Bowman 


Mleans Best 


MERIDEN, CONNECTICUT 
» KEEP ON BUYING WAR BONDS 









2 WAY CLEANING HARMONY! li las 
—_— — 





ANOTHER AMSCO 
SMASH HIT! 


CAVING a eee 


uke A SPONGE 


Cleans, Dries aad Polishes 
LIKE A 


CHAMOIS 


No Other 
Cloth Like It! 


Used WET, DAMP 
or DRY 


A SWELL DISHCLOTH 












A money maker 
if there ever was 
one! “Duet” is used 
wherever a Sponge 
is used because of 
the amazing amount 
of water it holds due to a special 
process of manufacture. When 
wrung out tightly it is used like a 
Chamois, for cleaning, drying 
and polishing. Dry, it’s perfect 
for dusting. 

It CANNOT UNRAVEL. A hid- 
den stitch locks each and every 
thread through a secret process. 
The result is a dense, long wear- 
ing surface. 

Handsomely put up with red, 
white and blue display bands. 
Free counter folders and display 
carton. 

If your Wholesaler doesn’t have 
it send us his name. Don’t miss 
out on your share of profit. 


ORDER INTRODUCTORY ASSORT- 
MENT 


2 Pleees DUET #100 $1.00 $2.00 
2 Pleees DUET #75 73 1.58 
7 Pleees DUET #58 5 3 
12 Pleees DUET #25 25 3.0 


B Pieces =‘ Total Retall Value $10.00 
ANOTHER PRODUCT OF 
AMERICAN SPONGE & CHAMOIS CO., INC. 


MEW YORK 7 SAN PRANCISCO 5 
47 Aaa SH. 245 Mission St. 
Producers of 
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formal convention. Dates and places 
to be announced later. Earl Erlandson, 
Cottonwood, S. D., is manager-treasurer. 


Southern California Retail Hard- 
ware Association, anaual convention, 
Feb. 15-16, 1945, at the Elks Club, Los 
Angeles, Cal. A. C. Kammeier, 509 
Rives Strong Building, Los Angeles, 
Cal., is managing director. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ 
Association, April 23-26, 1945, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Bldg., Atlanta 3, Ga., is secretary of the 
jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary of the manufac- 
turers’ association. 


Tennessee Retail Hardware Asso- 
ciation, annual convention, Feb. 20-21, 
1945, at the Andrew Jackson Hotel, 
Nashville, Tenn. Morris Jones, 315 
Kentucky Hotel, Louisville, Ky., is sec- 
retary. 


Texas Hardware and Implement As- 
sociation, annual convention, Jan. 16-18, 
1945, at the Adolphus Hotel, Dallas, 
Tex. R. M. Souder, 814815 Texas 
Ban Building, Dallas 2, Tex., is secre- 
tary. 


Western Retail Implement and 
Hardware Association, annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building» Kansas 
City 6, Mo., is secretary-treasurer. 


Wisco Merchandising School and 
Sales Show, Jan. 15-17, inclusive, 1945, 
at headquarters of Wisco Hardware Co., 
15 S. Brearly St., and at University of 
Wisconsin, both in Madison, Wis. J. A. 
Fitschen, Wisco Hardware Co., 15 S. 
Brearly St., Madison, Wis., is executive 
director, secretary and general manager. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 6-8, 1945, 
at Milwaukee, Wis. Headquarters at 
the Plankinton House, sessions at the 
Milwaukee Auditorium. H. A. Lewis, 
Stevens Point, Wis., is secretary-trea- 
surer. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on Page 106) 

l—Answer. Marked down price, 
$7.80. 

2—Answer. Average margin on the 
line, 31.6 per cent. 

3—Answer. Margin on goods out of 
distributor’s stock, 22 per cent; margin 
in 10-ton truck loads direct from fac- 
tory, 33.2 per cent. 

4—Answer. Stock turned three times. 

5—Answer. Advertising or promotion 
expense is 2.7 per cent of the sales of 
the department. 





BUY , .. NOW 


eee 
ALL ITEMS IN STOCK— 
ORDER FROM YOUR jJOBBER 
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G 
SCHOOL BAGS 


No. 93 Pillow alip style: 
made from heavy duty 
Khaki Duek, shoulder 
strap style only. Apprez. 
size 10 by 18 inches. 


SPRADLING'S Ine. 
ST. LOUIS, MO. 











LEATHER 
AND 
SADDLE SOAP, 


Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 
except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 
cans. 


ASCO CHEMICAL CO. 
641 Lexington Ave., Brooklyn, N. Y, 










































SILO-SEAL SAVES 
al the SILO! 


Year ’round seller to farm trade. 
Practical inside coating for leaky 
silos. Preserves walls, prevents 
spoilage of ensilage. 

Prompt shipment. Write or wire 
for prices and full information. 


SCHUBERT CO.. NORTH MANCHESTER, IND. 
HARDWARE AGE 



















































































Pheasants strolling in Warner's window stimulated interest and sales. 


You Can See ‘Em But You Can’t Shoot ‘Em - 


NDAUNTED by a shortage in 

hunting equipment, the War- 
ner Hardware Company of Minne- 
apolis, Minn., took advantage of 
tremendous hunting interest in the 
Twin City area with a full front 
window display of live pheasants 
shown in their natural habitat. City 
folk jammed the sidewalk to get a 
look at the birds, for it had been 
a lean season out in the field. Said 
one Minneapolitan columnist, “Tip 
to Hunters: If you’re tired of tramp- 
ing Minnesota cornfields without so 
much as a glimpse of a bird, stop in 
front of the window at Warner’s. 
You'll see more live birds probably 


in one quick glance than you'll see 
all season in the pheasant country.” 





Outdoor Atmosphere Aids 
Sporting Goods Sales 


N attractive sporting goods win- 
dow at the Bain & Miller hard- 
ware store, Traverse City, Mich., at- 
tracted much attention some time 
ago. Against a special light colored 
background, the store management 
hung a number of branches with 
colored leaves. Hunting clothes— 
sweaters, shirts, etc., as well as a 
few gun cases and hunting caps 
were displayed throughout with very 
fine effect. 











WESTINGHOUSE PRODUCTION LINE FOR ELECTRIC IRONS: Shown above 

is the final assembly of the first consumer durable goods made at the Elec- 

tric Appliance Division, Westinghouse Electric & Mig. Co., Mansfield, Ohio, 

since 1942. The fully automatic electric iron model shown comprises 75 per 

cent of the production, with the balance made up of a model with an ebony 
black wood handle and detached cord. 
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Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 
to quick shipment of steel. 


Principol Products include: 


Bars « Shapes «+ Structurals « Plates « Sheets 
Fleer Plates + Alloy Steels « Stainless Steel 
Shefting « Screw Stock « Wire « Mechanical 
Tubing + Boiler Tubes «+ Reinforcing Steels 
Teel Steels »« Babbitt « Nuts « Bolts « Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants et: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


id, maximum, 50 BB. ccccee ry 
All ca maximum, 50 words 5.00 
Each additional word......... 08 


Positions Wanted 


Allow Sevqn Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Wb Bi 3586460600000000e00008006 86. 





OISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order. 
sot currency of stamps. 


Samples of Merchandise. Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 whs. 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














Essential Workers Need Release Statements 





















appliance, and department store trades thoroughly. 
experience, references, territory desired, etc. 


MAJOR APPLIANCE 
SALESMEN WANTED 


National manufacturer of appliances—sinks, gas ranges, heat- 
ers, oil burners, floor wax and furniture polish is now relocat- 
ing entire sales staff into post-war set-up. A number of indi- 
vidual state and tri-state territories still to be distributed. 


Liberal commissions on fast-selling items with immediate de- 
livery assure good income. Applicants must know furniture, 


Write 


Statement of availability required. 


Address Box H-648, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y, 








ATTENTION 
MANUFACTURERS 


Old established, progressive and 
financially responsible Canadian 
wholesale distributor, selling to re- 
tail hardware stores, mines, mills, 
and manufacturing plants in West- 
ern Canada, is desirous of adding 
new lines for present and post-war 
distribution, covering general hard- 
ware, tools, cutlery, china and glass 
ware, household utensils and appli- 
ances, sporting goods, plumbing 
and heating goods, automobile ac- 
cessories, electrical supplies and 
furniture. 


Address correspondence to 
Box H-649, e/o HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











WANTED: SALESMEN 
Regulerly calling on Hardware Trade to 
handle Profitable Sideline. Many terri- 
tories open. Write fully— 


WALTER E. SELCK & CO. 
223 W. Hubbard St. Chicago, Hi. 


















MANUFACTURERS 
Let us pioneer your new items. We will sell jobbers 
throughout Iowa, Nebraska, Minnesota, rth and 
South Dakota, St. Joseph and Kansas City in Missourt. 
We will sell all classes hardw items, 
goods, and automotive supplies. 
Years of experience. 


SHEPHERD & DENNY 
Manufacturers Agents 


















Kansas City 10, Mi 





SALESMEN: 


Pittsburgh distributer of Hardware, Sporting 
Goods, House Furnishings requires Salesmen. All or 
part time. Now calling on 
Eastern Ohio, Northern and Central Pennsylvania to 
= care trade already =. Permanent 
tion. AM replies confidential. Statement of 
twatlabtitty required. 
Address Bex H-654, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





CALLING MANUFACTURERS 


An oe diligent, hard-hitting representative 
seeks more strong line going te Hardware 
Autameniv. Electrical or Mill Supply Jobbers in 
Minnesota and Adjoining Territory. After line with 
strong volume potential. We'll get the business, 
if you have salesworthy line. Our own billing. 
or yours. Excellent following. 


Address Box H-644, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











EXPORTERS 


With Representatives Ali Over the World and 

Own Branches in Three European Countries 

Wish to Obtain Export Sales Agencies from 

Monufacturers of Hardware, Table Cutlery, 

Tools, and Plumbing Supplies. Write— 
AMPROD EXPORT CO. 

1819 Broadway New York 23, N. Y. 








IRELAND CALLING 


Manufacturers, Exporters of Hardware, 
Machinery, Implements, Tools, Elec- 
trical Goods, Radios, etc., interested in 
the Irish Market, should first make con- 
tact for all information. 





IRISH HARDWARE & ALLIED —— —_— 
7-8 Bachelor's Walk 















SALES MANAGER — Eastern Manufacturer 
of Builders’ Hardware, long established, is ready 
to consider applications for post-war attractive 
position. —— ome full information as to ex- 
perience; ce assured. Statement of 
per iaeility rea requeed. Address Box H-608, care 
Sega om 100 East 42nd St., New York 
17, N. Y¥. 
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SALESMAN — EXPERIENCED, 


first letter. 


Atlantic City, New Jersey. 








HARD. | TWELVE 
WARE RETAIL STORE for Inside Work. 
Must have good references. Permanent position 
in Atlantie City. State salary and all details in 
Statement of availability essential. 
Address Kaufman & Weiner, 1007 Atlantic Ave.. 





SALES PETE ITATIVE ESTABLISHED 


marine, industrial supplies, tools, 
equipment, for Texas, Oklahoma, A: 
Address 4823 Lemmon .Ave., Dallas 


9, Texas. 


HARDWARE AGE 





—_—-.- ~~ eT 





ure, Cata- 
d to boz 
panied by 


very other 
e 3 whs. 


replies to 


7E 
Dept. 
17, N. Y. 








————— 


| 
ERS 


ive and 
anadian 
j to re- 
s, mills, 
n West- 
adding 
ost-war 
a1 hard- 
nd glass 
1 appli- 
lumbing 
bile ac- 
2s and 


AGE 
- ¥. 








IRERS 


resentative 


» business, 
m billing, 


ARE AGE 
- Y. 








IG 


rdware, 
, Elec- 
ested in 
ike con- 


5’ ASSOC. 





im, Ireland 


BLISHED 
urers line 


ve., Dallas 


E AGE 











SALESMAN WANTED 


WITH 
Hardware Experience 


We want a man between 25 and 
40 years old to cover the Hard- 
ware Trade in New York City 
and Upper N. Y. State selling our 
reputable lines of Hardware and 
Tools. Liberal Salary and ex- 
penses to qualified person. Per- 
manent position with large po- 
tential Post War Prospects. 
Statement of availability required. 


Address Geox H-006, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





plugs, bushings, etc. 


U. S$. NAVY 
SEALED BID SALE 


LARGE QUANTITY OF NEW HARDWARE—Consisting of: 
Screws, nuts, bolts, taper pins, washers, lockwashers, lock 
retainers, rivets, woodruff keys, dowel pins, gaskets, pipe 


—SALE DATE— 
JANUARY 4, 1945 


For further details with respect to the above proposed sale write to Navy 
Material Redistribution and Disposal Office, 342 Madison Avenue, New York 
17, N. Y., requesting Sales Catalog B+53-45-0. 


















MANUFACTURERS 


INTERESTED IN CANADIAN SALES 
WIDEAWAKE, reliable Canadian Sales 
Organization, having long-established con- 
nections with Wholesale Hardware, Chain 
and Department Store Trade, can accept 
Representation for a few additional fac- 
tories who require Canadian factory 
agents operating on a commission basis. 


Postwar programs now being laid out 
for profitable representation. 


H. HACKING CO. LTD. 
144 Water Street, Vancouver, B. C. 
(Est. 1916) 

BRANCHES FROM COAST TO COAST IN CANADA 


_ OPPORTUNITY 
FOR MANUFACTURERS OF 


HARDWARE & HOUSE- 
HOLD APPLIANCES 


Old Established Export Firm 
with Pre-World War I Experience 
wants to take up Additional Ex- 
clusive Lines for their Latin- 
American and Overseas Trade, 
on an Outright Cash Purchase 
Basis. 


Address Box H-613, care ef HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








FOR SALE 
26-Blade Baldwin Feeler Gauges 


4 in. long 
Individually Boxed 
$10.80 doz. 
F.0.B. New York City 


LEROY AUTOMOTIVE 
DISTRIBUTORS 


451 Tenth Avenue New York 18, N. Y. 








WANTED 


SALES REPRESENTATIVE 
For fast selling Patented Lawn Tool, Territory 
available East of Mississippi River. Give some 
information as to set-up. 

Statement of availability required. 

THE P. M. COMPANY 
137 N. 59th St. Seattle 3, Washington 











POSITION WANTED AS REPRESENTA- 
TIVE FOR St. Louis and surrounding territory 
by experienced hardware salesman, executive 
type, well acquainted. Can pen or manage 
office. Interested only in old line, dependable 
manufacturer with progressive postwar program 
such as builders’ hardware, electric lines, house- 
hold appliances, cutlery, and so forth. Available 
January 1st. Address Box H-650, care of Harp- 
eo Ace, 100 East 42nd Street, New York 17, 





WANTED: By Western Pennsylvania Jobber. 
A Hardware Catalog Compiler. One thoroughly 
familiar with general hardware merchandise, 
house furnishings and sporting goods. In reply 
give age and full details as to experience as well 
as salary wanted. Statement of availability re- 
quired. Address Box H-620, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 

SALESMAN WANTED. RIGHT MAN 
WILL have splendid opportunity with this well- 
known established house selling to hardware 
wholesalers and mill supply outlets. Salary, ex- 
penses and bonus plan of compensation. Give 
full particulars about yourself, experience and 
references. Statement of availability required. 
Address Box H-655, care of Harpware Ace, 
100 E. 42nd St., N. Y. City. 


“EASY METHOD PAYROLL BOOK.” 
Great Time Saver. Simplifies Payrolls and Gov- 
ernment Reports. Prevents Errors. Send $1.00. 
Ventola Systems, 188 Mystic Avenue, Somer- 
ville 45, Mass. 

CLERK — EXPERIENCED FOR HARD- 
WARE AND PAINT STORE. Good orportu- 
nity for right man. Statement of availability 
ao Greschlers’, 660 Fifth Ave., Brooklyn 
15, ’ 











REPUTABLE MANUFACTURER OF DOG 
FURNISHINGS DESIRES SALESMEN IN 
SEVERAL LOCALITIES WHO HAVE ES- 
TABLISHED SALES FOR DOG TFURNISH- 
INGS. WITH ASSURANCE OF CONFI- 
DENCE GIVE FULL DETAILS OF PAST 
ACTIVITIES AND DESCRIBE IN DETAIL 
TERRITORY COVERED. STATEMENT OF 
AVAILABILITY REQUIRED. ADDRESS 
P. O. BOX 29, FREDERICK, MD. 





SALESMEN CALLING ON HARDWARE, 
PAINT Stores, Lumber Yards. Due to death 
of our Mr. Edwin A. Pascal we seek representa 
tion in Texas, Louisiana, Arkansas, Mississippi. 
Also have openings in other States you may cover. 
Liberal Commission. Sideline O.K. Statement 
of availability required. Write 20th Century 
Paint 2 aieeana Co., 30 Roebling St., Brooklyn 
}: Re RD A 





EXPERIENCED HARDWARE SPECIALTY 
SALESMAN WANTS to represent manufacturer 
as a sales branch or as agent in Metropolitan 
New York and Connecticut Territory. Married, 
38 years old, more than 15 years’ experience call- 
ing on wholesalers and dealers. Best references. 
Address Box H-647, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 





WANTED — MANUFACTURERS’ AGENTS 
who have a following with jobbers and retailers 
in hardware, drug, chain, variety, feed and seed, 
garden supply and department stores in terri- 
tories outside of the Pacific Coast area. We of- 
fer an old established line of insecticides and 
rodenticides on a commission basis. This is an 
attractive permanent connection for reliable rep- 
resentatives. Strictly high grade merchandise, 
no deals, premiums or free goods. If you are in- 


terested in handling a standard line, write nas’ 


about yourself. Stanley Industries, 13401 24th 
Ave. So., Seattle 88, Washington. 








SALES MANAGER WANTED 


Unusual opportunity for experienced hardware man 
with substantial following among hardwere dealers 
in Metropolitan New York and Adjacent Suburban 
Areas. We are large wholessle distributors not 
now represented in the hardware field. Substantial 
earnings and a permanent secure future for the right 
man. Apply in strictest confidence, stating qualifi- 
cations and experience fully. Attention, President, 


Box No. H-637, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











PRESENT AND POST-WAR OPPORTUNI- 
TIES. Aggressive Metropolitan New York 
Wholesale Hardware Distributor wants two men. 
One good hardware and housewares man to as- 
sist in buying. Also want a salesman to call on 
retail dealer trade—prefer man with a following. 
For either position, write immediately giving 
COMPLETE details as to self and experience. 
Statement of availability required. Address Box 
H-643, care of Harpware Acz, 100 East 42nd 
St., New York 17, N. Y. 


BUYER OF HARDWARE, KITCHEN 
FURNISHINGS, China, Glass and Toys with 
thirty-eight years of experience in all branches 
of the above lines wants to make change when 
present agreement runs out January 15th, 
1945. Go anywhere, but prefer New England 
States. Address Box H-651, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


ESTABLISHED NEW ENGLAND MANU- 
FACTURERS’ REPRESENTATIVE with ex- 
cellent sales force wants complete line of bronze 
and steel screen wire for distribution in New 
England States on commission basis. Adequate 
storage space for consigned stock. Address Box 
H-623, care of Harpware Acz, 100 East 42nd St., 
New. York 17, N. Y. 


FOR SALE ENTIRE STOCK OF Hardware 
and Paints 95% of It New. Piehl Hardware, 
15-17 State St., Batavia, N. Y. 














DEPENDABLE WHOLESALE CHICKS—- 
50,0009 WEEKLY. Year round hatches. 18 
Purebreeds & Crossbreeds. Postal brings litera- 
ture. STANDARD HATCHERIES, 121 W. 





Third St., Terre Haute, Ind. 





FOR SALE: ONE HUNDRED KEGS CUT 
NAILS 8 box, to be sold in one lot for best 
offer. Shipping Point, Boston, Mass. Address 
Box H-642, care of Harnware Ace, 100 East 
42nd -St., New York 17, N. Y. 


(Classified Opportunities continued on page 158) 
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Manufacturers 
Attention! 


Reputable well connected 
exporters sending early Jan- 
uary representative to Cen- 
tral America, South Amer- 
ica for extended visit. 


O9O9S0S0S000000 08000008 


We seek agencies or other 
suitable arrangements from 
manufacturers of 


STEEL, STEEL PRODUCTS, 
MACHINERY, TOOLS, 
HARDWARE, 
CHEMICALS 


Address Box H-638, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


SOOO OOOOOOOOOOOOOOOOO8OO00080800000008888880888 0% 





WANTED—HARDWARE ENGINEER 
Manufacturer desires a reliable Le a Engineer 
and Production Manager. One capable of designing 
and producing locks and carious br eatidere hardware 
items. Big opportunity with California company. 
Top salary for a man of considerable experience with 

record. Write full particulars of experience. 
r will be held in strict 8 


- 





NEW PRODUCT 
WANTED 


By AAAI National Manufacturer 


Large national manufacturer, well 
known for merchandising ability, 
invites correspondence from other 
reputable manufacturers interested 
in obtaining national distribution of 
a specialty item. 


55-sales representatives, thoroughly 
trained in both merchandising and 
sales who regularly call on and ser- 
vice paint, hardware, department, 
variety and 5 & 10c store accounts. 


4-warehouses strategically located 
thruout the country, afford our ac- 
counts quick service, at a minimum 
shipping expense. 


Our yearly sales on two items sold 
by our representatives is in excess 
of three million ($3,000,000) dollars. 
PROFITABLE REPRESENTATION ASSURED 


Address Box H-615, Care of HARDWARE AGE 
100 East 42nd Street, New York 17, WN. Y. 


NEW GOVT. SURPLUS 
ELECTRO GALV. SCREWS 


673 gr. Electro eo Flat Head 
Wood Screws, 2”, 

1125 gr. Electro PS oA Flat Head 
Wood Screws, 1”, 28 

549 gr. Electro Galvanized Ma Head 
Wood Screws, 142”, 

1315 egr. Electro Fie Fist Head 
Wood Screws, 2”, #11 

527 gr. Electro Galvanized Flat Head 
Wood Screws, 2%”, $11 

96 gr. Twin Fast Flat. Head Bright 

Steel Wood Screws, 2”, $11 

The following have been dipped In tallow: 

707 gr. Electro Galvanized Flat Head 
Wood Screws, 2”, 211 

352 gr. Electro Galvanized Flat Head 
Wood Screws, 242”, #11 


FOR QUICK SALE 
$1250 enrice LOT 





FACTORY BULK PACKING 


Samples if Desired 


BALTIMORE SALVAGE CO. 


201 W. PRATT ST., BALTO. 1, MD. 











of availability required. 
Address Geox H-588, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 








REPRESENTATIVE WANTED 


Manufacturer of an extensive line of Hand 
Garden Planters, Cultivators, ete., distributed 
through the wholesale trade wants a Represen- 
tative on a commission basis in New England 
and Middle Atlantic States. 

Statement of availability required. 
Address 1” H-645, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 








WANTED 


PAINT SALESMEN 


Aceustomed to selling hardware, paint and lumber 
jobbers and dealers. Only men thoroughly experi- 
enced, free to travel and accustomed to high earnings 
need apply. State full particulars, territories cov- 
ered, and salary desired. Statement of availability 
required. 
Address Box H-64 of og? te ged A 
100 East tand ‘st. ~ new York 17, N. wes 











YOUNG MAN, 26, DRAFT DEFERRED 
seeks hardware selling position in either retail or 
retail-wholesale establishment. Possesses adequate 
knowledge of the use and distribution of hand 
and motor driven tools. Prefer recently estab- 
lished enterprise. Salary secondary to mpportunity. 
Can furnish best of references upon request. Ad- 
dress Box H-653, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y. 





MANUFACTURER’S AGENCY, ESTAB 
LISHED 1932. FINANCIALLY RESPONSI- 
BLE. Now selling leading Hardware and Auto- 
motive jobbers covering Pacific Coast with ware- 
houses Los Angeles and San Francisco. Desires 
an additional quality line. Can assure manufac- 
turer permanent connections with immediate vol- 
ume. Commission basis only. Address Box 
H-521, care of a om Ac, 100 East 42nd 
St.. New York 17, N. Y. 





MANUFACTURER’S AGENTS CALLING 
ON HARDWARE, Paint, and Housefurnishings 
Jobbers and Retailers. Have excellent line of 
Household Chemical Products. Advise territory 
covered and lines you now sell. Address Box 
H-640, care of Harnware Acer, 100 East 42nd 
St., New York 17, N. Y. 





— ATTENTION MANUFACTURERS — 


REPRESENTATIVE has Office and 
Warehouse in Detroit. Will handle ac- 
counts as you instruct. We have a re- 
liable sales force. 


REGAL SALES CO. 
10338 CONANT DETROIT (2, MICH. 





Distribution — Present and Postwar 
Established — Reliable — Aggressive 


Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 


Covering all classes of jobbers. We will 
carry the accounts or you can bill direct. 


Write for further!information and 
references. 














MANUFACTURERS AGENT; YOUNG, 
ENERGETIC, DEPENDABLE and a volume 
producer desires a line of power and electric 
tools, hand tools, and builders hardware. For 
sale in the States of Pennsylvania, Delaware, and 
Maryland. Splendid contacts in the Hardware, 
Automotive. Lumber, Factory and_ Electrical 
Fields. Will carry stock. Address Box H-637, 
care of Harpware Acz, 100 East 42nd St., New 
York 17, N. Y. 


—WANTED— 


Retail Hardware Store in Illinois, In- 

diana, Wisconsin or Vicinity, having a 

Profitable Established Trade. In reply, 

give full details including approximate 

annual sales. 

Address Box H-646, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y¥. 








WELL RATED MANUFACTURER'S AGENT 
In business since 1918, Has Warehousing Faeili- 
ties located in Pivotal City in Southern Pennsyl- 
vania. Ideal Transportation Conditions in this Section 
and State of Maryland. Will consider commodity with 
vast post war possibilities. References exchanged. 


Address Box H-639, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














SALES REPRESENTATIVE — WANTED: 
UNUSUAL ee ee for man calling 


on Wholesale trade and la: Png selling 6 
inch stainless steel rule age. penae. Divi- 
sions in 32nds. and 64ths. Deine equivalents 


on back. Some of our men make several hundred 

dollars monthly. Twelve on attractive display 

card—No price printed card. Big appeal, ex- 

gellent commissions to salesman. Continuous re- 
ter. Mark Spey \ meena: 406 Temple 
dg., Rochester 4, N. 








AN ESTABLISHED SALES ORGANIZA- 
TION wants Lines for Pennsylvania, New Jersey, 
Delaware, Maryland and the District of Columbia, 
on a commission basis. Can furnish references as 
to our ability from National Manufacturers we 
now represent. Address Box H-652, care of 
am Ace, 100 East 42nd St., New York 
1 





DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers ‘and jobbers and with public 
utilities and various manufacturing plants. If 
unable ad —_— ee at present, interested in 
discuss: representation. Address -- 
MELAIRE ‘DISTRIBUTING CO., 420 Lexing- 
ton Ave., New York 17, N. Y. 





WANTED: By Western Pennsylvania Hard- 
ware Jobber—experienced Hardware Sales Pro- 
motion Manager. One thoroughly familiar with 
the needs of retail hardware stores in store ar- 
rangement, window trimming, writing of ads and 
preparing of all types of advertising .matter. 
Kindly give complete personal history as well as 
salary wanted. Statement of availability re- 
quired. Address Box H-621, care ef Hampwarr 
Ace, 100 East 42nd St., New York 7 a = 


FOR A: QUICK PROFIT SELL Our Popu- 
lar $3 Dry Chemical Fire Extinguisher to Deal- 
ers and Jobbers. Every car owner and house- 
holder a prospect. We offer exclusive territory 
- big discounts to Distributors able to stock 

and make their own deliveries. FIRE- 
KILLER 4 eee 106 N. Franklin St., 
Syracuse 4, N. 





HARDWARE AGE 
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Approximately 2 Million 
Dollar Inventory 


TO BE SOLD AT 


ABSOLUTE 
PUBLIC AUCTION 


BY ORDER OF 


BREWSTER AERONAUTICAL 
CORPORATION 


ON THE PREMISES 


Palmer Singer Building 
3701 - 31st St., Long Island City, N. Y. 


COMPRISING 


New Surplus Aircraft Equipment 
Standard Accessories & Supplies 
also Machinery & Tools 


FOR USE IN THE MANUFACTURE OF 
AEROPLANES 


SALE DATES:. 
Tues. & Wed., Dec. 19 & 20, 1944, 10 A.M. ea. day 


Approximately 750,000 Weatherhead & Parker Fittings, Hy- 
draulic System Units, mfgrd. by Parker-Kiddie-Bendix and 
Cleveland; Electrical System Units, Mfgrd. by Eclipse, Bendix, 
Kiddie, Grimes, Thomas & Betts, Westinghouse, ete.; Aircraft 
Parts, approximately 3% million pieces of A-N standard fit- 
tings comprising Nuts, Bolts, Screws and Washers in Brass, 
Dural, Steel and Stainless Steel. Instruments Mfgrd. by Sperry, 
Westinghouse, U. S., Bendix, Kollsman, Lewis, etc. ; Hardware; 
Rubber: Bearings; 900 Rubber Tires 34 x 9—8 ply, Wheels, 
Rims, Bearings, Axles, etc., Mfgrd. by Goodyear, Firestone and 
General; Machinery and Tools; Paint; approximately 15,000 
gallons of paint, Lacquers, Thinners, Primers, Oils, etc. 


MISCELLANEOUS—Comprises: Motor Canvas Covers, Canvas 
Tool Kits, Ration Kits, Canopies, Flytex Balloon Tape (Pink 
Edge), Felt Stripping, Oxygen Bottles, Safety Be!ts and Straps, 
Map Cases, Rear Window Reflectors, Aerons Controls, Bulbs, 
Fire Extinguishers, Shades, Oilite Bronze Bearings, Gasoline 
Tanke, Oi] Coolers, Gunners’ Seats, Pilot Seats, Strainers, 
Shadow, Bullet Proof Glass, Inverters, Prop Controls, Wing 
Lights, Engine Control Units, Lord Mounts, Clamps, Reamers, 
Drills, Extension Lights. 


A complete detailed, illustrated auction circular and catalogue 
will be sent you free on request—Only a limited number will 
be printed—Send for your copy now by contacting Industrial 
Plants Corp., Auctioneers. Inspection: From December 12th 
to Sale Date. 


INDUSTRIAL PLANTS CORPORATION 


AUCTIONEERS APPRAISERS LIQUIDATORS 
90 WEST BROADWAY, NEW YORK 7 
BARCLAY 7-4185 
TOLEDO, OHIO PITTSBURGH, PA. 

This is the first of two large auction sales to be held by order of 


the Brewster Aeronautical Corporation—Write to Industrial Plante 
Corp., Auctioneers, for full data on second 













The Starter That 
Clicked With the Trade! fe 


a 


In the New | 
RED PLASTIC 
e Can 






Tomorrow's Starter Today! 
New! Distinctive! 


Listed and Approved by Underwriters’ 
Laboratories Inc. 

Submitted to Electrical Testing Lab. Inc., 
for certification. 






Pat. Nos. 2200448-2228210 


Locks Out . . . Resets AUTOMATICALLY 


1 Positively cuts out deactivated, flickering, blinking 
lamps. 

2 When trouble Is detected the starter automatically 
cuts off current to the ballast and lamp. 

3 Gives long life to ballast because defective lamp Is 
locked out. Prevents overheating. 

4 When Lloyd AUTOMATIC locks out defective lamp 
—turn off the current—Remove defective lamp—Put 
in a new lamp. 

Allow at least one minute to make Yhe above change 
of lamps. Turn on the current. The starter auto- 
matically lights the new lamp. 

NO NEED TO DO ANYTHING TO THE STARTER 

5 Lloyd NEW PLASTIC CAN has higher dielectric 
strength, is stronger, lighter, distinctive. 

6 Knurled rim on plastic can insures positive grip for 
insertion and removal of starter. 

7 Plastic can is sealed. No projecting lugs te cause 
trouble. 

8 The life of the AUTOMATIC starter is many times 
greater than that of the average lamp. 

gQ |t saves maintenance costs and power consumption, 
protects and insures longer life to the ballast and 
lamp. 

10 Tested in production and prior to shipment to Insure 
perfect performance. 


LLOYD PRODUCTS COMPANY 
Dept. HA-12 Providence 5, R. I. 
Representatives in 23 Leading Cities. Export Office 13 E. 46th 8t., 

N. ¥. C. 
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A 
Acme Steel Co....... 146 
Admat, Ltd. guaddes s man 7 
Air Express Div......... senha 
Allen & Co., Inc., S$. L. ... 149 


Aluminum Cooking Utensil Co.... 49 


American Chain & Cable Co., Inc. 68 
American Chain Div. ... pio. ae 
American Fork & Hoe Co. ........ 83 
American Mfg. Co.......... 2 


—- Molded Products 


Sales 
lt 


2 Ee Speage & Chamois Co., 
‘1 


MES . Gadacececoeseccesesasses 
American Steel & Wire Co........ 61 
Anderson Mfg. Co., Ben H........ 148 
Animal Trap Co. of America..... 23 
Ansonia Electrical Co., The....... 21 
ROOGGS We, Geiss csccccccccs. .- 22 
Armstrong Bros. Tool Co....... .137 
Armstrong Products Corp..........109 
PONE So « cidctins osenehen’ 145 
Asco Chemical Co. ......... . 154 
Gee i, Ge ica cancctccauce 50 
ee 
Austin Mfg. Co. .. Riagcsabacee 
Auto City Plating Co............. 65 
Automatic Equipment Co. - % 

8 
Beiley Prihoda & Co. douse 
GREP BOR Gian icc cnciscescccccss M 
Bassick Co., The .. nacaeant 
Beck-Nor System, The............ 50 
Bennett-lreland tas 0eameakaaken 105 
Bethlehem Steel Co. . av eeknan ae 
Bird & Son, Inc...... 42-43 
Blaisdell Pencil Co. .. ‘ncaa 
Boss Mfg. Co. ..... ocsscuserstrae 
Briddell, inc., Chas. D... bi) 
Bridgeport Hdwe. Mfg. Corp., The 20 
Briggs & Stratton Corp. ; 101 
Brower Mfg. Co....... Jeena Me 
Burpee Can Sealer Co. % 
c 
Central Rubber Products Co., Inc.. 152 
Century Metalcraft Corp.......... 98 
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Chester Mfg. Co. .......... 113 
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Chicago Spring Hinge Co. 34 
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Detroit Vapor Stove Div., Borg- 
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Diamond Calk Horseshoe Co...... 32 
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Dixon Crucible Co., Joseph....... 40 
Domes of Silence ................ 16! 
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Downy Products Co. ............. 137 
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Marshalltown Trowel Co. ......... 50 
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Master Lock Co............+.-+-+- 161 
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= 8 epee ee 114 
Mercury Aircraft, Inc............. 138 
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Skillman Hdwe. Mfg. Co.........152 
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Keep this ProFit-PicTURE 
in your mind 


CHORE Girt will be back again 
—when copper is available for 








aN 














WA, 


cleaning use. In the meantime, 
don't forget her. Your customers 
won't, After the war, housewives 


CHORE GIRL ite ceemer more thon ever. 
METAL TEXTILE CORPORATION 
Orange, N. J. 






























ORDER TODAY! 
The government has released 
a limited allotment of Silver 
Plated Flatware with steel 
base, We are lucky to 
have a supply to pass on to you. 24-piece 
set: 6 each knives, forks, teaspoons, soup 
spoons. 30-piece set has 6 more teaspoons. 
Pattern similar to Early American moulds. 
Prices less 70c without chest. 
M322S192 24-pc. set (Lightweight) . . $6.95 
M322$207 24-pc. set (Heavyweight) . 
M322S233 30-pc. set (Heavyweight) . 






WHOLESALE DISTRIBUTORS 
SINCE 1911 


JOSEPH HAGN NCO, 217-223 W. MADISON ST. CHICAGO 6 


FILTO-KLEEN 


The amazing new 
type water filter— 
one of the fastest 
selling items that 
has appeared on the 
market in recent 
years. Assures pure, 
clean, healthful 
drinking water - in 
every home. 


ATTACHES EASILY 
TO ANY FAUCET 


Replaceable cellu- 
lose filter pads trap 
dirt, moss and other 
harmful deposits, 
releasing only the 
sparkling clear, 
freshly - filtered 
water. 











FILTO-KLEENS are made of special molded bakelite 
plastic and nickel-plated metals. Come in attractive red 
and black colors. Packed one dozen to the display 
carton, including one dozen cellulose filter pads, free. 
Retail selling price, for ordinary threaded faucets, $1.00 
each. With adaptor for smooth faucets, $1.25 each. 
One dozen free filter pads with each filter. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT 


THE FILTER-KLEEN MANUFACTURING CO. 
314-322 Chelsea St., Everett 49, Mass 














AVAILABLE NOW 
for Civilian USE 
with the proper priority 


Correct design, sound 
construction and high 
operating efficiency. 





No. 22A FIRE POT 


No. 32A TORCH 


CLAYTON & LAMBERT MFG. CO. 
Torch and Fire Pot Division 
14247 Tireman Ave. . 








Dearborn, Michigan 























THED) 
. BETWEEN A GOOD RIFEE- 


——— ANDA GOOD SCOPE 







E ABEF 7 tl) THE TRADE 
STITH | Install-i reasee MOUNTS are easily in- 
stalled . . . No drilling of rifle .. . No stock cuts 
: Ready for immediate fitting, using only a 
screwdriver. 
We can make prompt delivery on mounts for Weaver 
and Lyman Alaskan Scopes to fit Winchester M-70; 
Savage M-99; for Weaver Scopes for Winchester M-75 
Sporter, Remington M-513-S and Savage M-23. They 
retail at $12.00. 
Advertised in practically all Sports Magazines 








For information and folders, write 


M. L. & M. J. STITH 


TRANSIT TOWER, SAN ANTONIO'S, TEXAS 











Genui DOMES of SILENCE 


SLIDE S/ILENTLY - SOFTLY - SMOOTHLY 














40c SET Me SET - 10c SET-10c SET | SAVE FURNITURE 
(=> FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 












Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





supplied write fo 


NYC 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl St., 


DECEMBER 7, 1944 








Master Tock Company 


rh Manufacliur 


Borla s Largebl Lubiwe } 


MILWAUKEE. WIS..U.S.A. — 
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Ea mae 
Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers are 
used. Gripper instantly released by spring 
action, sliding up out of way when not in use. High- 
est quality materials throughout. Order thru your jobber, 
UPSON BROS. INC., 84 Exc St., ROCHESTER 4, N.Y. 





LE i W443 


AUTOMATIC GRIP, 
SCREWDRIVERS 



















It takes quality steels and 
expert tempering to pro- 
duce a fine wood band 
saw blade. Ohlen-Bishop's 
more than 90 years’ ex- 
perience in saw making 
assures blades that give 
best service. Complete 
range of widths, '/" to 
1%", gauges and points 
for every machine. 


If you’re a city fel- 

you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole”’— 


CFLUIDCEMENT 9 7", know how a 
FLUID CEMENT ot atthe. 
REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have more all around uses than any 





other cementon the market. Attractively packed and 

carded in sales-compelling displays—carries good mar- OHLEN-BISHOP 

gin for both retailer and jobber. You can add it to MFG. COMPANY 

your line at a profit. Drop us a postcard for prices. 901 Ingleside 
Columbus, Ohio 














LEECH PRODUCTS CO. Box 243-C HutchinsonKs. 
iret cones OE 


Subscribe to the 6th War Loan 


























KEES CALF WEANERS \ STAMPS for 
Effective — Convenient — Humane | Hard Surfaces 


Now ready for use ontough 4 
marking jobs everywhere 
in busy American industry, 
| | these new hand-made Mil- 
| | lers Falls tool-steel stamps 
have special tempered faces 
to stand up where ordinary 
stamps would fail, and 
| tempered heads to prevent 





recognized that Calf Weaners are 
so essential, they have increased 
our quota 100%. So see your |-* 3 
hardware jobber. He should by “iptad 


@ The War Production Board has C4» 





now be able to “let 


you have” all youcan (pe pe. 
sell. Cv, v v V- - } § , 
——$—$<$—$__—_ sions. Packedinwell-made woodenbox. Write for details. 


F.2: KEES MFG. CO. | MILLERS FALLS COMPANY WES 


Box K-8 Beatrice, Nebraska | — 
Distributed Through Wholesale Hardware Trade | GREENFIELD . . MASSACHUSETTS ¥ 


mushrooming or fracturing. Character sizes from 1/20” 
to 4%”, letters and figures. Sharp, clear, legible impres- 


























A CHRISTMAS GIFT SHOULD HAVE THAT EXTRA SOMETHING. ....... . . «FRANKLIN 


GeooooH 'aToor set! \(-f LOOK! 1S NOT COMPLETE WITHOLIT 
~ FRANKLIN GLUE,) {-® (FRANKLIN GLUE // 
7 USE 
a MAT SCHOOL ! seal "Liguid "Hide Gwe 



















hk lt Se FRANKLIN oLUE co. 
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S ASS CUTTERS " ia 
PUTTY KNIVES + nea eee POINTS AND DRIVERS + TRIANG President 
SCRAPERS -* AI c |AN INTS - 
ERS + LINOLEUM KNIVES - es ene ane ANDPAPEF 
LLPAPER TRIMMERS + PAPER Pesce A age HOLDERS + RAZOR BLADE SC 
2 \NGERS' KNIVES + C LADE SCRAPERS 
~ARBOLOY GLASS CRO 
LASS DRILLS 


ELECTRI AIN FLC is F E R . R FENCER 
P CoO O Ss . ELECTRIC PAINT MIXER o R SANDER 
Lou iG | ] 
’ ERS + ELECTRIC FLOOR S$ D 
4 y* LECTRIC LOOR E 
. DGERS E 
> LEC iC FENC 








ESTABLISHED 
1872 





Rod Devil: GLASS CUTTERS 


ne handles, designed to 
















Precision-made wheels, designed Modern-li 
and manufactured by exclusive comfortably fit the hand — mean 
ssure that effortless accuracy, no matter how 






Red Devil methods, 2 
each and every RED DEVIL GLASS long the job. 


— is — od to another, you don’t get “glass cutter thumb” 
in quality ané per omen or callouses between the fingers 


RED DEVIL GLASS CUTTERS cut when you use 4 RED DEVIL mod- 
more gla i j ASS CUTTER. 


FLANDON P. SMIT 


Red Devil Tools. 


6 , IRVINGTON 11, NEW JERSEY, U.S.A 
nly the name is changed _ 


It has gotten so 
° everyone call ya . 
Devil,” . s us “Red Devil.” wri 
tho suite pine Tools.” In every other respect a. changing the 
nd the ownership continue exactly the management, 

same. 


Red Devil Tools. 


F 























H, INC., IRVINGTON, N. J. 





LER STIPPLERS A A M Cc 
* ROLLER PAINTERS 
ERS «+ G ASS P 
GLASS PLIERS + GRAL 
: DY AXE AND HAMMER WEDGES + COPPER P 
C OT CLEANERS 

- 5 * REDDY GOLF TEES 

. ES 
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PRIZE “iicurs STOVES 
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Byiny 






RANGES ¢« STOVES * OVENS ¢ HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO: ~ 
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